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Distinctive Packaging... 


@ Select wholesalers... APPLETON wholesalers... serve their 
customers from the distinctive APPLETON carton that typifies 
APPLETON ’s continuing program of research designed to build 
the finest in electrical fittings and supplies that money can buy. 

The APPLETON carton is the visible symbol of APPLETON 


quality. Behind the carton are 3 great APPLETON plants 
with nearly 1,000,000 square feet of floor space where 





APPLETON engineering skill continues to mass-produce better 
products to sell at lower prices ...one good reason why you 
should look for the famous APPLETON carton when you buy 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue + Chicago 13, Illinois 


Also Manufacturers of: 
a, 


a | LJ aie 


ST” Series 
Liquid Tight 
— ector > 
Explosion Malleable industriat Extension Outlet Boxes 
Proot Iron Unilet Lights eelte and Covers 
Fixtures Fittings 








PIONEERING 


Means Time-Tested Fuses 


Your best guarantee of Economy Fuse Leadership is 
Economy’s record of nearly a half-century of pioneering. 


Economy Renewable Fuses were the First to be approved 
by Underwriters’ Laboratories, Inc. Economy introduced the 
first major improvement in the Clearsite* Plug Fuse 

that “shows when and why it blows’. Economy 
pioneered, developed and continually improved 

such popular fuses as Arkless* 

Mechanical Indicating One-Time Cartridge, 

Eco* One-Time Cartridge 

and Renewable Plug. 


“ECONOMY DELAY”* RENEWABLE FUSES @ 


Economy was the First -to use inexpensive, 
bare, renewal links for restoration of blown 
fuses to their original efficiency, and to 
offer ‘Economy Delay” Renewable Fuses 
and Renewal Links, a favorite with industry 
since 1911. 


ECON* DUAL-ELEMENT FUSES @ 


Recently Economy announced the new Econ 
Dual-Element Cartridge Fuses for controlled 
protection against unnecessary blowouts 
and against short circuits, thus rounding 
out a complete line of “fuses for every 
purpose”. 

WRITE FOR BULLETINS on the type fuses 


in which you are interested. 


* Trademark Reg. 


f ig al 
ELECTRICAL WHOLESALERS . » oasis at purpose] 
slers All Econceny Fuse edvertonmest , ECONOMY FUSE & MANUFACTURING CO. 


2717 GREENVIEW AVE. . CHICAGO 14, ILLINOIS 
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Cutting Manufacturers Selling Direct Bid Peddling 


Pressure of Over 


High-grading 


What You Can Do about Them 


ELECTRICAL WHOLESALING has accorded pecia’ 


The Ills of the Industry and 


This is one of the most important articles presented by ELECTRICAL WHOLESALING } 
in recent years. It deals with the problems that confront the industry today. Prob- ‘ Pau) Tafel tata Boctre B 
lems that affect everyone in your company. Problems that everyone cen help to solve. oat the js invited Sen Francisco, N 5 MaBenald, Tae Thats ; 
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And im the case of appere- 
tue and supplies, the mam- 
fecturer oftentimes does 
the actual selling snd 
brings the order to the 


distributor (this ney be 
in self-defense against a 
squeeze between a chisel- 
ing contractor and » gull- 
ible distributer). 


‘the distributor doean't 
alter the mamfacturer's 
product. He doesn't make 
it Digger, or stronger, or 


sad guarancee provided by che 40 per cent (margin) style of era: mer 
chandising Perhaps che service provided by the discount bouse is. auth ieo 


brand acceptance so that henceforth the retailer may only 
seed be » local coctact point to facilitate detivery 
© Prosper as You Provider is a banc principle of our apitalisric, free 
enterperse sy scm that as am iochustry you will prosper 
you provide socsety with sumerhing thac t wanes 


only to the exten tha 


Ther is where selling begs 

Today, che benefits to be derived from the urihaatom af elecrsal energy 
are so great and so widely accepted that you im the electrical business are 
prone to take for granted the public demand You hawe forgoeten that there 


ped : 
A moving the goods 
pad « profy thar souk) b 
tumcnans thee you are bet able to pe: 
There are some--prafubly many——in 1 
H 


branches of the obec in viring 


fuecuens You mus 
4 decebution Ths « 
system 
Wholesaders arc trequemly cetert, 
use the venm in s derogatory anew 


or 

distributors. 
then they ere sggrescive 
and merchend i s— 
they frequent 


ae the distribvtor 


brighter, or better. So he 
hed bettor learn hie bus~ 
paablc rac dectricai energy 


nee was 4 come when ic was necessary to sel! peaple on the benefits of elects 
lights. Only rarely do you gow find x accesary to convince the comsuming 
the best sort of power far refrigerator, dryer 
aed even ranges Most of your sctling in tha: Seid us now danced tm siting 


RICTRICAL WHOLELALNO dugee 1754 


do not earn, then they will 
prubes are (seated Decause you pertoren ¢ 
ecapcmmically—then chey can't do it 


Aeges 964 -ALECTICAL wWOLESALN® 


by chminsang the meddiemsns profit. i you are 
very likely be able ce 


en cournge po Bh wt cr . 
Lto sell direct. 





This ig became th 


‘The Best | Have 


Ever Read on the Subject 


That's what one reader wrote us about our 


‘Ills of the Industry" 


article (EW—Aug. 


'54, p. 58) by Bill Gudie. This opinion was echoed in scores of other letters and 
telephoned requests for reprints. Here are a few of these letters. They give some 
indication of the intensity of the industry's interest in solving its big problems. 


‘Most Impressed’ 


Dear Sir: 

. 1 am most impressed with Bill 
Gudie’s article and with your treat- 
ment of it. I hope this will have an 
impact that may start some 
structive thinking 


con- 


LESTER E. BARRETT 
PRESIDENT 
BARRETT ELECTRICAL 
ST. LOUIS, MO. 


SUPPLY CO. 


Dear Sir 
Mr. K. R. Hills, manager of 
electrical department, and the writer 


our 


desire to congratulate you upon the 
article In the first place the article 


is good; and in the next place it is 
timely, and trade publications do not 
always publish timely articles. The 
marginal comments are most interest- 
ing. 

J. S. KIMMEL, SR. 
PRESIDENT 
REPUBLIC ELECTRIC CO, 
DAVENPORT, IOWA 


Dear Sir 

I thought highly of this article 
and am requesting that you mail to 
my attention 15 copies of it... . 

N. LYLE EVANS 

VICE PRESIDENT 
EVANS ELECTRICAL 
BATON ROUGE, LA. 


SUPPLY CO. 


‘Well Written’ 


Dear Sir 


Enclosed is dollar. Will 
please forward five reprints. 


I think it is 


written piece 


one you 


an exceedingly well 


J. KINGSLEY 
MANAGER 
CRESCENT 
OTTUMWA, 


ELECTRIC 
IOWA 


SUPPLY CO. 


Dear Sir 
Would you kindly forward 
copies of the article... . 
H. G. BLUMBERG 
CADILLAC SUPPLY CO. 
DETROIT, 


ELECTRIC 
MICH 
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LETTERS 


TO THE EDITOR 





‘Most Effective’ 


Dear Sir 

.. . I think this is one of the most 
effective bits of writing and advice 
that I have this important 
subject and I commend Mr. Gudie on 
his authorship and I congratulate you 
on its publication. 

I think the you 
comments in the margin of the article 


seen on 


way handled the 
is a fine piece of editing and you de- 
serve the five-star award for it. 
Incidentally, will you please have 
100 copies sent to me... . 
HERBERT 
EASTERN DISTRICT MANAGER 
GRAYBAR ELECTRIC CO. 
LONG ISLAND CITY, N. Y. 


METZ 


Dear Sir 
Will you kindly send 100 copies 
of this article to my attention 
MAAGE E. LACOUNTE 
GENERAL MANAGER 
COLUMBIA ELECTRK 
SPOKANE, WASH. 


& MFG. CO. 


‘Very Similar’ 


Dear Sir: 

We really taken with the 
article. It would seem that the 
American operation of electrical dis- 


were 


tributors is very similar to our own 
where “Ills” are concerned. 

It would be appreciated if you 
could send 10 copies . to the 
writer's attention for distribution to 
key members of our staff. . 

C.L. Bei. 
GENERAL SALES MANAGER 
ELECTRIC EQUIPMENT CO, LIMITED 
SASKATOON, CAN. 


Dear Sir: 

I am enclosing a check for $3 for 
which I would appreciate your sending 
me 20 reprints of the article. . . . 

JOHN T. MORGAN 
PRESIDENT 
CHARLESTON ELECTRICAL 
CHARLESTON, W. VA. 


SUPPLY CO. 


‘Most Interesting’ 


Dear Sir: 

Your article . on the ills of the 
industry is one of the most interesting 
and enlightening articles in years of 
advertising and reading your publica- 
tion 

It should awaken both the whole- 
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saler and the manufacturer to the 
dangers to our industry as a whole 
and give them cause to think 
Please send us 50 reprints . . . to 
pass along 
SIDNEY BASKIN 
JACKSON ELECTRICAL CO 


CHICAGO, ILL. 


‘Must Reading’ 
Dear Sir 
Mr. A. H. Gudie’s article 
reading for everyone. . 
Will you allow us reprint rights with 
proper acknowledgments in our com 
pany newspaper, “Twin State Electrical 
News”? We... send it to all segments 
of the electrical industry in Vermont 
and western New Hampshire 
R. B 


is must 


MULLER 
PRESIDEN 

[WIN STATE ELECTRICAI 

SUPPLY CO. 

WHITE RIVER JUNCTION, VT. 


Dear Sir 
Please send us 35 additional copies 
of your article 
J. S. RANDERSON 
SALES MANAGER 
MIDWEST ELECTRIC 
CHICAGO, ILL. 


MFG. CO. 


Dear Sir: 
I have just finished reading the 
. I was so impressed that | 
like to 20 additional 


article. 
would 
copies 


get 


JuLrius EPsTEIN 
PRESIDENT 
WORTH ELECTRIC 
HOUSTON, TEXAS 


SUPPLY CO. 


Dear Sir 
Will you kindly send us 60 reprints 
of your article 
W. W. KINGSBURY 
SALES MANAGER 
THE BRIEGEL METHOD TOOI 
GALVA, ILL. 


Co. 





Reprints Available 


Reprints of “The Ills of the In- 
dustry and What You Can Do 
About Them” are available at 
the following rates: 1 to 10 cop- 
ies, 20¢ each; over 10 copies, 
15¢ each. Address orders to 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 36, 
N.S. 











‘Very Timely’ 


Dear Sir 
Your article is the 
the subject 


ever read on 


timely indeed 
We 


reading for everyone in 


propose to make it required 
our Manage 
ment Group as well as salesmen and 
others in any way connected with sales 
production 
Therefore 
VU reprints 
L. R. RADLEY 
DISTRICT 
GENERAI 


OKLAHOMA 


MANAGER 
ELECTRK 
CITY 


SUPPLY CO 
OKLA 


Dear Sir 


This is the timely art 


and 


most ICi¢€ 


[I have seen certainly one of the 
most ex pressive 

SAM S. RUTLEDGI 
MANAGER 
GRAYBAR ELECTRIC CO 


AMARILLO, TEXAS 
‘Best Analysis’ 
Dear Sir: 


Please 
reprint 


send me five copies of the 
Incidentally this is the best analysis 
of the problems confronting the in 
dustry that I have ever read 
D. L. SMITH 

MANAGER 
WESTINGHOUSI 


JOHNSON CITY 


ELECTRIC 
N. Y 


SUPPLY CO 


Dear Sir 
Kindly 


tention 


forward to the writer's at 
reprints of your 
article 

A. | 


IN¢ 


RAYMOND 
JOHN D. OSGOOD 


HAVERHILL, MASS 
‘Very Fine’ 


Dear Sir 


Please send me 100 copies of 


the very fine article 


I intend to distribute these to all 
of our salesmen and managers involved 
in the sale of apparatus and prod 
ucts to distributors in our Pacific Coast 
region 

CLYDE H. Woop 
MGR., AGENCY & CONSTRUCTION SALES 
PACIFIC COAST REGION 
WESTINGHOUSE ELECTRK 


SAN FRANCISCO, CALI! 


CORP 





As competit 
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quality versus 

subject 1 

clusion is that y lines 
significance jin any distributor 


You have re j quality over 
There lightly lower 


pased oF Cc sure you of 
g term pasis- That's why quality 


revail unless 
fference- That's 
ality can 


most popu 

they are n 

they sell 

is unquestioned: 


Customers nowaday ed jobs inolude many 
cost factors in addi 1 purchase price: 
Installatio be substantial, put 
they are inv j j , Thus, 
total cost is oft 

costs no more 
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HERE'S HOW THEY MEET THE TRAFFIC PROBLEM 38 
WHAT TO DO TO MINIMIZE THE PROBLEM 40 


A special report that shows ways to combat this growing menace to your business 


Carl S. Menger 44 


A Crusade for Confidence 


It's the industry's greatest need today—and the first step in curing its ills 


Sixty Leads to Industrial Sales ......... » <<a 


A check-list of sales-making opportunities—with emphasis on the where and why 


How Much Should You Spend for Entertaining Customers? . 50 


The results of a recent survey on salesmen's expense accounts and entertainment 


Telephone Salesmen on the Spot . ——— 


We asked Wesco's Charlie Grillo some blunt questions; here are his answers 


It’s Never Too Soon To Sell Christmas Lighting . ea 


Here are some ideas on how to overcome dealers’ ‘it's too early’ objections 


The Magic of Lighting Transforms Barnum’s Barn ... . . 6 


From a circus stable to a hall of learning—the story of a distributor-sold job. 


The Salesman’s Technical Notes . .W. J. Novak, J. F. McPartland 58 
The subject this month: Alternating-Current Generators 


On Building a Better Industry ekg 61 


That was the keynote of the 25th anniversary meeting of the Lake Michigan Club. 


An Editorial 


The Western Miracle Continues . . . More Automatic Controls for Industry. 


Speaking of Selling .... Bs wt ‘io. ok Se ie tale 


A new department where salesmen express themselves on their favorite topic. 
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Letters to the Editor News for the Industry 
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Business Index 
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Price Index 


Times and Trends Sales Aids 


What's Happening in Washington 33 New Products You Can Use 
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SHIPPING MEMO 


STATEMENT 


Outlined here are the steps that Midwest has taken to 


problem 


simplify your payment 


What we do with regard to your payment operation is another example of our 


distributor policy which has been formulated, to ease your 


problems, at each 


step in your relations with us, as your supplier 


® DISCOUNT DATE 
Discount date is determined by invoice date 
réther than shipping date. 


INVOICES 
Each invoice records all relevant detail, e.g.; 
factory order number, customer P.O. number, 
number of packages, weight, transit line, etc 
Each item in the order is clearly identified on 
the invoice by catalog number. This allows 
fast and accurate cross check with our ship- 
ping memo. The shipping memo is enclosed 
with the merchandise at the time of shipment 


@ MONTH-END STATEMENTS 

Should your bookkeeping system require it 

upon request, we will provide regularly, state 

ments on each month’s invoices 

© CONFORMITY TO YOUR BOOKKEEPING 
PROCEDURE 

Should you require bill of lading copies, or 

extra invoice copies, these items are also given 

close attention 

© ADJUSTMENTS 

Claims and adjustments are given the same 

careful consideration as your original order 





NEW PRODUCTS 





Entrance Cable 
Triangle Conduit & Cable Co., 

Inc., New Brunswick, N.J. 

made with 


finish is 


Service entrance cable is 
a silver finish. This new 
claimed to have such advantages as 
cleaner to handle; better looking; and 
easier to strip. Outer braid of glass 
and cotton prevents festooning. Pro- 
duced in all popular sizes, no. 10 
through no. 2 in SE-ABN and SE- 


UBN types. 


Fixtures 

Sunbeam Lighting Co. , Los An- 
geles 21, Calif. 
Single piece molded Plexiglas diffus- 
ing panel is a feature of a of 
lighting nxtures..The series has 4 foot 


line 


square (nominal) recessed cells de- 
signed for large commercial interiors, 
such as department stores, banks, lob- 
bies, and public buildings. The line is 
made for 4, 6 or 8 fluorescent or slim- 
line lamps. They are also designed to 


take other diffusing elements 


Wall Bracket 


Nepo Manufacturing Co., Chi- 
cago 7, IIL. 
Mercury vapor luminaire wall bracket 
is said to be easily mounted. Patented 
hinging feature allows the aluminum 
alloy bracket to be folded against the 
building wall for easier servicing.~The 
bracket also has a special adapter 
which holds the mercury vapor trans- 
former. If transformer maintenance is 
required, the transformer can be re- 
moved without disturbing the bracket 
mountings 


Lamp Starter 

General Electric Co., Bridgeport, 
Conn. 
Fluorescent starter is designed to give 
longer average life to regular 40 watt 
lamps. Starter contains a glow switch 
(different from previous types) that 
prevents voltage surges which are 
sufficient to cause instant starting of 
lead-circuit lamps, 
lamp life. The 


proper pre-heating time. However, the 


thus shortening 


new switch assures 
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new starter is not to be misunderstood 
as the cure for lamp life troubles re- 
sulting from ballasts which do not 
provide adequate pre-heat current or 
which in other ways do not meet lamp 
manufacturers’ specifications. 


Relay 

Automatic Electric Sales Corp., 
Chicago 7, II. 
Cam-type relay combines relay and 
stepping switch functions. Manufac- 
turer says banks of relays, or combi- 
nations of relays and stepping switches 
can be replaced by a single cam-type 
rotary relay. It is 314-in. by 2 7/16 
in. by 1 25/32-in. in size. Weight 
varies from 14 to 20 ounces, depend- 


ing on design. 








Electric Heating Panel 
Electromode Corp., Rochester 3, 


N.Y. 


Wall type electric heating panel com 
bines the principles of radiant and 
convection heating. Cast aluminum 
radiation fins provide free flow of 
heated air. Special deflector channels 
force the heat outward, permit second- 
ary air flow, and keep cabinet cool 
Automatic with 


models built-in 


thermostat and manually controlled 
models. Rated at 1,100 
btu., available 120 


Overall dimensions 


Ss 


watts, 4753 


tor or 240 volts 


are 2l-in. wide, 
17-in. high, 234-in. deep. Heating ele 


ment guaranteed for 5 years 


Potheads 
Anaconda Wire 
New York, N. Y. 


To provide an added service to cable 


& Cable Co., 


users the manufacturer has added 
soldersealed potheads to its line of 
cable accessories. It is said that inter 
est in the soldersealed type is partly 
due to the necessity for tighter seals 
because of the tendency toward freer 
flowing oils in potheads and cables 


and severe load-temperature cycles 


Fan Heater 
Thermador Electrical Mfg. Co., 

Los Angeles 22, Calif. 

Low wattage wall unit has 

for fan and 


near the top. Said to be ideal for small 


separate 
switches heater located 
rooms such as dressings rooms, nurs- 
eries, dinettes, dens. Heavy-duty motor 
is a single-phase induction type and 
i-blade fan is dynamically bal- 
indicator glows when 


the 
anced. Neon 


heater is working. Thermostatically 


controlled heaters offer the same fea- 


tures as manually controlled plus a 


built-in 25 amp. thermostat 


Lighting Fixtures 
Marvin Mfg..Co., Los Angeles, 
Calif. 


Recessed lighting fixtures utilize Holo 


phane ‘Controlens Manufacturer 


states that under all installation con 
ditions, this line can be relamped from 
the floor with a lamp changer. Other 
features in 


installation engineering 


clude the patented junction box and 


bar hangers 
Lantern 


Cable 
Providence 


Electric Products, Inc., 


Pe eH 


lantern has a 


we rk 
extended 25 
This 


the 


Flashing clear 


beam light which can be 
the lantern itself 


feet from 


toot light user 
ot 


the 


extension 


with the ability lantern 


in two places time iC 
cording to tl manufacturer. It has 
a positive ft providing 


either the : Hashing am alone, 


or the usé¢ ogether 


Conduit Hub 
Cutler-Hammer, 
kee, Wis. 


Interchangea 


Inc., Milwau- 
ble 

equipment izes 34 
Being 


manufactur 


raintight inches 


to two inches interchangeable 


says the hubs will 


tributors 


enable dis 


flexibility 








b 


Adapter 
Harvey 
port, Conn. 


Hubbell, Inc., Bridge- 


Three-wire composition grounding- 


type adapter is designed to adapt 
standard 


for 


outlets 


grounding 


2-wire convenience 


use with new 4-wire 


caps. It is said the adapter anticipates 


the demand by electricians for a 


heavy-duty device to replace “peanut 
shell” adapters now being used 
portable machine tools and _ other 


Rated at 15 amp., 125 


with 


equipment 
volts. U.L. approved and designed to 
ASA standards 


Circuit Breakers, Switches 


The Pyle-National Co., Chicago 
51, Hl. 


” 
Line of explosion-proof and dust-tight 


electrical includes 


fittings circuit 


breakers and switches 
They are designed for Class 1, groups 
C and D (NEMA VII); Class 
II, groups E, F and G; Class III 
(NEMA type IX and V). Ferrous al- 


loy bodies and aluminum alloy covers 


motor-starting 


type 


Available in single or two-gang types 
with dead-end or through-feed 
arrangement, 14, +4 


hub 
and 1 inches. 
Circuit breakers up to 30-amp., 120 
volts, a.c. Motor starters up to 1 hp 


Switches, Receptacles 
Leviton Mfg. Brooklyn, 
N.Y. 
Spring-type screwless terminal switch- 
es and receptacles incorporate a heavy 
coil spring connector which holds the 
wire in place. The wires are pushed 
into a hole. There are no wire loops 


co.. 


to make, no terminal screws to loosen 
or tighten. Wires can be released by 
the insertion of a screwdriver into the 
release hole. 
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Lamp 
Sylvania Electric Products Inc., 

New York 19, N.Y. 

Mercury vapor lamp is for low 

The 250 

lamp is 

for 


installations 


ing applications watt ¢ 


corrected said to be 


ticularly suitable commercial and 


where lk Ww 


100 


industrial 


mounting heights make a watt 


lamp unsuitable and as a mediun 


bright source for “tapering off” zones 


between brightly lit city streets and 


residential areas of open country 


Maximum over-all length is 8 5/I¢ 
inches. Rated life is 6,000 hours. Burns 
in any position. Mogul screw base. In 
troduction of the lamp is said to mark 
first time a color-corrected unit of this 
type and of medium voltage has been 


ay ailable 


in this country 


Fixtures 


Luminous 


Il. 


Diamond 


Ceilings, Inc., Chi- 


cago, 
Series ot 


Jubilee light 


fixtures feature special unbreakable 


thin translucent, corrugated 
The 
offer high light transmission 


The 


with 


plastic 


bottom and _ sides fixtures ar¢ 


said to 
with low surface brightness 
can be washed 


Also, all 


hidden 


plastic teature 


any detergent lamps and 


component parts are rom 


view. A combination hinge and latch 
permits easy cleaning and relamping 
The new fixture comes in three widths 
16, 28 and 


pectively, 2, 


10 inches. They use, res 


4 and 6 lamps 


Receptacle 

Slater Electric & Mfg. Co., Inc., 
Woodside, N.Y. 
Designed to meet two circuit specifica- 
tions, the 2-wire, 3-wire duplex re 
ceptacle is said to be ideal for both 
new construction and replacement 
requirements. The combination of 3-2 
polarized duplex receptacle is recom- 
mended for use wherever grounding 
of portable tools and equipment is 
required and offers the added con- 
venience of accepting parallel bladed 
caps used on appliances and house- 
wares that do not require grounding 


U.L. and C.S.A. approved 


PRODUCTS 





Fasteners 
Southern 
N.« 


Screw Co.. Statesville, 


Darkroom Ventilator 

Strathield Co., 
Bridgeport, Conn 
Mounte 


134 Grand 


ply wood 





Mercury Switch 


General Electric Co., Bridge- 


port 2, Conn. 


A tiny neon light in the handle of 


the mercury switch 


oft 


under 


glows when the 


switch is in the position. Tests 


indicate that normal 


conditions 


( perating 


this neon-lighted handle 


10-1] years of 


ror 


will give Service 


] 


Claimed to be ideal locations in 


bathrooms, bedrooms, long hallways 


entrance ways, murseries hospital 


how switch 


dark room 


rooms. Illustration shows 


looks in ‘off” position in 


Transformer 
Dongan 
troit Vic 


Electric 
Mich. 


transformers are 


Mfg. Co., De- 


Class “B designed 


to permit a temperature rise as high 


as 80° C. For use on circuits of 600 


volts or less. Integral wiring compart 


ment for primary and secondary ter 


minals eliminates the necessary of 


additional wiring boxes 





fittings 
have clear 
channels 








Quick installation without cable dam- 
age saves time and money. The 
care with which Conduit fittings are 
reamed means fast, smooth cable in- 
sertion and assembly. Each manufac- 
turing operation is carefully performed 
and rigidly inspected ... your 
guarantee of satisfied users and . 
repeat sales. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 





Look for this Label 
} when you buy fittings 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., , OHIO 


PIPE COUPLINGS « PIPE NIPPLES « ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES 
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Assortment Kit 

The Thomas & Betts Co., Inc., 
Elizabeth, N. J. 
Open wire joint and terminal assort- 
ment kit contains boxed fittings and 
a staking tool. The kit can be used 
for terminating and splicing all con- 
ductors from no. 20 to no. 10 awg., in- 
Picture closed kit 
beneath the open kit. Designed for 
plant electricians and electrical con- 


clusive. shows a 


iractors. 


Motor Control Centers 

General Electric Co., distribution 
assemblies dept., Plainville, Conn. 
Compact motor control centers are 
claimed to save up to 50 percent in 
floor space. A center will take nine 
NEMA Size One starter units, or six 
NEMA Size Two units in the stand- 
ard 90-inch trough without reduction 
in pull-box space. The starter units will 
be of either the fusible or 
breaker types 


circuit 


Clock-Radio 

RCA Victor Radio and Phono- 
graph div., Camden, N.]. 
Mechanical device makes it possible 
to pre-set the radio to a station and 
volume level different from those in 
operation. At a pre-selected time, the 
radio will automatically switch to this 
station and volume level. It will also 
set off a buzzer alarm and turn on 
the toaster, coffee maker. Plastic lens 
covering the clock face turns to con- 
trol the multiple functions of the 
clock radio. 
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Toaster 

McGraw Electric Co., Toast- 
master Products div., Elgin, III. 
Three-slice designed to 
make 1, 2, or 3 slices of toast in any 
slot. The toast release makes it pos- 
sible to pop-up toast at any time 
without interrupting toasting 
cycle. 
Gaff Guard 

Mathias Klein & Sons, Chicago 
45, Ill. 
Clip-on gaff guard is said to provide 
full protection for the spur on climb- 
ers when not in use. Made of first- 
quality leather, firmly riveted. Rust- 
proof stainless steel spring clips hold 
gaff guard to climber shank: A stop 
piece of rigid fiber prevents gaff from 
penetrating guard 
Store Fixtures 

The Miller Co., Meriden, Conn. 
Fluorescent 
store 


toaster is 


the 


fixtures 
lighting 


are for modern 
Manufacturer claims 
that the needs of nearly all types of 
stores are filled by three types of 
fixtures. All three types are for use 
with only one type fluorescent lamp, 
the rapid-start 


S. 


Fan Heater 

Nesco, 250 N. 12th St., Milwau 
kee, Wis. 
Portable fan heater 


operates on a 


used as a two 
speed-fan and air circulator when heat 
“off.” Twelve dial 
Other models in production 
Unit rated 110-120 a.c., 
grill. 


Utility Drill Kit 
The Black & Decker Mfg. Co., 
Towson 4, Md. 


Contained in steel kit box is a 


thermostat. Can be 
element is selec- 
tions 
and has safety 


g inch 
utility portable electric drill with an 
assortment of twist drill bits, carbide- 
tipped masonry bits, wood augers and 
hole saws. Designed for use by elec 
tricians, plumbers, carpenters, installa 
tion and repairmen. The drill can also 
be used by advanced home craftsmen 
and farmers 


NEW PRODUCTS 





Nutone, Inc., Cincinnati 


Ohio 


Ventilating fan is especially for the 
bathroom. It is a blower-type ceiling 
unit whose housing mounts between 
joists without supporting of any kind 
The fan assembly plugs into the outlet 
box and snaps into the housing with 
backdraft damper 


ease. A prevents 


cold air from coming into the bath 


room when the ventilator is in use 


Blower and motor assembly are re 
movable during the installation of the 
housing. Depth is width 6%4 


g-1n 
in.; length 814-in 

Air Conditioners 
Inc., P. 


Kingsport, Tenn. 


Sunwarm, O. Box 263, 


Distribution is now being extended 


on a nationwide basis for air condi 


tioners for use in small and average 


size homes. Built-in safety control sys 
tem. Unit Instead uti 


uses no water 


lizes a safe, non-toxic Freon-12 re 


rrigerant. 


Nativity Scene 
Noma Lites, Inc., 
N.Y. 


| arge, 


New York 11, 


cans 
the 


lor illuminated 


Hinhe-ce 


lucent plastic plaque portrays 


Nativity scene. Made of weather-proot 


vinylite plastic with figures in 3-D 


Suitable for indoor, or outdoor 


ad 1-on 


detail 


use. Four-foot lead cord with 


connector 





There’s an ACME ELECTRIC 
Dry Type Distribution Transformer 
to meet every requirement 








DESIGN A 
1/10th to 3/4 KVA. Class “A 55°C 
insulation. Heavy duty, may be DESIGN K 


mounted vertically or horizontally. For wall or platform 
mounting, drip proof 


cover. 3 phase, 3KVA 
through 30 KVA. Class 
“B" insulation, 80°C 
temperature rise. 





DESIGN C 

Compact, with mounting feet 
an integral part of housings 
may be installed vertically or 
horizontally. Class “‘A’’ insula- 
tion 55°C temperature rise. 
1 KVA to 5 KVA. 


DESIGN G 
Totally enclosed in shock DESIGN F 
proof steel case. For indoor For three phase service. Enclosed type with drip proof 
or outdoor service. Wall or covers. Class “‘B'’ insulation. Capacities up to 300 KVA. 
platform installation. Class 
“B’’ insulation. 7/2 KVA to Dealers everywhere are discovering that the little 
10 KVA. effort spent in telling their customers about Acme 
Electric Power transformers pays off a thousand 
times in unsuspected orders. Just think, almost every 
one of your customers who use electrical power 
usually needs transformers. 
Whatever the need for dry type power transformers, 
Acme Electric can supply a type that exactly fits the 
application. Acme Electric dry type transformers can 
DESIGN H be used to eliminate double wiring, distribute power 
Supplied with brackets for wall high It ide 3-wi d : . 
cmieiin @ edie tes Gems tania at high voltage, provi le 3-wire secondary circuits, 
tion. Class “B’ insulation, 80°C operate 120 volt equipment from power circuits, 
temperature rise. af boost voltage, balance voltage, insulate circuits. 
Acme Electric transformers are built for dependa- 
bility, performance and long life. They insure 
complete customer satisfaction on every installation 
they offer you hundreds of opportunites to 
increase your sales and profits. 


ACME ELECTRIC CORPORATION 
DESIGN J 6710 WATER ST. CUBA, NEW YORK 


Full enclosed, drip proof West Coast Engineering Laboratories: 
for floor or platform 1375 West Jefferson Boulevard * Los Angeles, California 
mounting, Class “‘B" in- In Canada: Acme Electric Corp. Ltd., 50 Northline Road * Toronto, Ont. 


sulation only, 80 C 


temperature rise. Up to 

167 KVA, a ™ 
CM2AlKyI> Ye 
TR A Ree eee EGU A CS 
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APPLIANCE AND SPECIAL SWITCHES 
No. 100 Ne. 170 Rotary canopy switch 

~ METAL HANDLE metal handle, pull 50 AMP. POWER No. $9333 
peter TOGGLE SWITCH canopy switch — metal OUTLETS 30 AMP 
Ganery surten handle and heavy : “L” SHAPE 
PIN TYPE L” SH 

duty toggle switches No. 385 
GROUND 
RANGE 

AND POWER : 

OUTLETS & q =< 





ne 























No. 381 
Caps FLAT STRAP 
available MOUNTING 










































































SINGLE RECEPTACLES 
DUPLEX RECEPTACLES - 


NEW GROUNDED 
DUPLEX RECEPTACLES 


No. 320 
NEW NEMA 
& ASA 125V 
GROUNDING 
& ASA 125V 
GROUNDING 


No. TS 7313 20 AMP Wo. TS 7311 20 AMP 
No. 281 PORCELAIN KITCHEN PULL ARMORED ‘‘SLATER-LOCK” 
Interior pull chains, brass shell “*SLATER-LOCK” CAP CONNECTOR 


sockets, bakelite sign and 
fixture sockets, shade holders, Also available in 2 and 4 wire 
pull cords 


sere 





COMBINATION J] 


2& 3 WIRE ay > No. $8140 20 AMP 
GROUNDING y HEAVY DUTY Age 


T-SLOT 


WEATHER PROOF DEVICES 


PORCELAIN 
RECEPTACLES 


No. 327 
NEW NEMA 


. 297 No. 294 
PORCELAIN YD, & ASA 250V <a HEAVY DUTY 


No. 305 


IN Ye, ig —_ 
— ak f PULL CHAIN SF / a GROUNDING we . PARALLEL 


oaneens N SLOT No. 376 2 GANG T-RATED 
g IX ow) , COMBINATION SWITCH 
/ , & DUPLEX RECEPTACLE 
EXCLUSIVE “SLIDE LOCK INTERIOR” ’ - Ka 
CLUSIVE “DUPLEX TERMINAL SCREWS” ONE PIECE BODY WITH REPLACEABLE INTERIOR : q 


Bakelite keyless lampholider Bakelite pull chain lampholders ‘ 
also available. also available. 

. 3-wire polarized, 3-wire 
grounding, new nema 
& ASA 250V grounding, 
2-circuit receptacle T-slot, 
T-slot double wipe No. 372 


contacts, residential grade b 
T-siot DUPLEX 


RECE*TACLE 








No. 393 
No. 491 NEW NEMA 

MERCURY yy * & ASA yi 
SWITCH : E 2 CIRCUIT J 


1E ONLY REALLY 4a le 4 4 ; No. 201 


LENT SWITCH No. 400 HEAVY DUTY ‘ m8 
' 10 AMP. T-RATED "2kG 7 ouTD0oR 


A SPECIFIED AND INSTALLED PIGTAIL 
< ON THESE AMD OTHER 
“2 T-SLOT ONE END NATIONALLY FAMOUS UNITS 
3 WIRE OTHER END COMPLETE WEATHERPROOF 
M. ¥.C. HOUSING AUTHORITY SERIES 
EXCLUSIVE ELMHURST GENERAL HOSPITAL~W.Y.| °°” 
neie a ane $79 FIFTH AVENUE- NEW YORK CITY 
PREVENTS CONTACT BOUNCE, Sd FIFTH AVENUE NEW YORK CITY 
PREVENTS ARCING & PITTING LA MIRADA PROJECT- CALIFORNIA write 
WHERRY HOUSING - SAN DIEGO fer 
ree 
ALGIERS— MIAMI a 
AMERICAN CYANAMID- PEARL RIVER 
PIER 57 — EAST RIVER-NEW YORK 
MONTEFIORE HOSPITAL- NEW YORK 


A 





No. 367 
No. 450 T-SLOT 
RESIDENTIAL DOUBLE WIPE 
No. 4042 DOUBLE POLE GRADE CONTRACTS 
HEAVY DUTY 


20 AMP T-RATED SWITCH SINGLE VERSIONS OF ALL TYPES 


OF DUPLEX RECEPTACLES 








FULL SERIES OF T-RATED SLATER ELECTRIC & MFG. CO., INC. «© Woodside, N. 


20 AMP SWITCHES ~ 


O1L BURNER SWITCHES AND FULL SERIES OF INQUIRIES INVITED Mi® BROOKLYN HIGH SCHOOL = Bao || MANUFACTURERS 
COVER MOUNTED DEVICES. ON SPECIAL DEVICES qnesiena ants - 001. ha OF THE FAMOUS 
“KLOZ-A-4 115" 





/ 





EASY BENDING with 
Republic Rigid 
Threaded Conduit. 
Easy threading, too, 
because of the steel’s 
extra-high ductility. 
No distortion or flat- 
tening at the bends, 
either. 


... HERE'S PROOF of 
Republic Rigid Con- 
duit bendability. It 
also shows tightness 
of the galvanized 
coating, which does 
not flake off or peel 
under severe bend- 
ing like this. 


ENAMELITE (RED LABEL)—Protected inside and out- 
side with a heavy baked-on coating of tough, wear- 
resisting black enamel. This coating is resistant 
to acid types of moderately corrosive action, 
particularly in sulphuric atmospheres. 


GALVITE (BLUE LABEL)—Hot-dipped galvanized in- 
side and outside. In addition, a special coating of 
baked-on lacquer is applied inside and outside 
to further insure high corrosion-resisting proper- 


{ 


ties and long service life. ye 


"DEKORON-COATED” Galvite Rigid Steel Conduit 
for extreme corrosive conditions where code 
requirements hecéssitate heavy wall conduit. 
Furnished in standard sizes 4%” to 4” inclusive. 
Stocks carried in many large distribution centers 
for your convenience. 


It pays to carry 


REPUBLIC RIGID 
STEEL CONDUIT 


When you get calls for heavy wall conduit, it’s so much 
easier to sell the best. And that means Republic. 


When you supply contractors with Republic Rigid, 
Conduit, they’re satisfied. Then they'll look to you for™ 
the majority of their other requirements. 


Republic Rigid Steel Conduit has all the product 
features your customers are looking for. And because 
Republic manufactures its own steel, quality is con- 
trolled from ore to finished product. 


Check the facts yourself. You know from your experi- 
ence that it pays to push Republic “Inch-Marked®” 
E.M.T. Carrying Republic Rigid Steel Conduit can be 
just as profitable. And you can also carry ‘““Dekoron- 
Coated” Galvite, the only plastic-coated product of its 
kind for tough corrosive conditions. In fact, why not 
carry the whole Republic line? For details, write to: 


REPUBLIC STEEL CORPORATION 


Steel and Tubes Division 
215 East 13lst Street, Cleveland 8, Ohio 
GENERAL OFFICES e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, N.Y 


REPUBLIC 


RIGID STEEL CONDUIT 
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“Thank You, 
Mr. Mullen” 


An inquiry came across our desk 
recently for the names of distribu- 
tors of Manson tape in Minne- 
apolis. What snared our attention 
was the closing line in the note, 
“This is the ‘best tape’ that we 
have ever used, and we would like 
to obtain more.” The writer, Mr. 
W. H. Mullen of the Bernard L. 
Dalsin Company of Minneapolis, 


you can be assured, was answered 
promptly. 

The Dalsin Company is not a 
big user of tape, they required only 
several rolls—but they did like it 
and took pains to get a new supply. 
This, we are certain, is the best 
testimonial to a good product. 


Tape users everywhere have 
found that Manson tape is defi- 
nitely a superior product. It is un- 
equalled in true adhesiveness, and 
will retain this quality over ex- 
tremely long periods. It is a true 
friction tape made of a closely 
woven cotton fabric into which has 
been frictioned only new, naturally 
tacky rubber compounded with the 
best chemical ingredients. 


Okolite, Okoprene and Manson 
tapes make splices that will be 
tight and waterproof far longer 
than ordinary tapes, and conse- 
quently reduce maintenance costs. 
It’s “‘spliced for life’? when you use 
Okonite premium quality tapes. 


Write for a set of instruction 
sheets WH- 5678; they will help solve 
your splicing problems. 


Made by 


THE OKONITE COMPANY 


ON, 
PASSAIC 


+ > 
fine WEW JERSEY 
NCE 878 


SPECIALISTS IN ELECTRICAL 
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AVAILABLE 
THROUGH 
AUTHORIZED 
DISTRIBUTORS ONLY 





WIRES, CABLES AND SPLICING MATERIALS 


FOR 


7 


/ 
| exeoraewe 
SPLICING TAPE 


ZS 


75 YEARS 





Here’s a good reason why 
| It’s wise to buy 
On over-all cost... 
not price 
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Engineered for dependable, economical circuit protection 


-T-E Circuit Breakers keep 
- protection in... tamperers’ out! 


Well-meaning operators sometimes elimi- 
nate the protective functions of certain 
types of overcurrent devices—by alter- 
ing or tampering with vital parts. 
““Tamperers” are never a danger 
where I-T-E Circuit Breakers are on the 
job. Experience-engineered I-T-E Circuit 
Breakers provide you with foolproof, 
efficient performance. Here’s why: 





“TEN REASONS WHY" 
1-T-E CIRCUIT BREAKERS 
PROVIDE THE UTMOST 
IN MODERN CIRCUIT 
PROTECTION 

. They offer the ~ on degree of 
safety to personnel. 

. They reduce production down- 
time. 

. They eliminate replacement costs 
and maintenance. 

. They are completely tamperproof. 





@ Factory-sealed breaker tripping . They are pretested to insure uni- 
mechanism prevents calibration Se 
‘ . They prevent single phasing when 
from being changed. a fault occurs. 


. . : . . They safely carry their continuous 
@ Trip point can never be altered t rating indefinitely. 


—it’s impossible to insert addi- . They save mounting space. 


tional heaters, elements, or links. . They offer a wide range of special 
attachments and enclosures. 


@ Trip-free mechanism prevents .. They incur low watts loss. 
breaker from being held closed 
against faults. @ 
Remember—in electrical protection, I-T-E CIRCUIT BREAKER CO. 
over-all cost is the cost that counts. Philadelphia, Penna. 
Introduce your plant to tamperproof, 
UL-approved I-T-E Circuit Breakers. 
They’re precision-built to meet the most 
rigid electrical requirements. 





The other side of this handy 
pocket card tells you how to select 
eae . I-T-E Molded Case Circuit 
I-T-E Circuit Breaker Company, ion and Breakers for various feeder and 
Hamilton Streets, Philadelphia 30, Pa. heanch circuits. Write for card and 
other application data, or see your 
local I-T-E distributor. 


ITE 
Individually Enclosed Circuit Breakers 
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a Z Fo . ;: StCK J 
! Lr fut A Stadia Silly 


‘ok Mal) ae On beg Me)’, 


» MITCHELL 


IDEAL LUMINOUS SEMI-INDIRECT 
COMMERCIAL LUMINAIRES 


New MITCHELL “Lume-Glow” sets the standard of 
excellence in comfortable indirect lighting. It is specifically 
roE Site lal to Mcolml ohn Mi olalelili-tsMaeliligetimelileMi-lol ect ol (tor tale| 
eye-ease illumination. Designed for pendant mounting, 
Lume-Glow luminaires achieve a desirably high upward 
component coupled with diffused downward lighting to 
achieve this new concept in glare-free, restful illumination. The 
rit) oY-igomaeluleliieniolmelmellUarelelimilelsl melt lei muaiin 
Ko\WARS UL adele Molle lili tt MT Meolaall-b2-Te Mi lilceltleiMil-Melsle lire] mtrt mel 
polystyrene: plastic col diil-to Mla MolaMULigobsiulel (ohwmesia-teluliial-re, 
rola colt mmol Mmelsleritrol Ml ol-toltl A amelaloMolliilslailol Mma lalelib@ 
“Lume-Glow” offers exceptional advantages in simplified 
TarscoliohilolaMolsreMulollali-lalolsa-Mml me) ami] | Mol-trel lL MME ol-talilael ileal: 


and performance data, write for. Bulletin No. 4. 


* 


The “Evenglo” plastic diffusing 
shield provides the most desir- 
able low surface brightness 


. 


High upward component, com- 
bined with plastic diffusing 
shield, provides the eye-ease 
illumination of indirect lighting 


* 


Ultra-shallow contour achieves 
a smart, streamlined effect to 
create clean, tailored-looking 
installations in the most dis- 
tinguished interiors 


* 


Available in 4-Foot, 2-Lamp 
or 4-Lamp Luminaires (choice 
of Rapid Start, Slimline or 
Medium Bi-Pin), and in 8-Foot, 
2-Lamp or 4-Lamp Slimline. 
Matching Spots, Fill-Ins and 
Corner Boxes are available 


where quality counts, MITCHELL MANUFACTURING CO. 
specify 2525 N. Clybourn Ave., Chicago 14, Illinois 
In Canada: Mitchell Mfg. Co., Ltd., 19 Waterman, Toronto 
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Flexible lighting! These two words describe an 
ever-growing need in industry and elsewhere—a 
sound reason for you to stock and sell BullDog 
Universal Trol-E-Duct® the year around. 


For Universal Trol-E-Duct is the world’s most flexi 
ble lighting system. In a plant, it permits lighting 
fixtures to be moved or added in minutes . . . with 
out rewiring, without downtime, without wasted 
materials. That’s because it’s every inch an outlet. 
Connecting a light is simply a matter of inserting 
a twistout plug or mobile trolley anywhere along 
the duct. Adding a light, or a hundred lights, is 
but a matter of attaching them onto the duct wher« 
they’re needed. Ideal for light duty or portable 


hand tools, too. 


UNIVERSAL 


Trol-E-Duct 


highlights high profits 


Don’t overlook any of the excellent profit possi 
bilities of BullDog Universal Trol-E-Duct. You'll 
find it sells to stores, offices, hospitals and schools, 
as easily as to industrial plants. It’s easy to install 
—makes an ideal indoor job for electrical contrac 
tors during slow winter months. 

Get all the facts now on this fast-moving, over-the 
counter item. See your BullDog Field Representa 
tive or write: BullDog Electric Products Company, 
Detroit 32, Michigan. Ask for Bulletin UT-650 
Export Division: 13 East 40th Street, New York 16, 
New York. /n Canada: BullDog Electric Products 
Company (Canada), Limited, 80 Clayson Road, 


loronto 15, Ontario BEPCO 


National Electric Week, Oct. 18-24, 1954. 


BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of |-T-E Circuit Breaker Company 





Now is the time to concentrate on Industrial sales. With the vast 
number of Industrial manufacturing plants under construction— 
and especially the many open type operations in the chemical field— 
good lighting is a must! 


Revere offers the greatest line of Floodlights and Poles to choose 


from ... units of originality and scientific design that put foot candles 
to work most effectively. 


Consult with us today. There is a local representative in your vicinity. 


Single and 
oouble Obstruc- 
tion Lights for 


Towers 





750 to 1500 
Watt Rotating 


Searchlight 
for boundary 
lighting. Pilot 
house or hand 
t 750 to 1500 
control Watt Rear 
Service Flood 
for broad areas 


~- High, 

end Medium 
and Low 

+ ~ aA for Bay Reflectors 

street and road 

highting 





REVERE ELECTRIC MANUFACTURING CO. « 6011 BROADWAY « CHICAGO 40, ILL. 
Available in Canada thru Curtis Lighting, Ltd., Leaside, Toronto 


THE COMPLETE LINE OF FLOODLIGHTS AND POLES FOR SERVICE STATION + SPORTS 


« AIRPORT « STREET « OUTDOOR THEATRE 


MARINE AND INDUSTRIAL LIGHTING 
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RACO OFFERS 


xm... 


ONLY 4 BARS ENABLE YOU cial tet 6 Gane 
TO INSTALL ANY DEPTH BOX INSTEAD OF 16 
WHEREVER YOU WANT IT 

REGARDLESS OF STUDDING SIZE OR SPACING 


EXPANDED lima 
CLOSED 11%4”——>| 


Rae EXPANDED 26%” 
CLOSED 19%” ————> 
 ceeemeenae spines ~< -jamae | 





NORMAL SAFETY PRECAUTIONS REQUIRE THAT A BAR MUST WITHSTAND THESE TESTS 





ALL-STEEL EQUIPMENT INC. Auroras iinois 
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J. R. (Chris) Christensen 
247 East 5th Street, So 
Salt Lake City, Utah x 


, A OPS. 7 , 
° ? . r >. 
2e 4 
ti . an 1112%% Farnam Street 
4 ‘> 7 Omaha, Nebraska 
; “f = 4 os r ot . 


Barney DeRamus 
125 South Santa Fe 
Los Angeles, Calif 7 
. . z Floyd Wilson 
313 N.W. 4th Street 
| Oklahoma City, Okla 
uN 


, 
John Allen Ware, Jr 

P. 0. Box 4216 Commerce Sta 
Phoenix, Arizona 








NOW ! complete Prescolite 
production facilities on both 
coasts with strategically located 
warehouses to better serve you 


aoe een eee wn oe nee Senet oe emmaten © wen © Balen. 2229 Fourth Street Berkeley 10, Ca 




















Mrs. Willis Murphy 
~ ~“ 4520 No. Woodruff Ave 
Charles L. Schwab Milwaukee, Wis 
345 No. Wheeler : x , 
St. Paul, Minn ° ee 3 ; Larry Beck 
wa S 13050 West Chicago, 2F 
Detroit 28, Mich 


is 
ms ra oe , = Paul F. Kyack 


5 Walter Glass & Bud Gorham ‘ Cam Norton 1 . 
vé orto 0 South 18th. St. 
4841 Elston Avenue . 2725 Derbshire R¢ j 
chieeee at. f e Rd Philadelphia 3, Pa 


Gary Roof 
. 1147 Third National Bidg 
Car! Thorsell Dayte Oh 
1195 E. 77th Street - 
Kansas City 5, Mo 





Joe Noser 
405 Carrswold Drive 
St. Louis, Missouri 









im ate 
: Tas i 
— Seite 
E. (Red) Pitner , 
RADE gl a : Write for 
new catalog 


showing full 
line of Prescolite 


Srorien t. Wenduard Recessed and Surface 
161 Simpson N.W 


Atlanta, Georgia fixtures. 


John Hancock 
2921 Fairmount 


Dallas, Texas 
(ack) Hagen 


Ouisiana Avenue 
New Orleans, La 


Factories: Berkeley slifornia * Neshon y, Per yivania * Warehouses: Los Angele * Denver * or 


Business Index: NATIONAL PICTURE 





I947-49=100% 
300: —Full-Line Wholesalers 
250 
200 
150 
100 
50 


INDEX (above) 
July 1954 June 1954 July 1953 July 1952 
131 134 145 137 
Inventories... 126 133 136 121 


1947-49=100% ie 
ESTIMATED 300 


% CHANGE 
July 1951 1954 from 1953 
110 — 
185 





1947- 49 = 100% 
L399 ——Wiring Supplies and Construction Materials Distributors 


1947-49=i00% wes 
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1954— ww 4 











+— 200 


200 








r— 150 











[100 








r—. $0 





0 Lyttiptrasreitinptitrispititisitiiiist 





MSE 882 +, 98S 














INDEX (above) 
July 1954 June 1954 July 1953 July 1952 
155 163 148 129 
Inventories .. 154 169 174 154 


os 1947-49=100% 


_.. 399 —- Appliances and Specialties Wholesdlers 


os fF MAM 


INDEX (above) 
July 1954 June 1954 July 1953 July 1952 
106 107 128 141 
Inventories .. 132 136 166 124 
SOURCE: 


% CHANGE 
July 1951 1954 from 1953 
127 —4 
160 


1947-49=100% 2 
300 
1954——s 
200 
150 
100 
50 





0 
a2. 0 NOD. 


1954 


% CHANGE 


July 1951 1954 from 1953 


78 —13 
183 


Bureau of the Census. August-September projection is by this publication. Percent change 
in sales is seven months of 1954 from seven months of 1953. 
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SELL LOWEST INSTALLED COSTS WITH THE FULL LINE OF 


— GEDNEY CONDUIT BODIES 


MALLEABLE IRON—HOT DIP GALVANIZED 


YOUR CUSTOMERS can't help but cut instal- able malleable iron...inspected for complete 
lation costs with Gedney Conduit Bodies. Every perfection. On top of that, they're special hot dip 
one of these fittings is accurately machined and galvanized to assure top life on the job...and 
threaded ...smooth finished ... made of unbreak- they come in all types and sizes from 4” to 4”. 


AMONG GEDNEY‘’S COMPLETE LINE ARE: 





TYPE LB—Threaded —for heavy wall rigid 
conduit. Used with Gedney entrance fittings, 
straps, clamp backs, etc., they provide an entire 
conduit system with hot dip galvanized finish. 





TYPE FS—Threaded—shallow bodies for 
heavy wall rigid conduit. Only Gedney gives you 
hot dip galvanized as standard finish...no cor- 
rosive deposits on threads to slow down work 
and hike costs. 





NO MATTER WHAT your customers’ require- 
ments may be, there’s always the right Gedney 
body and fitting...designed to cut installation 
time and costs and assure long-run dependability. 








GEDNEY 


ELECTRIC COMPANY 


RKO BLDG. + RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT 
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Business Index: REGIONAL ANALYSIS 





ELECTRICAL GOODS WHOLESALERS 
JULY 1954 


Sales inventories 
(% Change) (% Change) 


From From From From 
June 1954 July 1953 June 1954 July 1953 


NEW ENGLAND 6 —I7 + | — 8 


MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC 


We're Sorry . . . but a change has been necessitated in our presentation of regional 
sales and inventory trends. The reason: The Bureau of the Census, 
which furnishes us with this information, no longer reports 
separately the trends of three classes of electrical goods whole- 
salers—full-line, wiring supplies and construction materials, and 
appliances and specialties—on a regional basis. Instead, all three 
are now lumped together as above. We understand that the bureau 
plans further changes; consequently, you can expect to see 
some more changes on this page and on the preceding page. 
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you get SPEED and... 
ECONOMY of INSTALLATION 
with 


=- CRESCENT 


INTERLOCKED ARMOR POWER CABLE 


Crescent Interlocked Armor Cable provides a 
flexible metal-enclosed method of wiring for 
power. Speed and economy of installation are 
the principal advantages of these cables since 
they can be placed on easily hung racks or 
attached to building surfaces. This eliminates 
the fitting of raceways and cable pulling. On 
Secondary circuits much time required in 
bending and threading conduit can be elimin- 
ated. Maximum current carrying capacity is 
secured by the use of the varnished cambric 
insulation. 


For Further Information 


VARNISHED CAMBRIC INSULATED 
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Take a good look! New 
LUXTROL Light Control will 
soon be one of your top turnover 


items. For three big reasons... 


1. LUXTROL gives at the touch 





of a dial any level of light from 


NEW a ~ dark to full-bright! An entirely 


new concept in modern home 


lighting! 


LL LU x ¥ ad ©O i. * 2. LUXTROL is as easy to install 


as an ordinary wall-switch 


LIGHT CONTROL LE NEv OF OF a Z ial as more and more contractors 


£ ‘- > j ao! 
are learning! 


3. We’re telling the LUXTROL 


story right now to homeowners 


builders — through advertising 


easy and architects, contractors and 


in top-flight magazines and 


to install fee 


Markup? Very attractive. 
Handling problems? Absolutely 


as anh ; none — LUXTROL is a compact, 


self-contained unit. 


- a So make a date now 
O ra t rn ary . ‘ for a personal demonstration. 
: Just get in touch with your 


nearest Superior Electric 


wall switch! : ——" 


For full technical data on LUXTROL Light Control, 
write your name and address.on a corner of this page, 
tear off and mail to The Superior Electric Company, 
19104 Demers Avenue, Bristol, Connecticut. 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49100) Aug. 1954 July 1954 Aug. 1953 


Copper Wire, bare, Unit; pound ....... 132.8 132.8 132.8 
Building Wire, type R. Unit: M feet 91.4 89.3 115.7 
Non-metallic Sheathed Cable. Unit: M feet . 80.2 78.4 107.1 
Varnished Cambric Cable. Unit: M feet .. 143.9 143.9 147.0 
Flexible Cord, type SJ. Unit. M feet ....... ; 113.4 113.4 131.8 


Lighting Panelboard, fuse type. Unit: each 115.4 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: “each 122.4 122.4 121.0 
Safety Switch, 2 Pole, type A, 250 volts. Unit: each ; 145.7 145.7 138.5 
Safety Switch, 3 Pole, type C, 575 volts. Unit: each 140.2 140.2 135.9 
Air circuit breaker, 250 volts. Unit: each 142.3 142.3 142.5 
Power Panel, fuse type, 250 volts. Unit: each 120.3 120.3 128.0 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 122.0 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volis. Unit: each 115.6 115.6 115.6 
Plug Fuses, 125 volts, non-renewable. Unit: each 101.1 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 141.4 141.4 
Motor, a.c., 1/4 hp., 110-115 volts. Unit: each 114.7 111.7 111.8 
Motor, a.c., 1/2 hp., 220-240 volts. Unit: each 11.4 111.4 121.1 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 122.7 122.7 
Motor, a.c., polyphase, induction 3 hp., ball bearing. Unit: each 129.6 129.6 129.6 
Motor, a.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 129.1 129.1 129.1 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 135.0 135.0 135.0 
Motor, d.c., 5 hp. Unit: each 140.1 140.1 140.1 


Fan, under 12 inches. Unit: each . 110.4 110.4 110.9 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 143.6 143.4 


Drill, production line, 1/4 in. Unit: each 112.0 112.0 112.0 
Drill, production line, 1/2 in. Unit: each 107.0 107.0 107.0 
Saw, production line, 6-8 in. Unit: each 103.2 103.2 103.7 
Pliers, 6-in., long nose. Unit: each 164.1 164.1 156.3 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each 136.9 136.9 136.9 


Distribution Transformer, 15 kva. Unit: each 130.5 130.5 130.5 
Distribution Transformer, 45-50 kva. Unit: each 125.5 125.5 125.5 
Dry Type Transformer, 15 kva. Unit: each 122.8 122.8 122.8 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 149.3 124.4 
Dry Cell Battery, portable radio “B" pack 67 1/2 volts. Unit: each 115.1 115.1 104.4 
Dry Cell Battery, general purpose. No. 6 type | 1/2 volts. Unit: each 140.1 140.1 140.1 


Voltmeter, portable type, 3 |/2-6 1/2 inches. 0-300 volts. Unit: each 156.3 156.3 142.5 
Ammeter, portable type, 3-6 1/2 inches. Unit: each 151.3 151.3 133.6 
Watt-meter, for instrument transformer, | 10-150 volts. Unit: each 138.1 138.1! 126.9 


Toaster, automatic, "pop-up." Unit: each 108.2 108.2 106.8 
lron, under 4 pounds. Unit: each 107.1 107.1 108.2 


Cooking range, standard size. Unit: each 104.0 103.8 101.2 
Washing Machine, nonautomatic, wringer type. Unit: each 106.2 106.2 107.0 
Washing Machine, automatic. Unit: each ; 102.9 102.5 105.0 
lroner, table model. Unit: each .. 115.5 115.5 112.9 
lroner, portable model. Unit: each . 102.0 102.0 100.5 
Vacuum Cleaner, upright. Unit: each 108.0 108.0 107.1 
Vacuum Cleaner, tank. Unit: each .. 108.9 108.9 111.8 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 106.4 106.4 106.1 
Home Freezer Chest, 7-12.4 cubic feet. Unit: each ... 106.9 106.9 109.7 
Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each ‘ 107.2 107.2 112.2 


Radio, table model. Unit: each 88.1 88.1 90.9 
Radio, console model, radio-phonograph combination. Unit: each 97.8 97.8 97.8 
Radio, portable model. Unit: each , 93.0 93.0 95.4 
Television, console model. Unit: each 69.0 69.0 73.8 
Radio-television-phonograph combination. Unit: each 71.1 71.1 74.6 
Television, table model. Unit: each ....... 73.5 73.5 76.2 


Source: Bureau of Labor Statistics 
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SERVICE 
ENFRANCE 
CABLE 
















1. SILVALINE makes a neat weatherproof outdoor installation and 2. is economical to run through meter and fuse boxes to range. 


You save time when you go right to the range 
with SILVALINE 


surface. Over this, a silvery paint is 
applied which, when the cable is in 
stalled, will take any type or color of 
house paint. The URC saturant will not 25 Broadway 
ven a single paint coat! 


ou can run SILVALINE®* Service 
Entrance Cable pole or 
weatherhead to range or water heater 
. avoid trouble from damp cellars 


parable price. For further information, 
see your nearest Anaconda Sales Office. 
Anaconda Wire ¢ Cable Company, 
New York 4, N. Y 


*Trademark 53. 


from 


come throug! 


SILVALI 


or crawl-spaces. You save, too. SILVA- 


LINE—furnished with copper or alumi- 
num conductors—costs less to install 
and buy. Conduits are not needed. 
SILVALINE is the only Type SE 
cable with URC saturant and finish 
an exclusive ANACONDA feature that 


assures long protection and a smooth 


Stranded copper conductor 


rubber insulation 


self-vulcanizing tapes over neutral 


color-coded neoprene tapes | 


has greater heat and 
weather endurance, too. Color-coded 
neoprene make _ identification 
easy, and the glass-cotton outer braid 
effectively resists deterioration. 
SILVALINE Type SE Service En 


trance Cable 1S unsurpassed at a com- 


tapes 


soft copper neutral conductor 


ANACONDA’ | 


Service drop and service entrance cable « 
building and barn wire + neoprene-jack- 
eted cable + control, power, and bus-drop 
ables « copper, aluminum, copperweld 
onductors * wire and cable accessories 





glass-cotton braid saturated and finished with URC-type compound 


silvery finish coat 





TIMES and TRENDS 





What's Our Attitude? 


Sparkling new models, great design changes, 
new comforts and conveniences—that’s what to 
expect in the new automobiles according to ad- 
vance publicity from the car manufacturers. We're 
getting ourselves and our dealers set for competi- 
tive selling, the manufacturers state. More than 
that, they’re going to stop fighting competition 
and instead capitalize on it by suggesting to the 
potential car buyer that he—not the seller—will 
benefit by the vigorous new competitive pace in 
the auto industry. 

Reading about the hints of improvements to 
be unveiled in the 1955 cars, we recalled a con- 
versation with a car dealer recently. He admitted 
that his business was off badly but more important 
and encouraging, he knew why it was off and 
what to do about it. ; 

“We tried to ride the golden goose just a little 
too long,” the dealer said. “We all knew that the 
market was changing and that we'd have to come 
up with something in sales and product that would 
really arouse customer interest and enthusiasm.” 

“I’m convinced, after more than 30 years in 
business, that the worst thing for any of us is a 
period when sales are easy to make. It’s not just a 
matter of getting soft. When sales are easy we 
find ourselves reluctant to face facts and take 
action that will disturb our easy life. Last year, we 
knew that our sales effort and product needed 
some drastic changes. Yet we were so comfortable 
that we let a business risk become a foolish gamble. 
We tried to squeeze out ome more good year of 
easy sales before shaking up our product and sales.” 

As we left the establishment of our friend, the 
car dealer, we could not help but think of his 
remarks in terms of the electrical industry. The 
businessman we had just left was confident that 
he could direct his enterprise along a course that 
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would benefit himself, his employees, his supplier 
and his customers. He had confidence because he 
knew what was wrong with leis business and was 
willing to take action to correct the situation. More 
than that, he knew that his own actions were lim- 
ited to his individual operation whereas part of the 
solution had to come from his manufacturer. He 
had confidence because the company supplying 
cars to him had exhibited a sincere desire to sup 
port his corrective action with some necessary 
changes at the production level. 

In the case of this dealer, the manufacturer had 
to come up with a newly improved product that 
could capture the interest of the buyer. The dealer 
contributed his share by revitalizing his sales force. 
Neither of ‘the organizations could accomplish the 
job of~rebuilding business without the other's 
assistance. 

Although the exact action to be taken is not the 
same, the idea that both manufacturer, distributor 
and dealer must contribute a share to the solution 
of today’s problems in the electrical industry is 
the same. 

Speaking before members of the Committee for 
Economic Development recently, President Eisen- 
hower reminded businessmen that their wisdom 
and capacity to look forward was the thing that 
will keep America economically strong and 
progressive. 

We were interested particularly in the Presi- 
dent’s statement that the decisions made by busi- 
nessmen reflect the optimism and confidence that 
America will continue to march forward. Economic 
development in the U.S. means more than mere 
economics. It embraces such things as courage, 
pride, patriotism and faith. 

Are we planning ahead in the electrical industry 
in accordance with the above? 


AS Neeger 


EDITOR 


31 











HEAVY DUTY 


PLUGS & RECEPTACLES 


Wire inter 


Out j 
r no 
©Move 2 Screws eT) 


Pl€ce— just 











Circuit-Breaking Features 
Make Arktite Safe at Full Load 
Without Disconnect Switches 








Each contact is insulated in a separate chamber. 
Arcs formed while making or breaking circuit are 
snuffed out in arcing chambers by pressure- 
deionization and lack of oxygen. No chance of 
flash-over even if break is made at full load. 
With grounding contacts longer than load con- 


tacts, plug and tool are grounded before circuit 


OR SEE YOUR 
CROUSE-HINDS 
DISTRIBUTOR. is made and after it is broken. 


New Arktites now available in 30 amp. size 
— 2-pole, 3-pole and 4-pole styles. Fully in- 
terchangeable with old Arktites — same 














economical price. 


enclusively threugh 
GLECTRICAL : 
DisvRisuToRs 4 


ma, DISTRIBUTION 


CONDULETS*® FLOODLIGHTS*e TRAFFIC SIGNALS © AIRPORT LIGHTING 
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What's Happening 


Washington, D. C. 


October 4, 1954 in Washington 





@ Hold-Down on Mergers by Big Manufacturers—The Republicans are 
committed to blocking mergers of big competing manufacturers in the elec- 
trical or other major fields. That’s clear from Attorney-General Brownell’s 
turn-down of the merger between Bethlehem and Youngstown Steel. The 
rule seems to be: a big manufacturer can’t buy up a going, profitable com- 
pany that is a direct competitor. And maybe it can’t buy up a going concern 
just in order to strengthen its geographical market position. You can merge 
two weak concerns if the new corporation strengthens competition in the 
industry. 


On the other hand, there's nothing yet in the way of interpretation that 
lays down a rule for manufacturers buying up distributors, or for distributors 
merging. In general, the antitrusters have stayed away from distribution 
mergers, on the rule of thumb that they get more results by hitting merger 
activity among the producers and manufacturers. 


Antitrust laws on distribution will get into the news when the Brown- 
ell Antitrust Study Committee comes up with its recommendations. Right 
now it appears that the big group of lawyers and economists may favor re- 
moving federal props to state fair trade laws; but they may not go very far 
in changing the Robinson-Patman Act. 


Constitutionality of New York and New Jersey fair trade laws, 
and the federal McGuire Act which backs them have been appealed to the 
Supreme Court this year. 


Capital Spending Drifts Downward—Eisenhower's top economists have 
been concerned about the “side-wise” drift of business—that is, the failure 
of a real fall pickup. But the thing that gives them even more worry is the 
recent report showing that business plans for spending on new plant and 
equipment are down for the third and fourth quarters of this year. In only 
one industry (transportation other than rail) is third quarter spending esti- 
mated above second quarter. Manufacturing, railroads, non-rail transporta- 
tion, public utilities, and commercial all indicate that their spending in the 
fourth quarter will be less than the third. Mining estimates it will be spend- 
ing the same. 


If all these plans for spending actually turn out that way, that means 
a decline of $2.6 billion from the fourth quarter a year ago. 


@ FHA Pushes New Program To Get Rental Housing Built—Govern- 
ment assistance to rental housing has fallen to almost nothing, as a result 
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of the tougher law written following the so-called housing scandals investi- 
gation. During the first four weeks of September, applications for rental 
housing insurance were zero; only 100 units were applied for in August. 
During the last six years, though, insured rental housing amounted to more 
than half the total of 360,000 units built. Reason is that the new law re- 
quires builders to certify actual costs, and limits the insured mortgages to 80 
per cent of those costs. 


But yield insurance offers builders and promoters a chance to bor- 
row up to 100 per cent of the cost of the project—and offers investors a gov- 
ernment guarantee of principal and interest on their loan up until the bonds 
are 90 per cent paid off. FHA has plans in the works to raise the rent ceiling 
permitted from the present $100 average per dwelling unit, and permit a 
maximum interest rate on the bonds that’s higher than the insured portion, 
which is 234 per cent maximum. 


Multifamily housing starts in 1953 amounted to some 93,900 units; 
for first six months of this year, starts were about the same rate. 


FTC Changes Its Rule on Push-Money—The promotion device of a 
manufacturer paying a retail clerk to push his product—so-called push-money 
—has had the legal okay of the Federal Trade Commission for years. But 
FTC said that in order to be legal you had to figure out a way of making sure 
that the customer knew what was going on—that he wasn’t being deceived. 


Now FTC says you don’t have to do this—but the manufacturer still 
has to give competiting retailers an equal break on such promotional gimmicks. 


Federal School Construction Money Allocated—Boards of education in 
your area now know how much federal money they will have to supplement 
their own bond issue funds to build and equip more rooms. The allocations 
from the U.S. Office of Education were made on Oct. 1, signaling for go- 
aheads on construction of $45 million of additional schools. Altogether, funds 
were apportioned to 40 states, Alaska and Hawaii. 


California got the biggest piece of pie—some $20 million. Other 
states receiving more than $1 million: Texas, $5 million; Virginia, $3 million; 
Washington, $2.5 million; Michigan and Hawaii, $1 million plus. The 
money will be matched with local funds to build schools already scheduled, 
or the school districts can substitute new sites and structures. So it'll be worth- 
while to see what new business is coming in your area. 


Boom Continuing in College Dormitory Construction—Federal officials 
handling loans to universities for dormitories see a $2 billion construction 
outlook over the next six years. Present housing on college campuses is filled 
to capacity, and it’s expected there will be an increase in enrollment of 750 
thousand by 1960. The Housing and Home Financing Agency right now has 
70 applications in process for government loans for which $47 million has 
been earmarked. Another 24 applications for $14 million are being reviewed. 
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NEW! 


30, 60, 100, 200, 400 and 600 amp. sizes. And each of 
them is available in both general purpose and rain- 
tight enclosures. 

First of all, the styling of these new Type D’s is 
smart and modern...the general design is uniform 
throughout, assuring identical high standards of qual- 
ity and performance plus attractive appearance of 
completed installations. And on top of all this, each 
switch embodies exactly those features that have 
proved to your customers the most desirable and 
practical during years of service in the field. 


EASE OF INSTALLATION is provided by generous 
wiring gutters... solderless connectors . . . neutrals 





FEATURE-PACKED LINE 
OF TYPE D SAFETY SWITCHES 


FOR A REAL MONEY MAKER and for the special 
advantages your contractors will go for, there’s nothing 


like this new Federal Noark Type D Line. It includes 


located for direct feed-through wiring ... plenty of 


right-size knockouts. 
NEW STANDARDS OF RELIABILITY assured by 
large, husky, current-carrying parts... dual knife 
blade construction... new patented pri ssure-type 
fuse holder. 
MAINTENANCE IS SIMPLE because all moving 
parts are readily visible... unit block construction on 
60, 100 and 200 amp. swite hes simplific s maintenance 
. 30 amp. switch blocks molded of new high-shock 
phenolic material ... operating bar under the block of 
30 amp. switch permits unobstructed access to fuses 
and compact design. 
Get the facts about the new Federal-Noark Type 
D Safety Switches. Write us for booklet giving full 
information. 


FEDERAL PACIFIC ELECTRIC CO. 


FORMERLY — FEDERAL ELECTRIC PRODUCTS COMPANY AND PACIFIC ELECTRIC MANUFACTURING CORP 
Main Office 50 PARIS STREET, NEWARK 1, N. J 


Federal Pacific products: Stab-lok Circuit Breakers, Motor Controls, 


Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboords, 


Switchboords, Control Centers, Bus Duct, High voltage circuit breakers ond power switches x Sales offices in principal cities 
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A Special Report 


The Traffic Strangle 
And What You Can Do About It 


eBy 1958 truck traffic will be up another 25 per cent, but city planning 


and street construction may still lag at present pace. 


eThree possible solutions for you are to: move out, branch out, stay and 


fight it out. All have been successfully employed. 
e@As individuals and members of communities, electrical distributors are 


helping to meet and defeat the traffic problem. 


By George D. Farley 


OOK OUT the front window of your establishment 

You'll see one of the biggest potential threats to your 
service-selling business—traffic and parking congestion. 

Private cars, buses, trolleys, all manner of vehicles im- 
patiently try to thread their ways through the nation’s 
downtown traffic-choked areas. Half the world’s trucks— 
about ten million—are moving up and down these U.S 
streets and highways which unfortunately can’t stretch 
like rubber bands to accommodate. 

Some of those trucks are yours. According to ELK« 
TRICAL WHOLESALING’S recent nation-wide survey the 
median electrical distributor owns or leases an average 
of 2.3 vehicles (EW-Nov. '53, p. 84). You live with the 
problem. What's more, you'll be living with it for a long 
time to come despite the best planned municipal, state 
and federal counter-measures. 

Express highways? Freeways? Bypasses? Multi-floor 
garages? Wonderful ideas—but admittedly this construc- 
tion is usually five to ten years behind the problem at 
completion, say the nation’s foremost traffic and parking 
authorities. What's worse, if trucking continues to grow 
at its present rate, by 1958 the increase will reach 25 per 
cent over current figures. But it would take several years 
of accelerated highway and street construction to begin to 
approach the expected spurt in trucking alone—ignoring 
car, trolley and bus traffic growth. 

Where does that leave you, the electrical distributor 
whose service record is the life blood of your business? 
How does it affect your profit margin? Whether you lease, 


own, or lease and own your trucks, the pinch is there. It’s 
getting tighter and not just in the larger cities. Every 
American town has its own traffic and parking headaches 
How many bread-and-butter item sales have you lost un 
knowingly simply because contractors and their men “hate 
like hell” to spend time fighting frustrating downtown 
jams only to find no parking space near your building 
Sure, your delivery record has been good but will it re 
main so as your trucks become slowed by growing traffic 
constriction? 

How many distributors can't even use the street areas 
directly in front of their buildings for parking, loading 
and unloading? In many cities, it’s the service-conscious 
distributor who pays the customer parking fines and meter 
fees. One Washington, D. C. wholesaler recently admitted 
that he never realized the size of traffic inroads into his 
profic margin until he moved from downtown to the 
suburbs. In the first six months he saved $1,100 in fines 
and fees while his counter trade jumped 17 per cent—just 
one example of the problem's impact 

The Washington distributor beat the problem by mov 
ing. You don’t necessarily have to. There are other ways 
being used successfully by electrical wholesale firms across 
the nation in cities big and small. Living with it, you 
know your own individual traffic and parking malady 
best. ELECTRICAL WHOLESALING tells you on the fol 
lowing pages how other wholesalers are coping with 
the situation—how you, as a distributor and a member of 


your community can help end the traffic nightmare 


Turn page to see how distributors are meeting the traffic problem. 
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The Traffic Strangle (cont.) 





Heres How They Meet 





1. By Moving Out 


AT last count (EW-Nov. '53, p. 84), 15.7 per cent of 
the nation’s electrical wholesaling firms were planning 
to move their entire organizations from downtown, 
traffic-ried areas to less-cramped suburbs. These inten- 
tions were just a continuance of a several-year trend 
of address changing by electrical distributors. Invari- 
ably it has meant better traffic and parking conditions, 
more expansion room, ready access to rail sidings and 
more efficient, “just the way we always wanted it” one- 
floor operations 

Typical of the move to on-the-outskirts locations 
is the two-year old Goodman Electric Supply Co. build- 
ing pictured at right (EW-Nov. '53,p.76). Facing on 


a main boulevard into Norfolk, Va., it is easily accessible 
to customers, offers adequate parking facilities. Perhaps 
most important, the firm's management had a chance 
to start out fresh and build this house exactly as desired 
based on thirty-five years of experience 

In Goodman Electric's case, relocating was an eco 
nomic necessity. Former quarters were in an antiquated, 
four-story, one-elevator structure in the oldest com- 
mercial section of Norfolk—one of America’s original 
colonial cities. Goodman Electric found, as many dis- 
tritributors have discovered, that the long run benefits 
of moving out have more than justified the initial ex- 


pense. They feel it’s the price of progress 





2. By Branching Out 


MANY electrical wholesaling firms have hit happily on 
same-city branch operations as an effective panacea for 
growing traffic and parking pains. Branches have been 
opened in new suburban areas where industrial and 
contractor customers have relocated. In some cases, these 
extra houses have been located in districts which look 
like good potential markets, as indicated by careful 
evaluation of long-time city growth trends. Such same- 
city branches have invariably proven sound and sur- 
prisingly profitable risks (EW-Dec.'53,p.46) 


Besides virtually eliminating traffic and parking 


problems, branch operations have reaped unexpected 


benefits such as 


® Noted de-emphasis on price talk 

© Closer personal relations with customers 

e Sounder credit information due to detailed knowl- 
edge of customers’ operations and reputations 

e Prompter collection and payment through more 

personal business atmosphere 

Healthier ratio of overhead to volume 
Highly accurate inventory control 

ame-city branch range in 

several good-sized, semi-autonomous houses (EW-Dec 


from 


Yee 


systems scope 
53,p.46) to one or two main house miniatures (EW- 


June,'54,p.48), but the operations have proven to be 


similarly successful in combating traffic worries 








3. By Fighting It Out 


FOR a number of reasons, moving out or branching out 
to meet the traffic problem would be impractical for 
many electrical distributors. Obviously, financial con- 
siderations are a big factor. In large and small cities, 
some electrical wholesaling companies do such a volume 
of business in their immediate downtown districts that 
resort to such remedies would constitute more of a 
gamble than a calculated business risk. 

Reputation, tradition and pride in being part of a 
city’s bustling business community also enters into 
the situation along with other factors. As an example, 
take Doubleday-Hill Electric Co. in Pittsburgh, Pa. For 
several years, many comparable electrical distributors 


have been moving out of the Gateway Center rede- 
(EW-Sept.'54,p.70) and relocating 
away from this ancient business center of town. The 


velopment area 


management of Doubleday-Hill considered such a move, 
but after careful analysis, rejected the idea. Reasons? 
All previously mentioned plus the fact that their Gate- 
way Center location was within ten minutes’ walking 
distance of the national purchasing offices of 15 to 20 
of the nation’s largest industrialsk—and not just the 
major steel producers 

Expansion was the answer. The firm built the 5,000 
sq. ft. off-street loading and service annex under con- 


struction in picture at right 
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The Traffic Problem 





NORFOLK, VA.—Modern one-floor Goodman 
Electric Supply Co. building located in city’s sub- 
urbs is vast improvement over old downtown 
quarters. Fronting on a boulevard which serves 
the greater Norfolk area, the house has more than 
adequate parking space plus ideal trucking and 
delivery situation. One-level movement of goods 
eliminated old one-elevator internal handling pro- 
cedure, permitted quick, efficient flow of merchan- 
dise to truck tailgates for loading and delivery 
An added benefit: the city has tended to grow i. 
Goodman Electric Supply's direction 





DETROIT, MICH.—Located seven miles from the 
main house, Madison Electric Co.'s East branch is 
typical of several subsidiary houses all located in 
Detroit and environs. Its 6,000 square feet of floor 
space houses everything from cable and conduit 
to the smallest items. Personnel includes a manager 
and three counter-warehousemen. Optional self- 
service is encouraged. Large parking lot (40x100 
feet ) easily accommodates customers’ trucks and 
cars. Branch is located in a booming industrial 
area, has hundreds of contractor customers who 
“wouldn't drive downtown on a bet 





PITTSBURGH, PA.—Pictured under construction 
is the recently completed Doubleday-Hill Electric 
Co. off-street, drive-through loading annex. Caught 
in the oldest traffic-blighted area of Pittsburgh, the 
firm expanded into the narrow (43 ft. wide) ad 
joining lot, building a facility capable of taking 
care of 16 customer trucks at once. New section 
is built on pilings sunk 20 feet in the ground so 
that floors can be easily added above as needed 
Street at other end is one-way, leads onto Ft 
Duquesne Boulevard—an express road running to 
north, south, east and west. Trucks can drive in, 
pick up orders, drive back out without buckin 
heavy traffic nearby. 








What to do if you don’t want to move or branch out? Turn page. 
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THROUGH—Off street loading service “tun- 

at Gilson Supply Co., Oakland, Calif., makes pos- 
sible speedy from-shelf-to-truck merchandise handling. 
Cable reels are stored along left wall for ready cutting, 
also saving inside warehouse storage space. Long, well- 


DRIVE UP—Phillips & Edwards Electric Corp., San 
Francisco, offers its customers an inside parking area 
that easily accommodates many trucks at once. Ramp 
(arrow) leads up from street. Firm feels that growth 
of pick-up business has been largely stimulated by this 


aan! 


y 








manned city counter (right) brings firm’s service right 
to truck door. Customer can phone in order in advance, 
then drive in for quick pick-up at the will-call counter 
(center). Company claims the system practically ban- 
ishes parking problem, keeps traffic rolling through. 


setup. Customers in a hurry can pull up their trucks 
right in front of the sales coun pick up their order, 
then turn around and be off. A “drive by” counter 
window, similar to the kind used by banks, is also being 
considered by some wholesalers 


The Traffic Strangle (cont.) 


What To Do 


TRAFFIC SKIRTER—Fast motor scooter augments the 
standard delivery truck service of Raybro Electric Sup- 
plies, Jacksonville, Fla. Five-hp. machine is used for 
light deliveries, picking up mail, etc. Company believes 
there is no point in using a 1/2-ton truck on a five pound 
order, but claims the scooter can carry a 500-pound load 
for an average cost of 1 cent per mile, avoiding traffic. 
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BY-THE-NUMBERS—Hyland Electrical Supply Co. uses 
numbers for order assembling method to expedite load- 
ings for sprawling Chicago market. Packed orders are 
placed under numbered tags (arrows) which corre- 
spond to last digit on invoice. The driver calls out the 


CUSTOMER TAGS — Drivers at Long Island City 
branch of Graybar Electric Co. needn't search for pack- 
age addresses when loading. Small white numbered tags 
tell them proper delivery sequence for each order. Large 
number on cart tells delivery area in New York City. 


To Minimize the 


F conditions dictate your remaining in an area congested 

by traffic, there are some definite steps you can take to 

minimize its effect. But first, you must gage its impact 
on your business 

To find this out, it is advisable to designate one man 
as a central intelligence source—even though many em 
ployees are involved with the problem. Consolidating 
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customer, number of cartons and last digit on each of 
the group of orders he’s scheduled to deliver. The packer 
then moves the gravity conveyor (bottom left) to the 
numbered spot, puts the order on the rollers, shooting 1 


down to the waiting driver who loads it on his truck 


STATION WAGON—Used for emergency deliveries by 
Cuny & Guerber, Jersey City, this 1'!/-ton, heavy-duty 
truck is small but speedy. Up to 10-ft. lengths of con 
duit can be carried without protruding past tailgate 
Commercial plates permit city parking in New York 


Problem 


information will make evaluation more eftective. Then 
from everyone concerned Saiesmen, warenouse manager! 
receiving and shipping clerks, truck drivers and <« 

ers—collect all the information 


have on how service can be improved. Analyze the views 


ana suggestions 


e “Agonizing Reappraisal’”—In the light of what y 


have learned, begin a reappraisal of your organization 





The Traffic Strangle (cont.) 





Four distributors, four routing methods. Can they all be right? 


present capabilities for countering the traffic handicap. 
To help you, here's a checklist: 

e Is your internal handling procedure as efficient as 
it might be? Every extra minute a truck stands at your 
loading platform costs you money. Stock should be ware- 
housed for ready selection and loading of most-called-for 
items. Checking previously delivered orders will tell you 
what they are. Slow movers should be kept away from 
the regular line of flow to the shipping platform and 
will call areas. 

e How about packaging? Are orders assembled and 
packed for maximum saving of space and quicker, easier 
handling by truck drivers? 

e Can materials handling equipment speed loading? 

e Can your present routing and scheduling system 
stand revision for improved geographic coverage at a 
smaller cost in time and effort? Do deliveries arrive in 
known traffic-heavy areas when they are least congested? 

e Are you well acquainted with traffic and parking 
regulations in and around your immediate area and in 
sections covered by your trucks? 

e Do drivers first check order with customer before 
unloading? This can eliminate reloading of items that 
have been cancelled. 

e Are you fully aware of the drivers’ problems in the 
course of a day’s deliveries? Several selective rides with 
them will help you to help them. 

e Do orders always bear the receiving address for 
buildings with more than one entrance? 

There are other angles to be considered depending on 
your individual set-up, but rechecking on the basis of 
this list should give you a better understanding of what 
you face. Pictured on the preceding pages are some dis- 
tributors’ partial solutions to their trucking and parking 
problems. They weren’t thought of overnight but are the 
results of considerable study. 

Your business may not be large enough to justify a 

numbering system for deliveries, for example, but how 
about that station wagon or motor scooter for quick spot 
deliveries? Moving out and branching out may be out of 
the question but have you considered small warehouse 
distribution points in outlying trading areas to cut down 
into-city travel for your trucks? These are just a few 
ideas you may develop from your own observation, but 
the important point is that full consideration of your 
individual traffic problem will prompt the individual 
solutions you need. Whether it’s revamped internal han- 
dling, expanded loading facilities, planned re-routing or 
consideration of leasing trucks—you're the doctor. 
e Difference of Opinion—Perhaps you don’t think 
there's room for improvement. A recent ELECTRICAL 
WHOLESALING spot survey in several cities revealed sur- 
prising operating differences among electrical distributors 
Take the matter of routing trucks. Four wholesalers of 
comparable size in Newark, N.J. serve the same trading 
area and basically the same type of accounts with the 
same kind of trucking equipment—yet they use four 
different routing methods. They are: 

1. Big loop-small loop idea—One truck makes a large, 


all-day circuit of the trading area. The other truck works 
a small circuit, checking in at noon for afternoon drops. 
This company uses its own trucks. 

2. Both ends of the candle method—Two trucks go 
in opposite directions and return when they meet at com- 
pletion of each semi-circle. Neither truck reports back 
all day. Company uses own trucks. 

3. Shotgun system—Trucks are sent out in more or 
less a straight route, stay out all day. Return from furthest 
point is on a close parallel route. Firm’s trucks are used 
only in metropolitan Newark. Rented trucks are used 
outside City. 

4. Thick-of-action method—Trucks deliver one to four 
times per week depending on which section of trading 
area has the heaviest number of orders. Company owns 
trucks, uses a panel truck for emergency deliveries. 

Here are four electrical wholesaling firms using four 
different systems of routing alone. They can’t all be 
right—and what about the rest of their operations? And 
you—are you as well prepared as you can be to meet 
the traffic strangle? 
® Civic Viewpoint—As a tax-paying member of the 
community, what can your firm do about the traffic 
problem? Most American cities now have some sort of 
a municipal agency or authority to cope directly with 
the downtown congestion situation. But the city’s efforts 
need the strong support of a determined citizens’ group 
to be most effective. 

Does the traffic planning commission, adequate road 
committee or whatever it is called in your town have 
your unqualified support? Or does your firm say, “Some- 
thing ought to be done about the traffic problem” and 
then sit back? It would be hard to find a business with 
a larger stake than yours in improving the situation. Your 
service and delivery record depends on it. Your years of 
experience, of living with the problem, make your advice 
invaluable to city planners. 

Distributors in Philadelphia have joined in their city’s 
current efforts to remedy its traffic ills. One result was 
the elimination of all private car parking in the downtown 
area with helpful results. In the comparatively smaller 
city of Spokane a cooperating business-citizen committee 
produced a successful plan allowing only trucks to park 
before twelve noon—when city deliveries are heaviest. 
After twelve, only private cars could use the parking 
spaces. Result: truckers—including distributors—are find- 
ing streets relatively clear in the morning peak-load 
period and are saving money by speeding up deliveries 
to appreciative Customers 
e Needs Your Backing—Philadelphia, Spokane and 
other cities have made a beginning. How about your 
town? Municipal authorities, citizens’ committees, traffic 
planning groups, etc. can’t go it alone. They need the 
help of your electric association, league, and most of all 
—they need your interested aid. 

As a service-conscious electrical wholesaler, you can 
stay and fight it out; you can be the “some one” who 
“ought to do something” about the unhealthy, business- 
throttling traffic strangle 
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The Industry's Greatest Need Today: 


A Crusade for Confidence 


Before any corrective action can be taken to cure the industry's ills, we must first 


re-instill confidence in ourselves, in wholesale distribution, in our selling effort 


By Carl S. Menger 
Vice President and Sales Manager 
Triangle Conduit and Cable Co., Inc. 


HE time is here to launch a deliberate and effective 

program to build respect for and confidence in elec 

‘trical wholesale distribution as the trade channel 
designed to serve America’s electrical requirements 

I believe the need for confidence in the industry is 
greater than our individual inclinations or, and for that 
matter, our personal destinies. Regardless of whether the 
short circuits in the wholesale distribution of electrical 
goods require repairs of new equipment, we must first 
have conhdence in the organizations comprising § the 
Inaustry 

America is a nation that is forever pushing forward 
Plant capacity, incomes, population, households, product 
development, kilowatt productions—I won't bore you 
with the statistics. The story is there. In America, a 
business either makes progress or is soon left behind to 
wither and die 
e It Isn’t Automatic—Progress requires constant atten 
tion. It requires frequent inventories and frank appraisals 
of what we do, and what we can do, to meet the present 
as well as future problems. It requires careful study 
imagination and creative thinking 

Our economy and the electrical industry has a great 
need for a healthy wholesale distribution system. The 
backbone of a healthy wholesale distribution is now and 
will continue to be made up of firms that are qualified, 
soundly financed and full-functioning—firms that have 
the know-how; carefully-trained personnel and the equip 
ment to do the job 
e Confidence Comes First—It seems to me that the 
corrective action necessary to cure many of our ills can 
come only after we have found again the confidence we 
all had when we launched our individual businesses 

Many distributors have sought to improve their busi 
ness by achieving a greater volume. Yet, I ask, what 
profit is there in gaining an entire market only to lose 
your business? 

Before we attempt to suggest some actions whereby 
we can recapture our confidence, let me first go on record 
with those who believe price cutting is a result of a 
lack of confidence 
e Cost of the Cut—Here are some excerpts from a 
bulletin issued by Jack Meehan, dealer coordinator for 


not a cure for our ills 


[his article is based on an address entitled, “Are We Short-Cir 
cuiting Our Business,’ delivered by Mr. Menger at the first annual 
convention of the Pacific Zone of the National Association of 
Electrical Distributors in San Francisco Oct. 3-6 
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the southeastern division of the Florida Power and Light 
Co. Mr. Meehan wrote 

Not one dealer in a thousand (that’s an optimistic 
statement) knows how much he must increase his volume 
when he cuts his prices five per cent. A manufacturer 
friend uses some figures to show what happens when a 
man doing business on a per cent margin of profit 
starts to cut prices. He may know that in order to make 
the same money he will have to increase his volume 
but he seldom knows how much. Here are some interest 
ing figures 

“A cut of 5 per cent requires per cent increase 
in volume. 

A cut of 10 per cent requires 6 per cent increase 
in volume 

“A cut of 121% per cent requires 100 per cent increase 
in volume. 

“A cut of 15 per cent requires 150 per cent in volume 

Another delusion entertained by price-cutters is that 
by reducing the price they can increase their turnover 
and thus equalize the loss or profits 

How much does turnover have to be speeded up? 
Look at these figures 

“A cut of 5 per cent requires a turnover of 1.32 times 

‘A cut of 10 per cent requires a turnover of 1.85 times 

A cut of 15 per cent requires a turnover of 2.95 times 

‘A cut of 20 per cent requires a turnover of 6.25 times 

“Take those figures into some quiet place and do 
your own editorializing. You may also do the Good 
Samaritan act by sharing them with others who may not 
know as much as you do about the evil results of price- 
cutting.” 
e By the Tail—Price-cutting has been recognized as a 
wild beast. The only trouble is, we've got the thing by 
the tail and can’t let go without getting scratched up a 
little. On the other hand, maybe a few scratches would 
be better than what will happen if we keep hold of it 

What kind of selling results when a firm follows a 
policy of meeting every price cut with a deeper cut? I 
have heard a report of an actual sales meeting which was 
carried on by one of the largest distributors in the country. 
He is addressing his sales force at one of their regular 
meetings. He is now speaking 

THE OWNER 
our salesmen talk to a customer on the telephone. It was 


“I have just been listening to one of 


interesting—you should do it sometime. The conversation 
went like this 
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SALESMAN: “We only have 5 per cent in the panel 
board—that is the best price I can quote you 
CUSTOMER: “Oh nuts, what's your cost? 
SALESMAN: “You know our cost is $950.00 and at 
> per cent I only make abour $50.00. Don’t you want 
to make something? 
CUSTOMER 
you are getting the wire, conduit, and devices 
SALESMAN 


is $9.10, my cost on the conduit is $12.00, and my cost 


All you are doing is billing it—besides 


Yeah, I know, but my cost on the wire 


on the devices is $7.00; you know that. You know | 
only get about 7! per cent in the whole thing 

This is an actual conversation. Sound stupid doesn't 
it, but it is true 

Now don’t you think it is wrong for salesman 
discuss Our cost with a customer? Our cost as a distribu 
tor is really no concern of the customer and certainly 
should not be discussed with the customer by our sales 
man 

“In my opinion the salesman in discussing our Costs 
with our customers has certainly been a contributing 
factor to the very bad price condition we have in this 
area. When a customer knows our cost on wire, conduit 
devices, fixtures, panel-boards, and everything else y 
sell, it is only logical to assume he is going to try to buy 
at Our cost or as near to it as possible. Which encourages 
him to ‘chisel 

“I believe we would all do well to try to school our 
selves in how to sell, and certainly telling folks what our 
costs are is not selling. It might be well never to tell 
you salesmen what our costs are. How many people wh« 
call on you to sell you stationery, supplies, cars, adding 
machines, etc., start out by telling you what their costs 
are—or would tell you their cost if you asked them 

“In our business we have to make between 16 per cent 
to 18 per cent gross profit to get any kind of return o1 
our investment. We cannot exist on a 5 per cent or 19 
per cent gross profit. In the future, if we find any of 
you discussing our cost with a customer you will auto 
matically be fired.” That's the end of the quote 
e Do Not Disturb—When your salesmen start selling 
by bidding on the basis of your costs, you are disturbing 
one of the very foundation stones on which your busi 
ness exists. Nor is the sales effort the only foundation 
stone that has been disturbed in the wholesale distribu 
tion of electrical goods. However, I cannot help but 
feel that the basic cause and solution, if one is to be 
found, lies in an area encompassed by this fact 

We are short-circuiting our business by a lack of 
confidence. Perhaps the time has come for each of us 
manufacturer and wholesaler alike, to ask: Why are we 
in business? 

Did we go into business to make a profit 

Did we want to build security for ourselves and our 
families? 

Or, did we want to establish a monument 
cess as businessmen? 

Did we want to build a record in our community 
record that would stand untarnished and unblemished 
for our family, friends and community to admire 

Are we as businessmen fulfilling our responsibility and 
obligation to the community by providing our employees 
with that same opportunity to build security and a last 
ing record? 

If these are the goals for us as businessmen, how well 
are we doing? Are we making our decisions, our plans 
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60 


Leads to 
Industrial Sales 


Are you overlooking any sales-making 


opportunities in the industrial plants you 


call on? Before you answer, you might 
read the 60 leads to industrial sales 


presented as a check-list here. They 


offer a panoramic picture of these op- 


portunities—with emphasis on the where 
and why. We'll bet that you will find 
some ideas to work into your next call. 


MACHINE DRIVES 


1. Load Grouping—Can machines 
with individual drives be grouped and 
operated from a unit drive? Varia- 
tions in load and operating cycles of 
separate machines may allow use of a 
single drive which is considerably 
lower in horsepower rating than the 
sum of the ratings of the individual 
drive motors. The advisability of such 
a step depends upon a study of the 
conditions prevailing in a particular 
plant. 

2. Flexibility - 


machines 


Check requirements 


for moving around the 
plant. If machines have to be moved 
around regularly, individual motor 
drive on each machine is necessary— 
even with a loss in efficiency. 

3. Size of Machines—Large 
chines should, generally, be equipped 


motor tor 


ma- 


with individual drives 
optimum performance. 

{. Drive Interference—Use of indi- 
is often mecessi- 


vidual motor drives 


tated in those areas where overhead 


cranes or other moving equipment 
would interfere with drives. 

5. Power Factor—Plant power fac- 
tor can be improved by careful group- 


ing of machines to properly load drive 


motors and keep motor efficiencies up. 
Use of capacitors and possible appli- 
cations of synchronous motors also 
mean better power factor. 

6. Speeds—Determine speeds of vari- 
ous machines check | shafting, 
belts, etc., for proper applications at 
the speeds. Speed control require- 
ments may suggest use of multi, ad- 
justable or variable speed motors. New 
and better speed control equipment 
may be needed. 

7. Types of Drives—Check the suit- 
ability of the particular drive—bele, 
chain, V-belt, gear, etc.—used on each 
machine. Often change in type is ad- 
visable, or replacement of worn parts 
may be needed. 

8. Lubrication—Check the methods 
and types of lubrication used. Include 
this consideration in any contemplated 


and 


change in equipment. 
9. Bearings — Have 
causing trouble? New or 
bearings may be needed. 
10. Noise—Noises are 
by worn or otherwise faulty drive 


bearings been 
different 
often caused 
belts, chains, gears, etc. 

11. Safety—All safety guards on ma- 
chines should be in good condition. 
Where defective, belt guards, chain 
guards, cases, etc., should be replaced. 


LEAD 34-Check 
need for ventilating 
units and capacity 
of fans already in- 
stalled. 


LEAD 50—Study ma- 
chine locations ond 
relocations for ad- 
visobility of instal- 
ling flexible bus- 
way distribution sys- 
tem. 


12. Clutches 
or better type of clutch may be needed 


Application of a new 


to improve control and efficiency 


MOTORS 


13. Efficiency — Motors throughout 
the plant should be of proper size and 
type to assure efficient handling of 
loads and to long, 


their provide 


trouble-free life of each motor 


ELECTRICAL WHOLESALING—October, 1954 











LEAD 22~—Are there 
enough luminaires 
of the proper size 
and type to provide 
adequate lighting 
for the 


formed? 


work per- 


LEAD 1—Can mach- 
ines with individual 
drives be grouped 
and operated from 
a unit drive? 


A typical scene and some typical opportunities 


14. Protection Fuses or circuit 
breakers protecting motor feeders and 
branch circuits should be of proper 
size for the type of duty involved 

15. Housings—Motor housing should 
be of the proper type for the cond 

tions which prevail where the motors 
Drip-proof, splash-proof 


fan 


are used 


totally enclosed, cooled, vapor 


proof, dust-tight, explosion-proof, etc., 
used where 


types of motors should be 
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the National Electrical Code 
conditions demand 

16. Replacement Parts—A 
determined supply of usual motor 
kept 


holders, sma 


placement parts should be 


hand. Brushes, brush 


armatures, bearings and motor servic 
ing tools, instruments and suppli 
should be stocked in accordance 


the plant's motor maintenance pr 


gram 


Noises 


orn i 
faulty 


t 
chains, 


MOTOR CONTROLS 


Capacity Ar 


r 


rey iced wit 


19. Adequacy 


UU sed 
other- 
; 

irive 


jears. 
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controllers to determine if sufficient 
pushbutton stations and automatic fea- 
tures are employed for maximum ef- 
ficiency and safety 

20. Automatic Control-—Determine 
if manually controlled machines might 
possibly be converted to automatic 
operation by using limit switches, re- 
lays, photo-electric cells, etc 

21. Accessories—Are accessory motor 

j 


control and operating devices properly 


suited to their jobs? Is a_ sufficient 


contacts, relays, 


etc._—kept 


supply of 
brakes, control 


parts 
switches, 


on hand? 


LIGHTING 
22. General Lighting 
enough luminaires of the proper size 


Are there 
and type to provide adequate lighting 
intensity for the work performed? 

23. Local Lighting—Many plant lo- 
cations require high intensity light on 
a very small area of work. Local light- 
ing high 
lighting maximum 


fixtures can provide the 


intensity with 
economy. 

24. Lateral Lighting 
ing to replace daylight or to light 


Lateral light- 


vertical objects is frequently desired to 
supplement lighting. This 
type of light may be obtained by 
mounting luminaires which have high 


overhead 


candlepower distribution in the ver- 
tical plane. 

25. High Bay Lighting—Application 
of new high bay lighting techniques 
can often improve lighting conditions 
in high plant interiors. 

26. Damp Locations — Vapor-tight 
lighting units should be used in damp 
or gaseous atmospheres. 

27. Dusty Locations — Dust-tight 
units should be used in dusty loca- 
tions. 

28. Bench Lighting—Application of 
continuous row lighting can often im- 
prove visual conditions at work 
benches or assembly lines 

29. Intensity—Lighting intensity due 
to general lighting should be of such 
value that high intensity local light- 
ing is not objectionable to the opera- 
tor when he looks away from his 
work. 

30. Light 


lighting fixtures should be used for 


Distribution — Enough 


to provide uniform 
the inte- 
bal 


general lighting 


lighting level throughout 


rior. Fixture spacings should be 


anced 
31. Glare should 


Proper shielding 
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be used on all lighting units to mini- 
mize direct glare and reduce objec- 
tionable reflections from shiny sur- 
faces 

32. Shadows 
should 


Fixture 


shielding 


reduce harsh shadows and 
severe brightness ratios 

33. Maintenance — A_ supply of 
lamps should be kept on hand. In 
many cases, investigation will show 
that group lamp replacement can add 


much economy to maintenance 


VENTILATION 
34. Capacity—Check capacity of ven- 
More or bigger units 
may be needed to handle the 
Conditions of temperature, type of 
work performed and number of peo- 


tilating units 
load. 


ple in area should be studied 
35. Blowers—Are there 
where blowers and fume hoods could 


any places 
be applied? 

36. Hot Spots 
for hot spots where fans could well be 


Check plant interior 


installed to provide working comfort. 
37. Drying—Study any drying op- 
erations for possible use of blowers. 
38. Shutters —Check fans for shutter 
equipment 
39. Noise 
caused by faulty fan operation. A new 


Extreme noise may be 
or different type of fan may be needed. 
{0. Accessories — Belts, bearings, 
switches and control devices are often 
in need of replacement. 


HEATING 


41. Water Heaters—A 
may disclose many water heating op- 
erations which would be better han- 
dled by electric water heating units. 
42. Space Heaters—Check for pos- 
electric 


little study 


sible applications of space 
heaters. 

43. Ovens—A wide range of electric 
resistance or infrared ovens offer ad- 
vantages other heat 
treating, drying and baking operations. 
14. Induction Heaters—Many indus- 


trial fabrication operations are adapted 


over ovens for 


to use of induction heating units 
45. Other Heaters—Melting 
soldering irons, strip heaters, immer- 
and cartridge heaters 
cover the range of industrial heating 


pots, 


sion heaters 


operations 


BATTERY SYSTEMS 
46. Emergency Systems—Check the 
condition, number, size and types of 
batteries used for emergency lighting 


systems throughout the plant. 

{7. Chargers—A wide range of bat- 
tery chargers is available for charging 
batteries. For every application, there 
is a charger best suited to the job. 
i8. Trucks — For battery-operated 
trucks, enough of the proper size and 
type of batteries should be kept on 
hand. Adequate facilities should also 
be provided for battery charging. 


WIRING 
49. Adequacy — Check wiring 
conduit for adequacy as to present and 


and 


future Capacity of circuits. 

50. Flexibility—Study machine loca- 
tions and relocations for advisability 
of installing flexible busway distri- 
bution system 

51. Corrosion—Check 
conduit and fittings for possible appli- 
cation of corrosion-proof equipment 


corrosion of 


and vapor-proof fittings 


52. Fuses—Check types and capac- 
ities of fuses 
53. Branch 


tion of 


Switches—Check _ loca- 


circuit switches for conveni- 
ence and protection against mechan- 
ical abuse 

54. Voltage Drop 
voltage drop to lights and motors ts 
excessive. If so, rewiring for adequacy 


Determine if 


should be undertaken 
55. Leakage—A 
distribution 
electrical leakage and potential shorts 


checkover of the 
system often indicates 
and: grounds which dictate an over- 
haul of the wiring system. 

56. Mechanical Injury — Often, a 
new electrical distribution system can 
be installed to provide maximum pro- 
tection against mechanical injury. 

57. Additional Outlets—Check the 
need for additional outlets for plug-in 
appliances and tools. And if the wir- 
ing system is rebuilt to take more 
tools and appliances, expanded use 
can be made of them. 

58. Transformers — Determine pos- 
sible uses for transformers. Step-up or 
step-down units may be used for many 
purposes. Transformers allow efficient 
delivery of higher voltage power to 
sections of a plant where the voltage 
can be stepped-down to utilization 
levels 

59. Regulators—Plant problems with 
voltage variations can be solved by 
proper application of voltage regu- 
lators. 

60. Switchboards—Often, consider- 
able revamping of a plant's electrical 
system indicates advantages to a new 
switchboard installation or the use of 
different main switchgear 
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COLOR ACCENT LIGHTING 


oe for rosy Christmas profits! 


OR A CHRISTMAS colored by glowing profit reports, get Amplex 

Colorbeams... the brilliant color floodlamps that put any 
business in a better light with customers. Available in R40, Par 38, 
and R30 Bulbs... a full range of sizes and wattages .. . business- 
building Colorbeams actually have a rated average life of 2000 
hours! And there’s no problem of fading, chipping or cracking 
colors . .. because Amplex color is an integral part of the glass. 
No dwindling light intensity, either, because the sealed-in, pure 
silver reflector linings guarantee maximum light always. 

You'll also stimulate Christmas business with Amplex Swivelites, 
unapproached for accent lighting. All Swivelites are finger-tip con- 
trolled, all offer deluxe satin aluminum finish, and all basic units 
are interchangeable. Accent lighting that accents profits! 

These are but two great products in the unsurpassed Amplex 
line ...a line designed to meet your every lighting need and light 
the way to more business. For information write: 
amplex Corporation, Dept. EW-10, 

111 Water Street, Brooklyn 1, N. Y. 


Pox 
IT’S MORE THAN AMPLE 


wee 


amplex: 
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OTHER 
PROFIT-MAKING 
AMPLEX PRODUCTS 





Amplex 


Colorbeams 








Amplex Spots 


and Floods 








Amplex 
Weatherproof Lamps 





Amplex Street 
Lighting and Traffic 
Signal Lamps 





Amplex Mercury 
Vapor Lamps 





Amplex “Hi-Hat 
Recessed Fixtures 





Amplex 
Infra-Red Lamps 





The business luncheon: when you're with a customer, you pick up the tab. 


How Much Should You Spend 


F YOU spend $53 a month for enter- 
taining Customers, hitting 
the sum averaged by electrical dis- 


you re 


tributors’ outside salesmen across the 


nation. That is assuming, of course, 
that you are among the 58 per cent 
who do entertain customers. This con- 
clusion is drawn from a recent nation- 
wide survey conducted by ELECTRICAL 
WHOLESALING. A of the 
findings can be found at the top of the 


opposite page. 


summary 


50 


Actually, the monthly entertainment 
expenses reported by distributor sales- 
men ranged all over the lot. They 
started at $2 and climbed to $375. 
Only a fraction of the salesmen—10 
per cent, to be exact—were within 
$10 of the $53 average. As a matter of 
fact, a much larger group—17 per cent 
—indicated customer wining and din- 
ing expenses of $100 and more a 
month. 

This wide range probably reflects 


(1) 
when it comes to salesmen’s expense 


a firm’s liberality or lack of it 


a salesman’s inclina- 
what it 


accounts and (2) 


tions and his evaluation of 
takes to get business in his territory. 
One thing is certain, however: there 
may be general agreement on the effec- 
tiveness of entertainment as a selling 
tool, but there’s hardly any agreement 
on how much to spend. 

One eyebrow-raising fact brought 


out by the survey is that the salesmen 
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How salesmen anSwered our survey on expense accounts and entertainment 


Do you have 
an expense 
account? 


Does it 
cover all 
expenses? 


Do you do 
much enter- 
taining in 
business? 


Do you do 
any of it 
at home? 


Approximately how 
much do you spend 
each month on 
entertaining for 
business? 


Do you 
periodically 
send gifts to 
customers? 








Northeast 


Yes: 
20% 
No: 
58% 
Some: 


22% 


Average: 
$34 
Highest: 
$125 
Lowest: 


$3 





Midwest 


Yes: 
62% 
No: 
27% 
Some: 


11% 


Average: 
$62 
Highest: 
$375 
Lowest 


$6 





Yes: 
43% 
No: 
43% 
Some: 


14% 


Average: 


$58 
Highest 


$225 


Lowest 


$2 





Far West 


Yes: 
33% 
No: 
50% 
Some: 


17% 


Average 
$54 
Highest: 
$150 
Lowest: 


$5 














Yes: 


43% 
No: 











Average 
$53 
Highest: 
$375 


Lowest: 


$2 











For Entertaining Customers? 


who spend the most for entertaining 
customers don’t necessarily have the 
biggest incomes. Only one-third of 
the salesmen who averaged $100 or 
more a month for entertainment ex- 
penses earn over $10,000 a year. The 
other two-thirds earn between $4,000 
and $9,999. The income of the sales- 
man who reported an average business 
entertainment expense of $375 a 
month is in the $7,000-9,999 range. 
Some regional differences showed 
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up regarding entertainment. The most 
pronounced one involved the North- 
east and the Midwest. Only 42 per cent 
of the salesmen in the Northeast enter 
tain customers while 73 per cent do 
Midwest. What's 
midwesterners outspend their north- 


in the more, the 


eastern counterparts almost two-to-one 
—$62 a month as against $34 
The home is the site for some of the 


entertaining of customers done by 


electrical wholesale salesmen. A ma- 


jority of 63 per cent said they occasion 
ally make use of their homes for this 
purpose. Regionally, this practice finds 
most acceptance in the Far West, least 
Northeast 


A miunority of 


in the 
salesmen—41_ per 
cent—periodically send gifts to cus 
tomers. Christmas provides the occa 
sion for most of these goodwill ges- 
tures. The gifts most often given: food, 
liquor, candy, cigars, theater and sports 


tickets, appliances—in that order 





Telephone 
Salesman 


On the Spot 


Charles P. Grillo 


To find out how a telephone salesman in a big company operates, 
we went to Charlie Grillo, a 4'/2-year veteran with Westinghouse 


Electric Supply, Long Island City. We asked him some pretty 
blunt questions; he gave us some frank answers. One thing is 


sure: his work on the telephone is more than just answering it. 


Approximately how many calls do you handle a 
day, Charlie? 

That’s pretty hard to say. About one every five minutes 
would be a good number—that includes both incoming 


and outgoing calls 


Do you solicit business over the telephone? 
Occasionally—that is, sometimes—we follow up on our 
quotations. And also if a customer calls up to order mate 
rial that we haven't in stock, we try and substitute some 
thing equal. Then we ask him if he needs other electrical 
material to be used in conjunction with what he is order 
ing. As far as taking the order goes, it’s fairly simple, so 
long as you know exactly what your customer wants. We 
have order pads on our desks at all times and they are set 
up so that all you have to do is fill in the information 
asked for 

We also have phone connections with our Kardex and 
local warehouses, which we can check for stock when a 
customer calls in. And in that way we know just where 
to direct our order to give immediate and prompt delivery 


on material 


Have you much personal face-to-face contact with the 
customers? 

About once in every two or three weeks I will go out with 
the outside salesman and meet the customer. This cements 
better relations and it vives you a chance to meet person 
ally the people you are continuously doing business with 
over the phone. Quite often, we will also have our sup 


52 


pliers with us, and in that way we all get to know each 
others’ problems and we can better as a team and 


give the best possible service 


Ever visit the manufacturers? 

I have visited manufacturers on occasions and from these 
visits I have obtained valuable information. I have been 
able to see for myself just how an item is manufactured, 
which in turn has enabled me to discuss with my cus 
tomers these products wit much better understanding 


and knowledge 


Do you attend sales meetings? 

We alternate attending sales meetings since they're usually 
held in the afternoons when we are very busy. However, 
this week we are starting classes on Westinghouse con- 


trols. They'll be held once a week, on Thursday evenings 


for a number of weeks 


Naturally you have catalogs, pricing sheets on your 
desk. Do you take care of them yourself? 

Yes I do. I keep them up to date myself. We are on the 
manufacturers’ mailing lists and we are kept posted on all 
price changes and new developments 


Suppose a customer asks you about a product you 
haven’t heard about? 

| take down what information he has. Then check into it 
and obtain the information for him as quickly as possible 
| aways call him back, which is very important so as not 


to have him keep calling you. All the while you are doing 
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this you are educating yourself, getting information about 
something you didn’t know before. 


What hours do telephone salesmen work? 

I work from 8.30 a.m. to 5:15 p.m., but we're on the job 
before starting time. The reason for these hours is that 
many of our customers maintain different working hours 
other than the usual 9 a.m. to 5 or 6 p.m. We work 40 
hours a week. 


Do you often work with the outside salesman? 

I'm in constant contact, more or less, with most of the 
outside salesman’s customers. Naturally we service many 
more a day over the telephone and we cooperate and 
work together to a great degree 


Do you get many calls from customers requesting a 
certain inside salesman? 

Yes, a lot of customers ask for a particular salesman. They 
like to deal with the same person, the one who always 
handles their accounts. Somebody they're familiar with 


If the particular salesman is busy, will you take over 
or does the customer call back? 

That's right. I or someone else takes the call and try to 
help. We have six A and §S salesmen working on the 
inside, and quite often the particular man asked for is 
busy on another call. So someone else helps out if he can 
During lunch hours, we always maintain two men on the 
desks to give service. During vacations there are never 
more than two out at any one time. Then the outside 
salesmen are assigned inside on a rotating basis to help 
out. It’s like everything else, we always try to cooperate 
and give service 


Do you take care of any one account exclusively? 


Well no, but I handle all accounts assigned to my outside 
salesman. I am always in contact with these accounts 


Do you pick up many leads for outside salesmen? 
Yes, sure. We're always looking for business. It’s the 
same thing over again. The inside man works with the 
outside man 


Do you ask for leads? 

Sure, I know most of my customers’ wants. I have a good 
idea what they need. Sometimes a customer may ask for 
a salesman—an outside salesman—and so you send the 
Salesman around the next morning to see him 


Are there many customers who insist on talking price 
and nothing else? 

Yes, there are! Many orders today are obtained solely on 
price basis. But at the same time we still try and sell 
responsible products and service. At the same time, they 
wouldn't be asking about the price of an item if they 
hadn't thought about how good it was 


If a customer is a friend, how do you get around the 
friendship angle when they ask for a cut price? 


We try to make friends with all our customers—so there's 
not much you can do. We can just go so far and they either 
have to take it or leave it. After all, we're in business to 
show a profit 


What about the too talkative customer? 


Just listen and be polite. I give him my answer the first 
time and if he keeps on talking after that, I try to get rid 
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of him. But always be polite. There's a lot of others 
probably waiting and perhaps one of them is really on the 


spot and in a hurry 


How do you handle a customer who is down in the 
dumps, worried over business? 
If he’s a customer whose business I know something about 
I try and sympathize with him. If I don't know the situa 
tion, I still try to be nice and polite 


Are there many customers who always wait until the 
last moment to call? 

Well, you don’t have many of those. But if it's 5:15 and 
they call up, I or someone else take's care of them But you 
don't have many like that. Those few who do wait unt! 


it's very late don't do it too often 


How do you handle the customer who has nothing 
in particular in mind? 
All customers have something in mind. If they re vague 


| try to help them out and make recommendations as to 


what I think would best suit their needs in a cet 


11th Case 


Then I let them make their own decision 


How about a “hard time” customer? The needler? 


Not much you can do with them. It ist their way. Be 


polite as possible s they re st ( 


What of the customer who always demands to talk 
to the manager? 

The only time you get one of tl 

are not giving him good service 

thinks because he is an old frie 


make out better 


Same customer might have a justified complaint 
what then? 

I try to establish who's right. Then try 

tion. There’s not much more y cat 


if you are wrong 


Is there any one day that is busier than the rest of 
the week? 

I can’t say one day ts. Because wl 

phone you are busy writing up 


sheets away or doing a million 


Do calls ever pile up? 

Oh, yes, sometimes they rea 

ting incoming calls and at 

to call out. 1 had one customer « 

ago | didn't have at hance t » call nim bac K intl this morn 
ing. I had a lot of other calls to handle and he wanted 
some information I just couldn't put my hands on. Yes 


I make sure to call back as quickly possible on every 


call which requires that I di 


How come four or five calls can pile up? 

Mostly because the customer wants information— infor 
mation other than price say, for instance i renewal part 
for an old piece of apparatus. That's something we some 


times have to go back and check with the factory 


Any other reason? 

There are times when we manufacturer 
and check delivery. Or naterial is special, we have 
to get a price. After all, our business is built on service 


cooperation and teamwork 





THE SEASONAL LIGHTING of residences this Christmas is 
shaping up to be one of the brightest in years 


Your 


dealers 


should know well ahead of time that 
housing year in nation’s history 


1954 will be second best 
a ready-made, ripe market 


It's Never Too Soon To Sell 


NE of the shortest selling peri- 

ods of the year—and one of the 

most profitable if you'd care to 
make it that—is just around the cor- 
ner. It’s the season when department 
stores gird for the annual “mad rush,” 
when the newspapers begin counting 
off the number of shopping days left, 
when the lighting and decorative com- 
ponents industries let loose with a bar- 
rage of seasonal products both old and 
new. 
It’s 
once again and the battle cry of the 


the Christmas season upon us 
distributor this year is still the same— 
“Do Your Christmas Lighting Selling 
Early.” 

The 
every conceivable type of dealer from 


outlet for these products is 
variety and department stores to hard- 
ware store and drugstore. The market 
is practically all the 44 million-plus 
Year after 
consume 


households in America. 


year, their huge 


quantities of Christmas lamps and cord 


appe cites 


sets, as much as 300 million in a good 


These for lamps as 


decorations- 


year appetites 


well as ~are continually 
whetted by a strong competitive spirit 


of the American people in trying to 
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keep up with their neighbors even 
when it comes to observing Christmas 
e An Early Start—For many elec- 
trical distributors, the selling season 
starts around early or middle October. 
Some try to start depleting their stocks 
earlier than that so as to make room 
for the influx of last minute orders 
that’s sure to come in December. Start- 
ing to sell this early creates a decided 
disadvantage for the electrical dis- 
tributor’s salesman but much 
of a problem as is experienced by the 


not so 


manufacturer 

The manufacturer works all year for 
one day. His production for the next 
year begins where Christmas leaves 
off—after a check of inventory left in 
dealers’ and houses de- 
termines a realistic manufacturing plan. 
Besides the risk of financing, the man- 


distributors’ 


ufacturer is faced with a single turn- 
over of stock. Make a wrong guess on 
the market a year beforehand and he’s 
faced with a serious problem. Being 
a one-shot deal, there are no second 
chances to fall back on—once the sale 
is lost, it’s lost for a whole year. 
Needless to say, this notion also ap- 
plies to the distributor and dealer 


With 


Christmas sea 


Only the time element differs. 


the manufacturer, the 
son is a 12-month proposition; with the 
distributor, about four months; with 
the dealer, as early as the distributor 
can get the merchandise into his hands. 

Therein lies the selling job for the 
distributor's salesman—to convince his 
dealers of the advisability of stocking 
accessories 


Christmas and 


months before the actual flurry of 
them. 


skeptics about a 


Christmas buying is upon 


Dealers are natural 
one-shot selling opportunity, anyway. 
But yqu can turn this basic objection 
into more profitable sales by just the 
twist of your sales approach. 

e Beating Them Down—Let’s take 
some of the objections on this subject 
that can be raised by dealers and see 
how you can turn them around to fit 
purposes. First, there’s that old 
Don't Just be- 


cause you've got a lot of stock on hand 


your 


chestnut rush me 
is no reason why I should tie up my 
money on Christmas material. It’s too 
soon to tell how it’s going to sell— 
give me another month.” 

Your answer to that objection can 


be documented proof that the market 
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OUTDOOR CHRISTMAS LIGHTING, dealers will be interested in knowing, is 


growing steadily until, today, it comprises about 25 


of Xmas lighting market 


Christmas Lighting 


this year is going to be one of the 
brightest in many years. There is plen- 
ty of vital information in the daily press 
to build up your argument. Already, 
such factual news reports are appear 
ing in the papers. From Washington, 
for instance, came the bright news that 
this year will be the second best hous 
ing year in the nation’s history if pres- 
ent construction rates continue through 
December. The rate, it said, would 
mean construction of 1,130,000 units 
this year. 

What does that mean to the dealer? 
It means that this year the dealer will 
have a bigger market than ever for 
his Christmas products. It means that, 
in addition to his old home market, 
he’s going to sell a greater share of 
his products to new homeowners whose 
pride of ownership extends all the way 
down to keeping pace with their 
neighbors when it comes to participat- 
ing in communal display of the Christ- 
mas spirit. It means that there are 
going to be brand new customers com- 
ing into his store this Christmastime 
looking for him to advise and counsel 
in setting up both indoor and outdoor 
Christmas lighting 
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e More Arguments—Before long, 
you ll see reports in the trade press 
and in dailies on consumer buying 
power and intentions for the coming 
Christmas season. From all indications 
at the present time these reports will 
all be optimistic, predicting a moder- 
ate increase over last year’s buying 
habits. To the dealer, this can mean 
only one thing: not only will the mar- 
ket be there, but the money as well 

Then there are the trends that bear 
repeat to the dealer—trends that spell 
good times for his decorative Christ- 
mas season. There’s the population 
trend to the suburbs. When you think 
of suburbs you automatically think of 
homes—block after block of them 
What do homeowners want above 
anything else for their homes? Indi 
viduality, of course. If the neighbor 
across the street hangs a string of 
Christmas lamps across his shrubbery, 
then the man next door will try to go 
him one better by hanging two strings 
on his. That's how mammoth Christ 
mas displays get their start. And out 
door lighting for the colorful herald 
ing of Christmas is growing steadily 


(Continued on page 115) 





Here’s One 


Practical Approach 


SALESMEN U.S. Electrical 
Supply Co. New York City 
have had a great deal of success 
in these approaches to their 
dealer accounts in selling Christ 
mas lighting. They emphasize, 
too, that a satisfied customer at 
Christmastime can mean a Sat 
isfied customer for the dealer 
throughout the rest of the year 
If the dealer will take time to 
really promote Christmas light 
ing, they tell their accounts, and 
show their customers how they 
can beautify their homes with 
planned decorative display light 
ing, he’s going to have a satis 
fied customer dropping into his 
store long after Christmas is 


forgotten 


U.S. Electrical salesmen usu 
ally start out in early October 
ringing the doorbells of dealer 
accounts in that very cosmopoli 
tan marketing area. And their 
approach seems to be paying off 
since Noma Electric, one of the 
world’s biggest factors in the 
Christmas ighting industry, 
credits m to be one of its 
top distributors in New York 
year after 

Jack 
firm, kicks it oft | holding 
sales meeting specif ily on the 
subject of Christmas lighting 
TI 


ucts just Out ) I revicw 


ey Il talk about the new prod 


log devoted 

ing, and disc ISS sales goals 

is impressed upon each salesman 
at the meeting that he carry 
with him at all times a sample 
ot his Christmas wares so they 
can be demonstrated on the spot 


to discerning deal rs 


It's a difficult 


request to 


make of the salesmen, Mr 


Tucker says, “but how else can 
we really liven up a sales pitch 
on such a seasonal item so early 
in the year if we don't first give 
our dealers a look at the mer 
chandise and how it 
We can't sell by atalog be 


t's lifeless. We take in 


ope rates 








From a circus stable... 


Master showman P. T. Barnum’'s barn as it looked in its hey furnished i 


day no pun intended was built of the finest materials and prize he 


style t t n } s ection housed 


and ponie was kept sj at all times 


The Magic of Lighting 


7g 


INSPECTING lighting plans for more buildings at the University of Bridge 
port are (left to right) Dr. Henry W. Littlefield, university vice president ; 
T. W. Nowlan, supt. of buildings; Harvey Tower, vice president and lighting 
pecialist, B. M. Tower Co.; E. W. Maher, assistant supt. of buildings 
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OW TO change Phineas T. Bar- 
num’s old circus barn, through 

the medium of lighting, into a 
college hall of music without destroy- 
ing the atmosphere of its late great 
showman owner—that was the chal- 
lenge to distributor-lighting magician 
Harvey Tower, vice president of B 
M. Tower Co., Inc., Bridgeport, Conn 
The building, one of several former 
Barnum properties acquired by the 
young but growing University of 
Bridgeport, was used to house the 
circus showman’s prize palominos and 
a personal collection of riding ponies. 
It was reputed to be more like a living 
room than a barn; only the finest 
woods were used in its structurally 
beautiful interior and it was kept im- 
maculate in accordance with Barnum’s 
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Same barn as it lo 


tem 


a lighting sy 

















.. to a hall of learning 


Large 


ut the 


Transforms Barnum’s Barn 


standing orders. In remodelling the 
building, the university wished to re 
tain the basic architecture, but to 
make it as attractive and as function- 
ally well-lighted as a hall of musical 
learning should be. 

e Start to Finish—Sinc« 


the 


the use of 
building was to be radically 
changed, extra attention had to be 
paid to acoustics and lighting. Harvey 
Tower, asked by university authorities 
to design a lighting system, was in 
on the remodelling from the start 
The first layout he drew up was, 
he readily admits, too functional. “I 
was thinking in terms of good light- 
ing only, without trying to take ad- 
vantage of the historical architecture.” 
After looks, and 


eight layouts and much close coopera- 


several “second 
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with T. W. Nolan, 
dent of buildings and grounds, and 
assistant, E. W. Maher, 


came up with the design for the in 


tion superinter 


his Tower 
stallation pictured above 

e Student Idea- 
left out of the planning 


Students weren't 


Their sug 
received and, in 
The 


houselights with the musical clef de 


XZestions were many 


Cases, acted upon small side 
sign was one student-suggested idea 
hall would be used for 
band 
classes, Tower designed the lighting 
for illumination. Be- 
cause beams 
were fortunately on close spacings, the; 


were boxed in and equipped with a 


Because the 


music recitals, practices and 


three levels of 


the large, rough-hewn 


reflector and a three lamp fixture to 
fit right into the beam superstructure 


ce ym ple ted the 


nxture sort diffused 


light was enclosed 
and fluorescent 
Adjustable 


1 behind he 


with a plastic diffuser 


strips were added above 


spots conceal beams 


light the Stave ring recitals 


i,’ 
alike 


iob and that 


Faculty and st nts were 
leased with the 
I 

in turn gave says Tower 


W ith 
able to help 


ITi€ sure 


the aid <« ighting, we wer« 


transtorm the graceful 


old structure, to make it flexible as a 


and we kept 


classroom 0 


the cost down idapting it to the 


natural structure of this interestins 


old building. The job was educational 


for me. It reminded me that there's 


more to lighting than slapping dozens 
on 


of fixtures a ceiling 
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Pinpoints the Information You Need on... 





Alternating-Current Generators 


By W. J. Novak 
and J. F. McPartland 


N alternating-current generator is a 
rotating machine for converting me- 
chanical energy into alternating-cur- 

rent electric power. As in the case of a 
dc generator, the rotating part of the 
machine is driven by a source of rotating 
power external to the machine itself. Al- 
ternating-current generators, also called 
“alternators,” can be divided into three 
types according to the type of drive or 
prime mover. There are direct-connected 
engine-driven (steam or internal com- 
bustion) ac generators, water-wheel ac 
generators, turbine-driven ac generators. 


Operation 


Basically, the alternator operates on the 
principle of generator action—voltage is 
set up in coils of wire when they are 
moved in a magnetic field in such a way 
as to cut the magnetic lines of force. 
This is the same principle on which the 
dc generator operates. But there is a 
basic difference between dc 
and alternators in accomplishing the rel 
ative motion between coils and field. 

@ In a dc generator, the magnetic 
field is set up by placing electro-mag- 
netic field poles around the inside of the 
housing or stator. Coils are placed on 
the rotor so that when the rotor rotates, 
the coils are cutting across the magnetic 
lines of force set up by the poles and 
voltage is produced in the rotor coils. 
By the use of a commutator and brushes, 
voltage is taken from the rotor. 

© In an ac generator, the electro-mag- 
netic field—the source of the magnetic 
lines of force—is generally placed on 
the rotor and the coils in which the vo!t 
age is to be are mounted 
around the inside of the stator. In this 
case, the rotating field sweeps the lines 
of magnetic force across the stationary 
coils and produces the voltage in them 
(or 


generators 


generated 


Alternators with stationary coils 
stationary armature, as it is sometimes 
described ) have distinct advantages over 
alternators with coils and are 
the most common type 


coils are placed on the rotor, two or 


rotating 
If the generator 


more slip rings must be used for con 
ducting the ac power to the external cir 
cuit which the generator Such 
rings are a frequent source of trouble, 
particularly at the high voltage put out 
by standard alternators. If stationary coils 
are used, the generated ac power can be 


feeds. 
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taken directly from the coil leads to out- 
put bus bars. Also, if the coils are on 
the rotor, it is more difficult to properly 
insulate them, and they are subjected to 
heavy centrifugal forces and vibrations 
When the electro-magnetic field is 
placed on the rotor, as in most commer- 
cial alternators, the direct current neces- 
sary to energize the field must be con 
ducted to and from the rotor by the use 
of slip rings. However, the voltage sel- 
dom exceeds 250 volts and the amount 
of power involved is so small as to 
cause no particular difficulties. 
e Windings—In general, windings for 
alternators are the same as for dc gener 
ators. Single-phase windings are almost 
never used in alternators. Generators 
for single-phase railroad supply are the 
exceptions. Usually, alternator windings 
are arranged to provide three-phase out 
Such an ar 


put of ac electric 


rangement is most efficient and econom- 


power. 


ical. Single-phase power can be taken 
from a three-phase alternator. Actually, 
three-phase windings in alternators aré 
simply three single-phase windings prop 
erly spaced in the stator slots. 

e Field Excitation—Generally, current 
is supplied to the field windings on the 
rotor by an individual exciter which may 
be driven directly or through a gear re 
Excitation voltage varies be 
tween 120 250 
voltage is also often obtained from ex 


duction. 


and volts. Excitation 


citers coupled directly to the alternator 
shaft or from a bank of batteries 


Construction 


Engine-driven, water-wheel and tur 
bine-driven alternators differ in design 


e@ Engine-driven (gasoline or diesel 


engine) alternators operate at very low 


speeds. On such units, a separate or in 


] 


tegral flywheel is used to provide con- 


stant speed of rotation, overcoming the 


rotational impulses due to piston action 


@ Water-wheel alternators vary in 


speed over a wide range from 60 to 


500 rpm, the lower speeds being use 


at the lower heads of water. These units 


are designed to operate at 


they are 


their 
in both ver 


twice 


rated speed mad 
tical and horizontal types, with the ver 


tical types more commonly used 


alternators gener 
50 to 3,600 


rpm. This type of alternator is invariably 


@ Turbine-driven 


ally run at high speeds 


ot the horizontal construction 


In all of these alternator types, there 
are certain basic parts common to all 


© Stator—This is the stationary mem 


ber of the alternator and almost always 
is the armature—the coils in which the 
voltage is generated. The stator is con 
structed of steel laminations dovetailed 
or bolted to the frame and arranged with 
parallel slots to accommodate the coils 
The frame or housing may be a hollow 
box may consist of steel 
plates between which the stator lamina 
tions are held. Perforations in the steel 
laminations or other longitudinal ducts 
are provided in the stator for ventilation 
e Coils wound in the slots 
in the laminated 
the coils is divided into three common 
classes. Class A 
paper or cambric impregnated with var 
it has a limiting oper 
ating temperature of 100° C. Class B 


insulation consists of mica or fiber glass; 


casting, or it 


These are 


stator. on 


Insulation 
insulation consists of 
nishes or fillers 
it Can operate at a limiting temperature 


of 120° C. Class H the 
newer silicone insulation; it has an op 


insulation is 


erating temperature limit of 160° (¢ 

e Ventilation—Slow speed alternators 
are easily ventilated by providing ducts 
for air circulation. Turbine-driven (high 
alternators, however, are not so 
ventilated. Nearly all turbine 
are ventilated by hy 


spe ed 
easily 
lriven alternators 
drogen gas in enclosures with leak proof 
seals where the shaft comes out. 

© Rotor rotating part of 
alternator the elec 
which the 
For slow speed 


This is the 


the and consists of 


tromagnetic poles produce 


magnetic lines of torce 


alternators, rotors are made of laminated 
steel punchings riveted together and ar« 
called rotors. Rotors tor 


turbine-driven alternators are 


salient-pole 
cylindrical 


solid steel forgings 


Applications 


Alternating current generators are 


available for producing a wide range of 
power outputs in many applications 
is rated 


The 


power 


e Rating—aAn electric machine 


cording to its temperature ris« 


temperature rise 1s caused by the 


osses in the machine which show up as 


The « 


letermines 


heat irrent drawn from an alter 


For this 


KVa 


nator the heat ris« 


ison, alternators are rated in 


1,000 times the 


K.lOVOlt-amperes 


ize times the maximum cur- 


lan 


can carry before 


The 


the 


getting 


factor 1s usu 


usly hot power 


kva 


factor times kva gives the 


ally given with rating. Power 


kilowatt rating 


of the alternator 


Next: Direct-Current Motors 
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WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This enables Youngs- 
town to control the com- 
plete manufacturing pro- 
cess—your insurance 
that each length of 
“Buckeye” is made of 
top-grade steel. 


@On the job, electricians save 
time working with Youngstown 
Buckeye rigid steel conduit. 
That’s because there are no 
hard spots to cause trouble. 
Whether threaded mechanically 
or by hand, Youngstown Buck- 
eye assures you of clean, grip- 
ping threads, tight joints and 
perfect protection for wiring. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY cone! Sif 227%2by sic 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OTL COUNTRY TUBULAR GOODS - CONDUIT 
AND EMT - MECHANICAL TUBING.- COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - 
HOT ROLLED RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES 
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ATTENTIVE TRIO of Lake Michigan Club notables at first 
club's Silver Anniversary 
Cook, chairman, National Electrical Week; T. C 


The Lake Michigan Club Keynote: 


On Building a Better Industry 


2 COAL - “67 =~ 
a ¢ ‘ry 


Henry 


Schraer 


meeting. Left to right Czech 





Toward this goal, the Silver Anniversary meeting 


} 


, 


Youngstown Sheet G 


el we 


(LG 





morning session of the 


4 chairmar H. ft 


T 










of this Midwest elec- 


trical organization stressed the training of young salesmen, the reevalu- 


REDICTIONS, 
grams and play shared the spotlight 
at the recently concluded Silver An- 

niversary meeting of the Lake Michi- 

gan Club at Nippersink Manor, Genoa 

City, Wis. The quarter-century meet- 

ing, held under threatening skies that 

not once dampened the sociable air of 
the occasion, brought together close to 

300 members and guests of the elec- 

trical industry in the Midwest section 

of the country. 

The predictions were in the form of 
gratuitous asides from two of the first 
morning's speakers at the two-day 
meeting. James R. MacDonald, presi- 
dent, General Cable Co., predicted that 
a critical shortage of copper will begin 
to be felt this month as a direct result 
of strikes within all sections of the 
cable industry. At the time of his talk, 
over 80,000 tons of copper production 
in about three weeks’ time had been 
lost, he said, because of these strikes 


promowons, pro 


ation of selling aims and the active participation in 
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Mr. MacDonald also predicted seri 


ous consequences if “we dont give 
some concrete consideration to the task 
of preparing our young salesmen for 
the future. Our problem goes back to 
training our young salesmen to get 
them to ring doorbells and ask for the 
order and not just quote a lower price 


to get that order. 


“In fact,” Mr. MacDonald added, 
“I'd like to see the manufacturer and 
the distributor alike back up their 


salesmen by having the courage to turn 
down an order once in a while.” 

e Brighter Spot—The other predic 
tion came from T. C. Schraer, Youngs- 
town Sheet & Tube Co., on the future 
of the conduit and steel industry. Trac- 
ing the history of the industry and 
stacking it up against the potential 
of the future, Mr. Schraer made 
bones about the fact that he thinks the 


no 


conduit business “farms a fertile field 
of endeavor for the electrical distribu- 





intra-industry functions 





tor He bases his predictions for a 
bullish market on the signs of the 
growth of all forms of construction, 


now taking place and in the future, 
from which the greater use of conduit 
will naturally flow 
The promotions 
Lake Michigan Club 
those of Light’s Diamond Jubilee and 
National Week. Adolph 
Frankel, Westinghouse Lamp Division, 
Jubilee acti 


discussed at the 


meeting were 
Elec tric al 


Chicago, reported on the 
vities taking place nationally and on 
the Midwest local level to promote the 
75th ot 


promotion 


electric 
in 


anniversary Edison's 


the 


lamp. A 


electrical 


everyone 
industry should 


in, Mr. Frankel asserted, since it actu- 


participate 


ally celebrates the birth of the entire 
electrical industry 

Herbert E. Cook, national chairman 
of the National Electrical Week pro 


motion, spoke on this annual industry 
function and what it means to members 
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SINGING GROUP. Enjoying an after-dinner song at Nippersink Manor are 
Ivar Stockel, Charles Stoike, Mrs. A. E. Swedenborg, Titus Schmid, Mrs 


Stockel, Mrs. Stoike and A. E. Swedenborg 


of the industry. He emphasized that 
National Electrical Week, 
thought to be in conflict with Light’s 
Diamond Jubilee, will actually supple- 
ment the latter promotion during the 
Oct. 18-24, by 
tieing in with the Jubilee celebration 
on Oct. 21 

e Sales Training—Programs attract- 
ing the most attention at Nippersink 


while 


week of its activity, 


this year were those sales training pro- 
grams for apparatus distributors that 
Westinghouse Electric Corp. has built 
into a hard punching presentation to 
many groups of electrical industry men 
The speaker at this meeting was H. |] 
and Construction 


Cramer, Agency 


HIS CUP RUNNETH OVER. Tom Preston, editor-turned-golfer 
smiling group as he accepts Dubsky-McCaffery trophy 


this 
Johnson 


ingest ne of 


Bill with 


from 


Joe Simons and 


ee 


T. D. 


Sales, Westinghouse Electric Corp., 
who pinpointed for his listeners all the 
steps leading up to the art of success- 
ful selling. He was ably assisted by 
model Gwen Sheppard in dramatizing 
the strip down test for stepped up life- 
line starter sales—disassembling a 
Westinghouse starter in four minutes 
and thirteen seconds while blindfolded 

Another Westinghouse speaker who 
claimed the attention of the Lake Mich 
igan Club audience was J. W. Magee, 
Jr., Steam Products Engineer, who 
spoke on the always interesting sub- 
ject of atomic energy and its applica- 
tion to power production 


The play this year, as always, cen 


is the smil 


Henry Czech looking on. The 


‘champ” won it with a net of 66 (no mention of gross score is allowed) 


(DOUG) SCARFF, manager, Chicago district, 
G.E. Lamp c 
with George / z, Eng d 


subject 
Supply 


Department, discusse erious 


Alhiez { 


Electrical 


tered on the golf course at Nippersink 
re than 70 Lake Michigan 
Club regulars (including Federal Elec- 
Pat McCaughey who hadn't 
touched a golf club in 15 years) 
trudged championship 18-hole 
course in quest of the coveted Dubsky 


McCaffrey golf trophy 


where m¢ 
tric $s 


the 


‘he winner, an un 


e Big Surprise- 


known in either amateur or profes 
asked that his 


and 


sional standings, has 


gross score be omitted that his 


net score of 66 be inserted into the 
record instead. We are happy to com- 
ply, for his name happens to be Thom 
Preston, associate editor of ELE¢ 


WHOLESALING, of whom his 


as I 
'RICAI 
associates grudgingly concede that, as 
he'd certainly make a good 


them 


a golfer, 


editor. (Sarcasm will get no- 
where; he won the cup and he’s going 
to keep it—at least for this year.) 

The 
brated this year without the presence 
Grand Man” of the Midwest 

industry, A. J. McGivern, 
Taking note of 
Henry 


note of condolence pre 


Silver Anniversary was cele- 
of the 

electrical 
who died in August 
this loss, the club's chairman, 
Czech 
pared by the membership to be for 


McGivern's widow and 


read a 


warded to Mr 
family. A moment of silence was held 
in memory of the beloved “Mac.” 

Site for next year’s meeting has not 
been determined. The 1955 
chairman of the Lake Michigan Club, 
Saul Weinress, Effengee 
Electrical Supply Co., asked that any 
suggestions in this respect be forward- 
ed to him or the Chicago Electrical 


as yet 


treasurer, 


Wholesalers Association 
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INFORMAL GROUP of Lake Michigan Club members and guests include FM 
Mrs. R. R. Hill, Mrs. Felix Van Cleef, Mrs. B. G. Tonquest, Felix Van Cleef and 
Sorenson. The two-day meeting featured golf, dancing and busine 


7 
“ 


DISTRACTED GROUP. Mrs. C. M. Butler and Bud Eiseman HAPPY GROUP. Dor 


watch camera while Connie Butler and Mrs. Eiseman talk smilin Joe Simon 


LARGE GROUP. Mrs. S. F. Murphy, Horace E. Fritschle, Mr. and Mrs 
Steve Murphy, Mrs. Fritschle and Mr. and Mrs. W. H. Chapin 
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New Kennecott 
home wiring drive 
sells for you 2 ways! 


It builds business for your dealers! 
Too many people are not buying today’s appliances because their homes 
are not properly wired for them. Too many others are returning appliances because 


these appliances cannot operate efficiently in their poorly-wired homes. 


That’s where Kennecott’s national advertising campaign comes to your help! It’s 
educating millions of people to the facts of electrical life. It’s teaching them how 
inadequate wiring affects operation of appliances, causes discomfort, inconveni- 
ence. It takes the blame off the appliances your dealers sell . . . places it squarely 


where it belongs . . . on weak wiring! 


It creates business for your contractors! 

Surveys show that more than 80% of the homes in your territory are 
suffering from “hardening of wiring arteries.” That means a terrific opportunity 
for re-wiring jobs for your contractors. But, first of all, the idea of re-wiring must 


be sold to homeowner-prospects. 


That’s just what Kennecott’s country-wide drive for full-powered home wiring is 
doing for you! It’s a campaign that not only educates but pre-sells people on 
the vital importance of re-wiring their old homes up to modern standards with 


large-sized wires, plenty of circuits, outlets, switches! 


Send for FREE copies of new consumer booklet, “The ABC of Home 
Wiring;” free reprints for your mailings, posters for display. Write 
Kennecott Copper Corporation, 161] East 42nd St., New York 17, N.Y. 


—— 
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Don't blame it on the vacuum cleaner! It -s blow out ircuit breakers trip too often 
doing the best it could on 4 starvation diet! 
see, the wires in this ladys house just were? t 


ry enough electricity to th 
. f your house © 10 or more 


You ghts flicker or dim, when ap sliances are turned 
Pt 
TV pictures are smaller than they shoul i be : 
vits , , Here's what to do! 


large enough to car 
years old, the 


vacuum cleaner at the same ume they powere 
° ances > that its orig? 


»pliances now need 


nal wiring cannot carry 


her many other electrical needs 
: ali the current your af 


And let's face it. i's 4tol the wiring in yé¢ 
, 
own home is in the same shape! Survey New houses suffer, too- 
e ao’ ‘ " Amer?) . 
that more than 80% of a American he ii ‘ur house is brand new 
¢ you add as ngle 


today are underwire d! 


its wiring ‘ 
ve »yerloaded Average electrica 


ne appliance An ait conditioner or an elec Many publ 


ing service. 4 
Free Booklet! 
Write 


Def 


Heres what happens! tric brower for instance 

jequate’ What should you do? Why, do what the happy 
above did! Consult your local 
His up to-date wiring 


How can you tell if your wiring © inac 
In addition to poorly operating appliances here 
are some other symptoms of electrical illness 


lady in the picture 
electrical contractor 


Published for your information by 


COPPER CORPORATION 


CHASE BRASS & COPPER co KENNECOTT WIRE & € 4BLE CO 


Fabricating Subsidiarte* 
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The Reader 


? ‘ 
Curcat 


HE ABC SYMBOL, which appears at 
the head of this page, is your brand— 
the reader’s brand —on this magazine. It 
stands for Audit Bureau of Circulations. It 
means that this magazine will stay in business 
only so long as it continues to serve its readers 
to their satisfaction. 
That Bureau—known for short as ABC —is 
a voluntary, nonprofit, cooperative association 
founded in 1914 by a group of publishers, ad- 
vertisers and advertising agencies who wanted 
to establish and maintain higher standards of 
publishing practices than then prevailed. Its pri- 
mary and specific purpose was to set up yard- 
sticks to appraise circulation values and to verify 
the claims of publishers as to their circulations. 
For the buyer of advertising space this provides 
an effective means to take some of the guesswork 
out of buying and to reconcile the conflicting 
claims of competing publishers. BUSINESS 
WEEK magazine has aptly described ABC as 
“the publisher’s conscience—and cop.” 


UT IN DOING that job, ABC performs an- 
B other function of high importance to the 
readers of ABC member publications. It pro- 
vides a constant pressure on the publishers to 
keep alive in their staffs a sense of primary re- 
sponsibility to their readers. That is because the 
most simple and direct method of making a 
publication responsible to its readers is to place 
upon it a purchase price, whether by subscrip- 
tion or newsstand purchase. The right to pur- 
chase or to refrain from purchasing a publica- 
tion gives to the reader and to no one else the 
power to pass effective judgment on the pub- 
lisher’s success in serving the reading public. 
Each paid publication will grow or languish, will 
prosper or fail, in proportion as it wins or loses 
the following of thousands or millions of read- 
ers. The readers, by their patronage, record their 
judgments as to whether the publisher and his 
publication are measuring up to their responsi- 
bility to them. 


° Ais Mark 


° 


And that is where the ABC comes into the 
reader’s picture. The newspaper or magazine 
that carries the ABC symbol on its masthead 
must in the first place be a paid circulation pub- 
lication. Moreover, it must conform to the high 
standards set up by the Bureau as to terms of 
payment and accounting methods. And again 
it must open all of its books to the auditors of 
the Bureau on demand. 


‘INCE THE INFORMATION thus determined by 
S thorough and impartial audit is periodically 
made public through the ABC statements and 
audit reports, it is constantly available to and 
universally used by advertisers who are consid- 
ering the purchase of space in an ABC publica- 
tion. These reports show the cireulation trend, 
as verified and certified by ABC, and thus put 
the advertisers in a position to know whether or 
not the publisher is renderfng satisfactory serv- 
ice to his readers. 

Thus the publisher who submits his publica- 
tion to the supervision and discipline of ABC 
affirms in the strongest possible manner that he 
recognizes his primary obligation is to his read- 
ers and that he owes his standing to a voluntary 
demand by those readers. It follows that the 
editors of ABC publications must be exception- 
ally alert to the desires of their readers and 
responsive to their needs, since any decline in 
circulation will soon show up in the ABC state- 
ments and audit reports. 


HAT IS WHY we describe the ABC symbol 
ee the reader’s brand. It shows that a pub- 
lication must be primarily responsive to him and 
that he holds in his own hands its success or 
failure. And that ABC symbol is not only a 
constant reminder to him of that fact, but also 
an equally constant reminder to all concerned 
that the reader’s willingness to pay for the ABC 
publication is the acid test of its value to him 
and to the advertiser. 


McGraw-Hill Publishing Company, Inc. 
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CUTLER-HAMMER 


UNIT BREAKER 





“NEW 














~— |s Modern Low-Priced Circuit Protection 


It Simplifies the Contractor’s Job 
It Solves Distributor’s Problems 
lt is Boosting the Profits of Both 


CUTLER-HAMMER 


be oe 
= UNIT BREAKER = rypn PAGE FOR 


a — [095] — MORE DETAILS » 








* Convenience for 
the USER 


THE NEW CUTLER-HAMMER UNIT BREAKER because restoring service is 


like snapping on a light-switch. 


spells Convenience for All [Bt=aiiiaaaaae 


i * * Convenience for 

PEM Tol (-. vel mm (ole * Convenience for 
because it makes selection of 
equipment and installation 


the UNIT BREAKER is; fundamentally fast and easy. 
Three Components 


x Convenience for 
the DISTRIBUTOR 


A case because now he carries min- 
1. with bus bar imum stock for maximum needs 


and fills orders fast. 

, A few 

| , 2e circuit breakers 
3. Acover “ ——- 
3. (surface or flush) ere 


The UNIT BREAKER is fundamentally an ‘‘Assemble-it-yourself”’ Unit 


The contractor installs the case. He selects the proper capacity breakers. He pushes 
them into place, tightens terminal screws, puts on the cover. That is all. 


The UNIT BREAKER is the most convenient, 
easiest to install, fastest to complete 


td With nothing in the case but the bus bar assembly, there's 
plenty of space for wiring. The individual circuit breakers just 


PUSH into place and each has but one straight-wire terminal. 
| he | The UNIT BREAKER is the easiest to stock 
if Only 6 case sizes accommodate any circuit combinations from 1 to 32 
| 2 circuits. With a minimum stock you can meet a wider range of appli- 
8 $ iL cations. No slow-moving, no “dead” items. No tied-up inventory. 
dk if Also raintight and special types available. 




















In addition to CUTLER-HAMMER QUALITY you get these plus features— at new low prices 


Ambient compensated. The Unit Breaker won’t construction arelightweight yet extremely rugged. 
pre-trip in hot climates or atmospheres. No @yick make and break. For long, dependable 
tricks. No kicks. No trouble. contact life. 

Thermal-magnetic. It protects both ways against free Handilog. Send today for free copy Handi- 
heavy overloads and short circuits. log pocket catalog, selection charts and all in- 
Compact and strong. Today, bulk no longer formation. CUTLER-HAMMER, Inc., 1327 W. 
means strength. Materials used in Unit Breaker St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 





MESSAGE TO AMERICAN 


RESULTS OF AN INTELLECTUAL REVOLUTION 


“The Western Miracle” Continues ... 
More Automatic Controls for Industry 


Within recent weeks three new monthly tech- 
nical magazines devoted to automatic control 
systems for industrial processes and machinery 
have offered the public their first issues. One of 
‘these is CONTROL ENGINEERING, a McGraw- 
Hill publication. 

What has caused this surge of interest in the 
design and application of automatic control sys- 
tems? What does it portend for the future of 
American industry? More important, what does 
it promise for the American standard of liv- 
ing, of which industry is and must be the 
servant? And what is the role of CONTROL 
ENGINEERING in this development? It is to 


those questions that this statement is addressed. 


A New Intellectual Revolution 


It is frequently asserted that we are now in 
the throes of a new industrial revolution. The 
revolution is described as the eliminating of 
wasteful applications of human labor to repeti- 
tive tasks through new technology which makes 
it possible to transfer those tasks to automati- 
cally controlled machinery. 

It is perhaps more accurate, however, to say 
that we are the beneficiaries of a new intellectual 
revolution in the application of science to indus- 
try. This new intellectual revolution points the 


way toward giant strides in the continuing proc- 


INDUSTRY © ONE O F A SERIES 


ess of taking dull and laborious work off the 
backs and minds of men and transferring it to 
machines operating in large batteries unde: 
automatic control. 

The practical engineering work required to 
convert this intellectual revolution into a full- 
scale industrial revolution, however, in large 
part still remains to be done. It is to this task 
that CONTROL ENGINEERING will be de- 
voted. Its role is that of bridging the gap, in 
engineering and economic terms, between the 
new conceptions of automatic control of indus- 
trial processes and their practical workaday 
application. These conceptions run the full 
gamut from systems of control for automatic 
factories making heavy industrial products to 
highly personalized systems of automatic con- 
trol to warn people when they are approaching 
the broiling point in sunning themselves at the 
beach or becoming too drowsy to drive thei: 


cars safely. 


Enter the ‘‘Feed-Back’’ System 


Enough work has been done to move these 
conceptions out of the realm of interesting 
dreams and into the realm of practical possibili- 
ties, and in some cases into the realm of practi- 
cal realities. Crucial parts of this work were 
done during World War II when weapons were 


successfully equipped with “feed-back” systems 
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that automatically corrected mistakes made by 
the weapons in locating their targets. 

The principle of the “feed-back” system is as 
ancient as the personal monitor that tells us not 
to run into each other as we walk along the 
street. It feeds back to our locomotion machin- 
ery the warning of a collision ahead. But the 
application of the principle to weapon control 
and then to more general machinery control 
required superlatively imaginative and skillful 
scientific development. 

When a “feed-back” system that monitors an 
automatic process and keeps it lined up pre- 
cisely is teamed up with a computing machine, 
capable of making lightning calculations that 
control both what goes into the process and 
what is done with the product, the horizons of 
automatic control become broad indeed. But in 
large part they still remain horizons. A vast 
range of practical engineering work remains to 
be done to realize anything like the full potential] 
of automatic contro] of industrial processes and 
machinery. 


More and Better Jobs 


There are those who view the surge of interest 
in automatic control with alarm. They conjure 
up a situation in which automatic processes will 
at once expand the ranks of the unemployed 
and reduce many of those still working in indus- 
try to the status of robots or automatons. 

A look at the record of the American economy 
—a record of amazing growth, steadily improv- 
ing job opportunities and a constantly rising 
standard of living — demolishes the basis for 
such fears. The introduction of new and more 
efficient industrial machinery and processes ob- 
viously cannot be accomplished without creating 
some disturbance for some individuals and 
some companies. But consistently the longer 
range effect of such local and temporary dis- 
turbance has been more jobs and better jobs for 
Americans. 

It is no accident that, while the proportion of 
industrial wage earners in our population is 
virtually the same as it was in 1920, the pro- 


portion of professional and salaried workers has 
doubled. The proportion of unskilled workers, 
furthermore, has dropped by half. This has been 
an essential part of a continuing process by 
which drudgery has been transferred to ma- 
chines while the workers who formerly did the 
drudgery have been graduated to jobs calling 


for greater competence and providing better pay. 


Higher Living Standard 


A British historian, H. J. Hancock, has re- 
ferred to this general process as “the Western 
miracle” —that of providing an ever higher 
and higher standard of living for more and 
more Americans. The key element in this miracle 
has been more and more reliance on power- 
driven machines to get the day’s work done. 

In the nature of the extremely complicated 
apparatus involved, full development of sys- 
tems which have passed through the “think 
stage” into the status of practical possibilities 
will be a time-consuming process. It will also be 
a very exacting process, calling for a tremen- 
dous application of engineering skill and in- 
genuity. However, the engineers who are con- 
centrating on this difficult, workaday phase of 
the development of apparatus for automatic 
control will be inspired by the knowledge that 
they are making a crucial contribution to tech- 
nical progress which holds great promise of 


good for the American people. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


Aeusta Ueber 
PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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What a Rome Distributorship means to 


Pittsburgh Electric Supply Company 


"For quite some time, in spite of 
chaotic conditions existing gen- 
erally in the sale of wire and 
cable, we have found that our job 
has been made easier by selling 
the fine quality products of 
Rome Cable Corporation. 


"As their distributor, for 
almost fourteen years, we have 
never had one complaint on 
"ROME's' quality. We attribute 
this fact to the assistance and 
service afforded us by their field 
representatives and engineering 
department in laying out better 
than average installations. We 
are happy that Rome wants to help 
us feel sure, first, instead of 
sorry later." 


WOVuth— 


W. A. Butler, President 
Pittsburgh Electric Supply Company 


To Walter Butler’s sincere statement we can add little— 
except that his experience as a Rome Cable distributor is 
quite typical. Rome believes the electrical distributor has a 
vital function to perform and backs him up accordingly 
with sales and engineering help; with a strong and continu- 
ing program of product research and with consistent na 
tional advertising at all levels of management 

4 distributor partnership with Rome pays dividends be- 
cause you Can sell with confidence. 


it’s profitable to Sell the Best R ope te A BLE 
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U.S. ROYAL MASTER 
Portable Cord 
outperforms, outlasts 
all others! 


200 ABRASION 200 
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Comparative performance of portable cords related to major life factors. 


Graphs illustrate the outstanding superiority of new U. S. Royal 
Master Cord — over the average of molded cords and the average 
of short-lived continuous vulcanized cords of other makes. — on 
every major life factor. (Average of other molded cords is 


rated at 100%.) 


UNITED STATES 


RUBBER ELECTRICAL WIRE AND CABLE DEPARTMENT 
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Comparative tests show U. S. Royal Master gives $1.88 in value 
for every $1.00 spent — almost twice the service value of the 
average of other molded cords! 


Two years ago, “U.S.” engineers began a complete 
reexamination of portable cord construction, service 
life, and the causes of cord failure. 


Over 10,000 tests were made. More than a thou- 
sand cords of all leading makes, including our own 
famous U. S. Royal Cord, were analyzed, tested, 
and compared. 


Every life factor was considered and carefully 
evaluated, alone and in its relation to overall cord 
performance and service life. 


Backed by 64 years of experience in the manu- 
facture of electrical wire and cable, U. S. Rubber 
engineers then translated their findings into an en- 
tirely new portable cord, designed to surpass any 
other previously made. 


; ey: se oe 
Extensive tests, both in the laboratory and in 
outside plant installations have proved this new 
portable cord startlingly superior in every respect! 


New U. S. Royal Master is unquestionably 
the finest cord you can buy! 


From every standpoint, as the charts at left illus- 
trate, new U. S. Royal Master is a finer, more dur- 
able cord—actually gives 88% longer life than the 
average of competitive molded cords—far longer 
than any other cord —surpassing even a hypotheti- 
cal cord incorporating the best features of all 
those tested! 


Far greater value, too! In spite of almost doubled 
service life, this great new cord is in the same price 
category as other molded cords —giving you $1.88 
in cord value for every cord $1.00! 


Prove to yourself the outstanding superiority of new U. S. Royal Master Portable Cord 
— in both service life and economy! Get in touch with your “U. S.” distributor today! 


5 ‘ eh ee 
ie See: 2) eA as des fa 

a Ay? Tate s rs 
ee ama ite ie, Sas. Ole Pe ¥ 


RUBBER COMPAN Y 


ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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ARE APPROVED AS 


CONCRETETIGHT 


‘Ny Wi! 
s\) 


When setting E. M. T. in concrete 
you can make each job easier and 
more profitable by using Briegel 
All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
S ae are the most widely. used 

. M. T. connectors and couplings. 


Cross Section 
Showing 
indentations 


All B-M Indenter e - 
Fittings ore U. L. 

approved as Concrete- 

tight and for General 


Use. (Pile Card E 10863). Also comply GALVA,*? ILLI C 0 is 


with Federal Specifications W-F-406. 
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aa You'll find real business at the 

grip end of this portable electric drill. Cable 
replacements for portable electric hand 
tools and other electrical equipment can 

be a profitable line for the wholesaler who 
stocks and sells Hazacord Flexible Cords. 


Hazacord Flexible Cords—light, heavy and 
shielded heavy duty— provide a complete 
line for virtually every tool application. 
Hazacords are made to the same exacting 
tolerances as heavy duty Hazard cables 
with tire-tread toughness and extra 
flexibility. The Hazaprene ZBF sheath is 
cured in a continuous metal mold to 
provide the durability required to with- 
stand rough handling, twisting and 
abrasion. This quality cord is a best seller. 


Write for Hazacord Bulletin H-444. The 
Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


Here is part of your Hazacord market: Chemical Plants + Mines + Steel 
f Mills « Shipyards « Railroads + Garages + Construction + Maintenance 


ZACORD 2Q2® portable cables 


r(t9s8' 
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is how 


THE GOSS PRINTING 
PRESS CO., Chicago 
obtains 


efficient 
distribution 


of electric power with 


high voltage feeders 
to load centers, 
and also 


saves 
floor space iaemam 


distribution system, and provided them with the 
efficiency that only a high voltage distribution 
SORGEL Dry-Type Transformers, = «an provide. | | 
, ; : Again the ingenuity of an owner, his archi- 

compactly incorporated into” substations, all tects, and consulting engineers, combined with 
self-contained, safely enclosed in steel, complete SORGEL expert engineering resulted in a 
with primary switchgear and secondary circuit most modern, flexible, space-saving and efficient 
breakers, and installed above floor level. electric distribution system. 

rhe installation consists of five 500 Kva By using SORGEL dry-type transformers in 
and two 300 Kva, 3-phase, 4160 volt to 480 volt substations, all vaults have been eliminated, and 
substations for power, and 13 dry-type trans- by installing the substations overhead, more 
formers, sizes 10 to 50 Kva, 3-phase, 480 volt floor area was made available for production. 
to 120/208 volt for lighting and portable equip- 
ment. Architects — Olsen & Urbain 

This saved The Goss Printing Press Co. Engineers — Neiler, Rich & Bladen 
thousands of dollars over a low voltage Electrical Contractor—The Edward Electric Co. 


This was accomplished with 


Sales Engineers in Principal Cities 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 


Pioneers in the development, manufacturing and application of dry-type transformers—for 40 years. 


ELECTRICAL WHOLESALING—October, 1954 











Blackburn Sectional Rods 
Get Down Into The 
Permanently Moist Soil 





Drive down to permanently moist soil that 
gives lower earth to rod resistance. Actual ex- 
perience shows a few dollars invested in deep 
grounding has saved thousands of dollars in 
overhead burn-outs. 

BLACKBURN Sectional Rods have a uniform 


coating of highly conductive corrosion-resistant 
copper, molecularly bonded to rigid steel core. 


Driving studs and couplings interchangeable 
with all standard sectional ground rods. 


Available through Electrical Distributors. 


JASPER BLACKBURN CORPORATION 


35 Madison Street ¢ St. Lovis 6, Missouri 
Phone MAin 1-2821 


Permanently 
Moist 
Soil 


Distributed on the West coast 
by KORTICK MFG. CO. 
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another outstanding installation 


NEW YMCA 
BUILDING AT 
TULSA, OKLAHOMA 
OS ey ED EY EE ET EPET 


15 2 en Era BaEy 





Reg E. Taylor, Houston, Tex., Engineer, 
and West Electrical Const. Co., Tulsa, 
Electrical Contractors. Leon B. Senter, 
Tulsa Architect. 


The new and modern YMCA building in Tulsa, 

Okla., is the latest addition to the growing list of new 

and modernized buildings — commercial, industrial, institu- 
tional and residential — equipped with @ products for 

the control and distribution of power and light. 


Like so many others, officials of the Tulsa ““Y”’ 
learned, after careful study, that €@ products 
were safe, dependable, long-lasting and trouble-free, and 
that they not only provide for present-day power needs, 
but allow for future expansion. @® Switchboard installed in new Tulsa “Y". The complete 
line of @ switchboards includes: 
@® SHUTLBRAK — 30 to 1200 amps., 250 volts AC or DC 


The next time you are called upon to provide and 600 volts AC 2, 3 and 4 poles. Rotary type 


3 operating handles furnished on 30 to 200 amp. capacities. 
equipment for the control of power and light, recommend Straight handles on all others. 


, “a ae @ KLAMPSWITCHFUZ AND SNUFARC — 
@ products. You'll find it pays. Kiampswitchfuz capacities 30 to 600 amps., 250 volts AC 
or DC, 2, 3 and 4 poles, single or double throw. 
Snufare 30 to 200 amps., 600 volts AC 2, 3 and 4 poles. 
For further information, consult our catalog in Sweet’s @ CIRCUIT BREAKER — 15 to 600 amps., 250 volts AC 
. or DC and 600 volts AC, 2 and 3 poles. 
or your nearest @ representative. Air circuit breakers used for larger capacities. 


makers of : 
Sr, ° busduct + panelboards + switchboards 
Talth Ade aati Electric Co. service equipment « safety switches 
quit 5 


BOX 357, MAIN P. 0. + ST. LOUIS 3, MO. load centers + Quikheter 
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Two Ways To Improve Your Next 


Explosion-Proof Installation! 


KILLARK 


Flexible Couplings 





... for safer wiring 
in vibration areas 


If you're hanging explosion-proof fixtures in an area of excessive 
vibration, or if you're installing motors that vibrate — then you need 
Killark Flexible Couplings for the job. They're explosion-proof, 
won't shake loose, are U. L. approved. 


@ Base and fittings of solid brass. 

@ All combinations of hubs. 

@ Conduit diameter from 1/2.” to 2”— any length. 
We will make up the particular coupling you want — and get it off 


to you quickly. Remember, where vibration is worst, Killark Flexible 
Couplings are best! 


KILLARK 


GRH Series Explosion-Proof 





Junction Boxes 
... for easier wiring 


on big jobs 


Available in big, roomy sizes — up to 11”%x12"x7."—but light in 
weight. That's because they're made of Killark's exclusive Alumalloy, 
the 20th century metal. Large 95" cover opening allows plenty of 
convenient hand room for easier wire splicing. Hubs from 2.” to 4” — 
in any position you desire. 


a ak 
<= 3 3S 





XJB 
Extra Large Fitting 
With bolted cover 
(264," x 14,” x 8”) is 
now available — with 


Z— ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


Atlanta 69 Mills Street, N.W. Dallas 1901 Griffin Street Philadelphia 2014 Chancellor St. 
SALES OFFICES and Boston 156 Purchase St. Denver 1073 Galapage Pittsburgh 50 26th St. 
WAREHOUSE STOCKS Buffalo 18 Quay St. Detroit 8319 Mack Ave. San Francisco 714 Harrison St. 
Chicago 1528 West Adams St. Los Angeles 412 Seaton St. Seattle 4130 First Avenue South 


Baltimore ll W. 25th St. Columbus 2700 E. Main St. Minneapolis 826 Andrus Bidg. 


SALES OFFICES Cincinnati 49 Central Ave. Kansas City, Mo. 616 W. 26th St. New York 600 W. 181 St. 





MAGNI FLOOD paves the way to... 
“PROFITS” for you... MR. JOBBER 


with new  — a: 


for home lighting. 


A BRAND NEW MARKET FOR A BRAND NEW LINE OF FLOODLIGHTS 


At last, women will buy floodlights. 
That's right ... women. . . because new 
Aluma-Lite has “Eye Appeal” in new 
attractively packaged portable units that 
“glisten and sparkle in their new highly 
glossy aluminum finish.” Magni Flood’s 
new corrosion resistant Aluma-Lite now 
comes in a complete line of portable units 
for use all around the home. There are 
units for indoor use as well as outdoor 
use; garden units, wall units, terrace 
units, work bench units, and units for 
just about every place lighting can be 
used. Join up with hundreds of jobbers 
now selling Aluma-Lite. Great as a 
Christmas item... 


Warehouse stock maintained in Boston, Philadel- 
phia, Miami, New Orleans, St. Paul, St. Louis, 
Chicago, Phoenix, Seattle, and Los Angeles. 
Distributed in Canada exclusively by Magni Flood “i 
Canada) Ltd., 100 Adelaide Street, W., Toronto, 
Ouatario. 


38 N. SECOND AVENUE, MT. VERNON, NEW YORK 


ELECTRICAL WHOLESALING—October, 1954 





CAROL FLEXIBLE CORDS ARE 
BUILT BETTER TO LAST LONGER 








We know what a portable cord has to go 
through in service. So we build life and 
durability into Carol Cords—by giving 
them the best in materials and workman- 
ship. Here’s just a part of the quality 


story behind Carol wire and cable: 


Write to us today for our com- 
plete catalog, listing Carol Port- 
able Cords and other wire and 
cable for electrical, electronic and 
welding applications. 


Carol Flexible Cords are 
made of stranded con- 
ductors of soft annealed 
copper, paper served 
and individually insulated 
with rubber compound. 
Conductors are cabled 
with cushioning jute to 
perfect roundness, and 
jacketed in tough Caro- 
prene” or rubber. 2, 3, 
and 4 conductors, 18 to 
10 AWG. 


“Neoprene 


DIVISION OF THE CRESCENT CO., INC., PAWTUCKET, RHODE ISLAND 
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This new CHAMPION Lamp Merchandiser is 
a proved producer of lamp volume and profit. 
It’s the finest kind of point of sale, self-service 
display — always on the job. The bright, color- 
ful cartons catch the eye and remind the lamp 
user of those empty sockets and of the variety of 


bulbs available. 





“HOW,” the Champion Indian says: 
“Let the Champion Lamp salesman 
show you how to make the most of this 
Champion Lamp Merchandiser.” 





here’s a 
picture of 


your 


TRY Lae 
Lamp 
Department 


The CHAMPION Lamp Merchandiser comes 
with or without the side baskets for fluorescent 
lamps. It’s a sturdy, one-piece unit that anyone 
can set up in a few seconds. Its cost is low and its 
ability to build business is high. 


May we give you the whole story on this new 
Merchandiser and what it means to your salesmen 


and their customers? 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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Show utilities how Weaver Clamps eliminate loose con- 
nections. You'll make sales! Here’s the story in brief: 


Apply up to 400 


inch pounds tightening torque without distortion! 


High tension spring maintains 
constant pressure between clamp and line... under all 


conditions! 


Easily removed—bolt cased in lubricant. Well balanced. 
For aluminum, copper or any combination. Two sizes 


cover all requirements. 


...sell Weaver Lubricated Hot Line Clamps. 


Samples are available for demonstration. No charge. 
Write today and specify exact items desired. 


WEAVER OFFERS 8 ADDITIONAL TYPES OF 
HOT LINE CLAMPS... write for catalog. 


ST. LOUIS 6, MO. 


CEntral 1-0881 





are molded into 


DRYER CORD SETS 


with "L” shaped grounding blade 


for use with flush or surface receptacles with 
“L" shaped grounding slot (see figure A below). 


Here’s a new cord set engineered especially for use with 
dryers and other appliances and equipment which re- 
quire only 30-Amp service under NEMA standards and 
the new UL code. 


This new molded, all-rubber Royal cord set has the same 
quality characteristics of Royal Range Cord Sets, “POWR- 
KORDS”, and the full Royal molded cord line . . . the 
kind of quality which always assures 

complete dependability and satisfac- 

tion to you and your customer. 


ROYAL ELECTRIC COMPANY, Inc. 
Makers of WIRE © CORD SETS © FUSES 





Catalog 
Number 


Conductors 


Length 


Rating 


Standard Pkg. 





Quant. 


Weight 








M-3899 


3 #10 


36” 


30A-250V 


12 





M-3990 


3 #10 


48” 


30A-250V 


10 





M-3901 


3 #10 


60” 


30A-250V 








M-3902 





3 # 10 





72” 





30A-250V 











buy ROYAL.-- 


you'll sell better, 


PAWTUCKET, RHODE 


WIRING DEVICES 


© CHRISTMAS 


/ 


ISLAND 


“ROYALITES” 
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PITTSBURGH STANDARD 
the only 


GALVANIZED 
THREADS 


ON HOT-DIP 
GALVANIZED CONDUIT 


say goodbye 
TO THREAD RUSTING WORRIES 


Here’s goodbye to the rusting of threads on hot-dip 
galvanized conduit... goodbye to rusting in storage 
... goodbye to time and money-consuming thread- 
cleaning on the job. 


Hot-dip galvanized conduit with galvanized 
threads is the first bonus for you from the extraor- 
dinary new Pittsburgh Standard Morrisville Plant* 
—the world’s most modern conduit mill. 


Famous “Standard of the Trade” Products 

RIGID STEEL CONDUIT 

All Finishes 

ELECTRICAL METALLIC TUBING 
Only Pittsburgh Standard offers this major bonus 
to you—and at no increase in price. Here’s an- 
other reason why Pittsburgh Standard Hot-Dip 
Galvanized Conduit is “Standard of the Trade.” 


*Galvanized threads on all sizes from Morris- 
ville, and on sizes 2¥%2-in. and larger from Etna. 


ELBOWS - COUPLINGS - FITTINGS 


WHOLESALERS IN PRINCIPAL CITIES 


Need immediate information on which to base 
bidding estimates and work schedules? Ask your 
Pittsburgh Standard agent. The unique Pitts- 
burgh Standard Sales Control Center will enable 
him to give you immediate facts. Guesswork is 
eliminated and you're days and dollars ahead. 


61 BRIDGE ST. PITTSBURGH 23, PA. PLANTS AT MORRISVILLE & ETNA, PA. 
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Take the » Extra Poattes/ 


Maximum Flexibility for Endless Combinations 
LINE to Meet Every Lighting Need with Minimum 
Stock Requirements! 


Aypeatin in Beauty... 
Boule t 4 ling we Price 


LAMP HOLDERS 
AND ACCESSORIES 


SMART NEW DESIGN, CAST ALUMINUM, GLEAMING CHROME 
re LIKE FINISH @ WEATHER RESISTANT @ MINIMUM POROSITY 
roof fitting and globe 
: CORROSION RESISTANT @ NO MAINTENANCE 





Higher Quality — lower Cost ! 
: ~ or 


o 


Cat. No. 137—Mogul 

Base Holder fully en- ~ 

closed with 20” fixture ; 
Cat. No. 177 —Y-Type wire a) 
Flange Splice Box t 


Cat. No. 136—Lamp 
Holder for PAR-38 
Bulb, wired with 20” 


! 
Combination of No. 134 fixture wire fully 
enclosed 


Trough, 7 No. 136 Lamp ’ 

Socket Units. No. 138 2” ; t 

Pipe Slip-Fitter, No. 190 ~ 
¥ 


i} 
4” Extension. 4) 
Cat. No. 175-B—All Metal ~ ’ 


Spotlight Holder com- / ( j , ‘4 NS 
plete with 6’ cord, rub- — Z 
rrr > ; 
ber plug. Furnished with , SF «ah 4 
Cat. No. YL-40—Deluxe Yard- separate weatherproof , Cat. No. 230, 231, 232, Vapor- Lm J 
sket th spik f globe f 20 
Light with green and white gasket, with spike proof globe fittings; No. 207 Comb. No. 207 Y-Type 


—o_ enamel shade. —_— Acorn, 4 No. 136’s. 


Cat. No. 206—Acorn 
Splice Box with remov- 
able lid 


Cat. No. 144 — Curved Cat. No. 120—for PAR- 
38 or GE-R40 200-watt 
low price completely 
enclosed wire unit 


Splice Box with remov- 
able cover 


WRITE FOR COMPLETE CATALOG 


r } 
{303 NORTH THIRD STREET ¢ PHILADELPHIA, PA. ¢ Manufacturers of Electrical Accessories for Home and Industry 


MANUFACTURING COMPANY 
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se 


and make sure it's & 


JAN 
*n) 


Columbia =, 


NON-METALLIC 
SHEATHED CABLE 


A.B.C. ARMORED CABLE This electrician is specifying Columbia 
, Cable, Wire, and Conduit. And for good 

reason. 
From experience, he knows that Columbia 


products are easily installed ...easy to 

FLEXIBLE : 
STEEL CONDUIT work with. Take your cue from the man 
on the job...he knows...make your 


next installation Columbia and see! 


Approved by Underwriters’ Laboratories 


UNDERGROUND 
FEEDER CABLE Gre 
Send for 
Columbia 


Electrical Data 
Guide Book 


COLUMBIA ‘CABLE & ELECTRIC CORP. 


255 pth sani St. vinliiedi 8, N. » - 


Sales Representatives in Following Cities: 


Coral Gables, Fia. Houston, Tex. New York, N. Y. Seattle, Wash 
Eceslaemt. Ohio Kansas City, Mo. Philadelphia, Pa. Utica, N. Y 
Los Angeles, Calif. Portiand, Ore. Tulsa, Okla 
Detroit, Minneapolis, Minn. St. Louis, Mo. 
New Orleans, La. San Francisco, Calif 
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| eR ARO Ro on: 


Contractors agree... 


You can't beat Phelps. 
dependable PD-X Cable 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


SALES OFFICES: ATLANTA + BOSTON « BUFFALO + CHARLOTTE + CHICAGO + CINCINNATI « CLEVELAND + DALLAS 

JACKSONVILLE + DETROIT - FORT WAYNE + GREENSBORO ~- HOUSTON ~ KANSAS CITY, MO. + LOS ANGELES 

MILWAUKEE + MINNEAPOLIS - NEW ORLEANS - NEW YORK ~- PHILADELPHIA - PITTSBURGH + PORTLAND, ORE 
RICHMOND + ROANOKE ~ ST. LOUIS + SAN FRANCISCO + SEATTLE +» WASHINGTON, D.C. 
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‘Dodge 


for 
stripping ! 
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VES ‘VITAL ON-THE-JOB 
TIME AND MONEY! 


ge Copper Products Corporation's de- 


Copper labile are soft drawn. Connec- 
tions are easily quickly made. 


Habirdure Insulation is clean 
and — stripping simple, easy, fast. 


3 Paper armor is résin-treated to resist moisture, 
ag shi cpl used. 


4 a ss casita with a long twist and 
can be removed by an easy flick of the fingers. 


No time-wasting unwinding, no sticking to 
underlying insulation. 


ion Barrier tape keepsexterior finishing compounds 

out of the cable—leaves inside clean and free 
of gum. Strips off cleanly as a unit with outer braid 
covering. 

GS Clean, grey finish eliminates sticking, assures 
easy pulling, clean walls and hands. 





IT’S NEW! 


iT’S BLUE! 
... the plastic tape for bundling 


Wwe 


Now ... all spaNGLEAM EMT in sizes ranging from 
to 2” is shipped to you neatly bundled in the new blue 
plastic tape! It’s another SPANG first—and everybody 


benefits from this new packaging! 


BETTER FOR ELECTRICAL CONTRACTORS—because the 
plastic tape keeps the spANGLEAM EMT bundle tight until 
makes EMT 


— prevents 


you're ready to break open the package . . . 
easier to transport and handle on the job . 


slippage of individual lengths. 


BETTER FOR SPANG DISTRIBUTORS—because the new 


plastic tape makes spANGLEAM EMT easier to store, easier 


to identify in warehouse stock, easier to inventory .. . 
presents a clean, neat appearance . . . no rope marks 


mar the sPpANGLEAM finish. 


AND IT’S BETTER FOR SPANG, TOO 


plastic tape eliminates hand bundling . . . 


because the new 
saves produc- 
tion time... speeds up deliveries. 

Look for the new blue plastic tape bundle on sPANGLEAM 
EMT. It marks a top-quality product . . . the same top 
quality you find in all SPANG tubular products. Your 
SPANG Distributor has a complete line of all SPANG 


Conduit and fittings. 


ALFANT 


Supply ompany 

l LES OFFICE 
CENTER, PITTSBURGH, PA 
ales Representatives 


pal Cities 
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DUTCH BRAND plastic ELECTRICAL TAPES 


” For Safer and Neater 
Insulated Wire Splices 
Use Dutch Brand Tape 


The complete line... 
that meets every industrial need 


-007” is the standard electrician’s favorite for general use. .010” for heavy 
duty work and for use with power driven taping machines. .020”... 
unexcelled for extra heavy duty work, and resistance to abrasion. 
Color: DUTCH BRAND Vinyl COLOR TAPE in 8 colors and four 
widths, perfect for color coding, indexing, and electrical insulation. Sell the 
sa complete DUTCH BRAND line! 
Dutch Brand .. . 


Perfect for Taping PROPERTIES AND CHARACTERISTICS 


Electrical Bus Bars 007 010 020 COLOR 








"DIELECTRIC = iy 1000 V/ MIL 900 V /MiL 1000 V / MIL 
sHenatty, _|20088,/"Wapra [90 uns /?NeR OF [aouns,/"Mania? [15 uas,/ "uama 

pound aonrace |2° OF/ "woe | 30 02/"NGtre" | *Gz"/ “worn [28 O2/"yaarme 
yt 1.0 MIN. 1.0 MIN 1.0 MIN. 1.0 MIN. 


RESISTANCE TO - 
Oll & GREASE GooD Goop GoopD GooD 


UESESTANCE EXCELLENT EXCELLENT EXCELLENT EXCELLENT 


hens & canoes EXCELLENT EXCELLENT EXCELLENT EXCELLENT 



































Taping Tool Handles 
Provides Better 
Grip and Protection 


Johns-Manville 
DUTCH BRAND 


Neat Splicing P R oO D U c T s 


for Limited Space vad VAN CLEEF BROS... INC. DIVISION 
TOO WOOODLAWN AVENVE Cwicaco *@ tee 
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BEAT THE HEAT 


on electrical wires and cables at lower 


General Cable All-Asbestos and Asbestos-Varnished Cambric wires and 
cables provide safe, sure wiring for power, control, apparatus leads and 
e switchboard installations. Especially where heat is a factor or when 

With All-Asbestos resistance to flame, oil, grease or corrosive fumes is a must. 

Better than other types of insulation, All-Asbestos and 
ane Asbestos-Varnished Cambric wires and cables permit higher current 
carrying capacities with the same conductor sizes or the same 
current carrying capacities with smaller conductor sizes. These wire 
Asbestos-VCE and cable products are ideal for installation near furnaces, 

ovens, boilers and in similar hot locations. 


STANDARD CONSTRUCTIONS 
Insulation Covering Conductor 
ALL-ASBESTOS Asbestos Asbestos braid, Solid, stranded, 
or without flexible copper 
covering or aluminum 


ASBESTOS-VC Asbestos and Asbestos Braid Solid, stranded, 
Varnished Cambric Cotton Braid flexible copper 
Asbestos and Lead Sheath or aluminum 
Gencaseal (polyviny! 
plastic) 


Whatever your wire or cable problem—only General Cable makes and 
can supply every type you need. For future electrical needs 
it pays to wire bigger when building new, wire bigger when re-wiring, 
too! See your courteous General Cable Representative today! 

BARE, WEATHERPROOF, INSULATED WIRES 


and CABLES FOR EVERY ELECTRICAL PURPOSE GEN ERAL CABLE CORPORATION 


420 Lexington Avenue, New York 17, New York « Sales Offices: Atlanta « Boston ¢ Buffalo 
Chicago « Cincinnati « Cleveland « Dallas « Detroit « Greensboro (N. C.) e« Houston e Indian 
apolis * Kansas City « Los Angeles ¢ Memphis « Milwaukee e Minneapolis e New York « Newark 
(N. J.) ¢ Philadelphia « Pittsburgh « Portland (Ore.) « Richmond (Va.) e Rochester (N. Y.) 
Rome (N.Y.) ¢ St. Louis ¢ San Francisco « Seattle « Syracuse « Tulsa « Washington, D. C 
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dd new / the oval-cover, flat-back Pylet 


The new “OR” series Pylets, with interchangeable features, will meet all 
electrical conduit fitting requirements for machinery wiring... 
plant maintenance... and new construction. 


Accurate, ferrous alloy casting. 

Tapered, machine cut threads. 

Large, flat back area, easily drilled for secure mounting. 
Roomy, smooth interior facilitates wire pulling. 
Well-rounded edges prevent wire damage. 
Self-retaining cover screws. 


Sold only through authorized distributors. 
Write for bulletin and names of distributors in your area. 


THE PYLE-NATIONAL COMPANY 


SINCE 1897 1352 North Kostner Avenue, Chicago 51, Illinois 


District Offices and Representatives in Principal Cities of the United States and Canada 
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HERE’S PROOF THAT ABOLITE 
SLOTTED NECK REFLECTORS 


STAY CLEANER, LONGER 


In an unbiased test an Abolite Slotted Neck Reflector and a non-vented fixture were 
installed side by side in the core department of the James B. Clow and Sons plant, 
Coshocton, Ohio, for a period of six months. Results of the test speak for themselves; 
the non-vented unit had a heavy deposit of dirt and grime, drastically reducing its 
illuminating value, while the Abolite Slotted Neck Reflector showed minimum dust 
deposit and lighting efficiency remained high. 

Slotted Neck Reflector design is an original Abolite idea that contributes greatly to 
lighting efficiency and economy. Heat from the lamp causes automatic air circulation 
around the lamp and through the vent slots to keep dust and grime on the move and 


prevent it from settling. Lamp and reflector stay cleaner up to twice as long. Lamp 
necks stay 40% cooler to provide maximum lamp life. 

Another Abolite first! “Whiter-than-white” all white lifetime 

Titanium porcelain enamel finish floods maximum light, is 


easier to clean. 


ABOLITE IS YOUR FIRST CHOICE FOR NEW IDEAS IN BETTER LIGHTING 


tHe JONES METAL PRODUCTS co. 


AB: LITE 
OL Ating DIVISION WEST LAFAYETTE, OHIO 
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i Esc. 


PRE-LUBRICATED WIRE HOLDER 


screws in without pilot hole 











Ordinary Wireholder Blackhawk E.S.C. Treated 


Won’t screw into hard wood without Screws into same hard wood — 
pilot hole. Lag-screw snaps under strain without drilling pilot hole 


Actually hard to believe, isn’t it? Yet every word is true 

The new Blackhawk E.S.C. treated wireholders screw into 

hard wood, without drilling pilot holes. The advantages 

to your customers are obvious — faster, easier installation on 

the job with never any problem of the lag-screw breaking 

The lubricating compound E.S.C. is permanent. It won’t melt 
FREE OFFER off in stock regardless of temperature or humidity 

Now, all Blackhawk wireholders are treated with E.S.C. You 
Try the amazing Blockhowk can te!l them by the coloration of the lag-screw. And because 
E.S.C. treated wireholder of their definite superiority over other wireholders, your 
yourself. Let your customers are going to specify only Blackhawk E.S.C. treated 
customers try it. Write 
te the eddress below once they know about them and use them. 
for o free sample. 





a 
lackhawk* Specify B-I when you buy! 
[agestries BLACKHAWK INDUSTRIES bubuque, towa 


- 
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What you 


EXACTLY 


OUR CUSTOMERS never have to alter a job to suit the fittings, when using Penn-Union. 
y You can supply them with EXACTLY RIGHT fittings . . . promptly. Below are some 


of the Penn-Union Vi-Tite Lugs you can order from stock (and there are many more). Any 


can be furnished with hex-head screws instead of socket screws. : 
PENN-UNION ELECTRIC CORPORATION « ERIE, PA. af 


1/7 











PENN-UNION 


; Penn-Union Electric Corporation + Erie, Pa. 





; Please send details of your complete line o 
Vi-Tite Lugs. 





| (Name) 


(Company) 


(Address) 























Every U.S. Rainbow V-Belt has 
its own built-in salesman 


THE FAMOUS 
EQUA-TENSIL 
CORD SECTION 


This unique “U.S.” development insures that 
each of the cords pulls its own share of the 
load—for full strength under all operating 
conditions. Known as the Equa-Tensil Cord 
Section, it constitutes a sales point no plant 
man interested in performance and 

long life can resist. 


U.S. Rainbow® belts have other strong 
selling points too: 


(1) They keep cool under constant stretch 
and return (because the top rubber 
cushion is in perfect engineering balance 
with the lower one). 


Inherent stretch is worked out beforehand 
in the factory, yet enough elasticity is 
retained to enable the V-Belt to take 

the heaviest shock loads. 


Straight sidewalls grip the grooves the 
full height of the belt, giving complete 
contact for greater non-slip pulling power. 


(4) Nationally advertised! 


Order from any of the 27 “‘U. S.”’ District 
Sales Offices or write address below. 


Sales for You— Satisfaction for the Customer! 
The U. S. Rainbow V-Belt line is complete. A nation- 7. 


wide chain of warehouses provides complete stocks. 





You, the distributor, also get ‘U.S.’ engineering help 
and sales aids. You need never lose out on a sale 
with U.S.Rainbow—AND your customers get product 





performance and top satisfaction. 





A COMPLETE DRIVE SERVICE 
MULTIPLE V-BELTS - F.H.P. V-BELTS + SHEAVES 
FLAT BELTS AND BELTING - SPECIAL PURPOSE BELTS 


Powerbar “TIMING” BELTS AND SHEAVES 


“U.S.” Research perfects it...“U. S.” Production builds it... U.S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting + Expansion Joints « Rubber-to-metal Products + Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings * Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber + Adhesives + Roll Coverings « Mats and Matting 
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Your Service is only as complete as your Parts Supply 


| Stick Up om 


FOR THE 


ARROW-HART 


LINE OF 


MAGNETIC STARTERS | 
and CONTACTORS 


A scarcity of parts can mean a scarcity of repeat 
business . . . because customers want to keep doing 
business only with a wholesaler who has the parts 
they want on hand when they want them. So check 
repeat business losses by checking your parts inven- 


Motor Starters and Contactors. Arrow-Hart has in stock 
— ready for immediate shipment — whatever parts you 
need . . . overloads, heaters, contacts, coils, auxiliary 
electrical interlocks, etc. Save time and money; simplify 
your ordering by filling all your starter and contactor 


tory now .. . starting with the A-H line of Magnetic needs through one order. 


ARC BAFFLE and 


CONTACTS CHUTE ASSEMBLY 


= HOOD . TERMINALS 


TR ee 


PROTECTIVE | 
| RELAYS and INTERCHANGE- | 
| ABLE HEATER ELEMENTS 


OVERLOAD AUXILIARY 


/ ELECTRICAL INTERLOCKS COIL RETAINING SLIDES 





sitll ms 


WRITE TODAY FOR A-H “MAGNETIC STARTERS AND CONTACTORS PARTS LIST’ AND 
“SECTION 15 OF CONDENSED CATALOG 11-A” — WHICH LIST ALL PARTS AND GIVES 
CATALOG NUMBERS, PRICES AND ALL OTHER NECESSARY ORDERING INFORMATION. 


INDUSTRIAL CONTROL DIVISION 


THE ARROW-HART « HEGEMAN ELECTRIC COMPANY 


103 HAWTHORN ST., HARTFORD G6, CONN. 


Offices, Sales Engineers and Warehouses: Atlanta. Boston Buffalo, Chicago, Cincinnati, Cleveland. Dallas. Detroit, Houston, indianapolis, Les Angeles, Milwaukee, Minneapolis, New York, 
Philadelphia, Pittsburgh, St. Louis, San Francisco. Canada: Arrow-Hart & Hegeman (Canada) Ltd. Mt. Dennis, Toronto, England: Arrow Electric Switches, Lid. Ealing, Londen WS. 


Quality MOTOR CONTROLS + WIRING DEVICES + ENCLOSED SWITCHES + APPLIANCE SWIT 
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A new high in Sales Appeal 
and Sales Promotion... 


NEW @ MO DECORATOR FIXTURES 





@ More beautiful than ever 

@ New Plastic Bubble Fixtures 

@ New easy to install Portables “W The new Moe Light Decorator line is loaded with 

@ The Effective Sales Approach sell. It’s the one line that blankets all the wants of 
of “Inspiration-Lighting”’' the big mass market. There’s a style to suit every 

@ All Out Promotion taste, a variety to meet every need, a price to fit 

@ Pricing That Assures Big Volume every budget. It’s a tremendous opportunity for 

Fall selling. 


tla bination of g |, localized and accent lighting) 


Millions will read about them and want them 


Over 19,000,000 consumers will see Moe Light fixtures 
prominently featured in the impressive SATURDAY 
EVENING POST “Showhouse” promotion—a hard hit- 
ting, full color, two page spread. 

In addition, over 35 million people will see a host of 
Moe Light ads in such purchase influencing publica- 
tions as LIFE, HOUSE AND GARDEN, BETTER 
HOMES AND GARDENS, HOUSE BEAUTIFUL, 
and others. You can be assured of increased demand, 


easier sales and bigger profits. 
*Prices slightly higher Denver and west 








MOE LIGHT, Fort Atkinson, Wisc., Dept. EL-1054 
Gentlemen: I am enclosing 10¢. Please send me folder 241 Get set for BIG fall sales sedi 
showing the complete line of Moe Light Decorator Fixtures. 


Name MOE LIGHT, Fort Atkinson, Wisconsin 
Address____ 7 (DIVISION OF THOMAS INDUSTRIES, INC.) 








City oe _Zone___ State Plants at Fort Atkinson and Sheboygan, Wisconsin, Princeton, Kentucky 
and Los Angeles, California Originators of Inspiration-Lighting 
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DURASHEATH, a real all-purpose cabk 


can be run buri d 





wverhead, in ducts 


. In one 
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New trend in industrial wiring: Neoprene jacketed cable 


Here’s a profitable item for you because users 
find this cable gives finest service, cuts upkeep 


A chemical plant in Texas uses 
ANACONDA Durasheath 
jacketed cable for power and lighting. 
\ plant in St. Louis does, too—another 
in Chicago. 


neoprene 


The practice of using versatile 
Durasheath for industrial wiring has 
caught on from coast to coast. Here 
now—is a great sales opportunity for you! 

These are its selling points: This cable 
costs little more to use than the cheapest 


good insurance 


cable users can buy —and than 


makes up this difference in long trouble 


more 


! 
tree service, lowe! maintenance costs 


Durasheath’s tough jacket is made of 
specially compounded neoprene. It 
shrugs off heat, 
fumes—and it takes rough handling in 


moisture, corrosive 
stride. As demand for electricity rises 
Durasheath provides added reliability. 


Industry engineers call Durasheath 


' 
and it is! 


Dur ishe ith Ome Ii | SIZE 
ind multipl conduct copper 
iluminum from 600 15,000 
Users can I auret ly in the 
verhead I! 
tinuous rul 
Want more information? See you 
conda Repres« ntative r write Anat 
Wire & Cablk Cor pany 
New York 4, N. ) 


urn 


Durasheath neoprene jacketed cable 


ANACONDA 





"EUREKA" he cried... 


Bob Brown 
. wholesaler's salesman 
. works closely with 
his contractor customers 
—is an ardent believer 
in good customer reiations. 


He enjoyed working with his contractor friends on their lighting jobs 

. .. felt a keen sense of pride when they initiated and sold lighting jobs. 

Although Bob always got the orders he wasn’t completely satisfied. 

He yearned for an opportunity to help his contractor customers 

win the recognition they so richly deserved for their efforts. 

“Afterall,” he often told his missus, 

“those boys are clever. They do a whale of a lot of slick engineering, 

and their lighting jobs are always first-class. 

They deserve a lot of credit.” 
One day Bob read about the Light's Diamond Jubilee LIGHTING COMPETITION FOR 
ELECTRICAL CONTRACTORS . . . which is intended to provide wide industry recognition for 
sales initiative and application of modern lighting technology by electrical 
contractors. “Eureka,” he cried, “this is what I've been looking for! 
$1350 in prizes — first prize winning entries published in Electrical Construction 
and Maintenance and 1000 reprints of the first prize winning entries published for the 
boys to use in local sales promotion.” 


Bob saw the Competition as a great opportunity for him to help his contractor 
customers win recognition 
.. and to expand his already good customer relations, 
so he used this coupon 
to send away for copies of the official rules brochure and entry forms. 


WHY DON’T YOU DO IT T00? RIGHT NOW! 


P.S. Bob carries his stock of rules brochures and entry forms 
with him. They make excellent conversation pieces. And when- 
ever he talks with a contractor who has done a good lighting 
job (regardless of size), Bob leaves a rules brochure and a 
few entry forms. Rumor has it that Bob’s interest has put him 
in solid with quite a few contractors whom he hadn’t been 
able to make the grade with before. It goes without saying 
that his regular customers think he’s the salt of the earth. 


Lighting Competition Chairman 
ELECTRICAL CONSTRUCTION AND MAINTENANCE 
330 West 42nd Street, New York 36, N. Y. 


Dear Sir: 

Please send me... copies of the Rules Brochure and 

Entry Forms for the Light's Diamond Jubilee LIGHTING COMPETI- 
TION FOR ELECTRICAL CONTRACTORS 


NAME 


ELECTRICAL 
CONSTRUCTION ©... 
AND MAINTENANCE ~ 


A McGRAW-HILL PUBLICATION 
330 WEST 42ND STREET, NEW YORK 36 





COMPANY 











.ckepetnameganeemenanneapendh 
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FIRE ALAR 


Few new homes offer fire protection—yet every buyer wants 
it! Now, with the new Edwards Home Fire Alarm, you can 


offer electrical contractors and home builders this powerful 
selling advantage as a permanent, built-in feature of new 
homes! It’s the first and only compact home fire alarm system 
. .. with transformer, bell, test button, smartly styled in one 


unit! Easy to install—demonstrate—sell! Made and guar 
anteed by Edwards, world leader in fire alarm equipment for 


schools, hospitals, industry . . . since 1872. 


NOW! OFFER FREEDOM FROM FEAR OF FIRE AS A PLUS SELLING POINT FOR BUILDERS! 








Strike a match... 
help close a sale! 


— 
| 


Here’s a simple demon- —on 
stration that rings the j -— 
bell with home builders , \| 
—home buyers! Light a ] r— Ari 
match. Hold it under a ; ° ——————————— 4} 

detector. In seconds, the One complete, well engineered unit! Alarm How it works wo self-contained, auto 
alarm bell sounds off! bell, tranformer, test button are mounted matic, foolpr« etectors oper 
Dramatic proof that and wired together on sub-plate for 140° I ceiling-installed in furnace room 
Edwards Home Fire mounting in standard 3-gang sectional storage area, any “hazard” location. UI 
Alarm offers protection : gem box. Detector circuit only requires listed. Additional detectors available, easily 
—permanent, automatic low-cost, easily installed bell wire. No idded to system. Decorative aluminum 
—against fire. Sell it as maintenance, no servicing plate covers equipment, fits flush into wall 
a $20 feature that helps 

sell a $10,000 home! 


| 


Edwards Home Fire Alarm. Catalog EDWARDS COMPANY, INC. DEPT. EW-10 
No. F-100. Two detectors, self-con NORWALK, CONNECTICUT 
tained signal unit. List $19.95. Mail Gentlemen: Please send me 
coupon for illustrated literature the Edwards H 


Nome 


WARDS NORWALK, CONNECTICUT | 3.” 


IN CANADA: OWEN SOUND, ONT City 
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...and so is Baw of electrical wiring devices, if that Ling is LEVITON! 


You don’t need a lot of catalogs, brochures and a warehouse filled with a dozen different 
brands of wiring devices when you carry Leviton’s complete line of electrical wiring 
devices. Nearly half a century of specialization has given this company manufacturing 
“know-how”. Constant research for new devices and modification of older ones enables 
Leviton to bring you the best possible design and construction features—products 

of truly superior quality. And prices are kept down, allowing you a reasonable profit margin. 
Further, by maintaining this line, you can save on overhead, keep operating costs 

to an absolute minimum ...in short, streamline your business! 


Carry the most complete line of electrical wiring devices in the country—the Leviton line. 
For details and prices, phone or write today. Remember, it only takes one line 
to do the joband... 


Your best sols are done with... i Ew e To ong 


LEVITON MANUFACTURING COMPANY - BROOKLYN 22, N. Y. 
Chicago, Los Angeles * Leviton (Canada) Limited, Montreal 
For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORPORATION 


—|\G~l a! @ g-|2| 3 
«rms : > és, 


5301 Heavy Duty LEV-0-LET Porcelain Quickwire Switches 5000 Line Range Receptacie LEV -0-LOCK 20 Amp Polarized Receptacles 
Switches Devices Receptacles and Receptacles Switches and Receptacles and Range Cord Set Devices Caps, Connectors 
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AMAZING NEW 
CABLE STAPLES 


provide up to 67% greater 
holding power .. . keep 
cable installations up and safe. 


New Titchener ‘‘Hold-Tite’’ Cable Staples have barbed edges 
which grip the wood and hold firmly. So firmly that laboratory 
tensile machine tests show readings up to 67% greater holding 
power over same size ordinary staples. 


Hold-Tite Staples Keep Cables Up and Safe. 
Ordinary cable staples often drop out or pull out after they 
have been in place a few days. This lets the cable sag. Sagging 
cables are dangerous. Your customers can use Hold-Tites to 
make sure their installations of metallic and non-metallic flex- 
ible cable will stay up the way they put them up. No pull-outs 
No sloppy, dangerous sagging cables to cause trouble and cus 
tomer complaints. 


Will Not Bend Out of Shape! Hold-Tite Staples Hold-Tites” really hold tight. This 220 Ib. man 
are made of special analysis steel which doesn't is completely suspended from a No. 204 Hold 


; } Tite Staple. Further proof of the terrific holding 
bend or deform, even when pounded into hard 
power provided by barbs on staple edges 


ES eee 


go in easily. 
E. H. Titchener & Co. 


ine. Hold-Tites are available in six 
A Cuapete tins, Ho ans one enuree 101 Clinton St., Binghamton, N.Y. 


sizes. Four sizes in flat wire type (7¢”, 1”, 

114”, 134” inside length), two sizes in round Send full information on prices, discounts, etc. Also, 

wire, E-Z Drive type (1”, 114” inside length send me a box of samples for my own examination. | 
want the flat wire type, round wire, flat-top 
type. Size 


| 
| 
| 
“ | 
TITCHENER = et 
t 2 4 Name | 
ee Get Free Samples! Title | 
— A free box of 25 Hold-Tite | 

| 


| ¥ 
Ss T A P E Ss Staples is yours for the asking. ry 


Address 
City 


“WON'T PULL OUT’’ Just fill in and mail the coupon. 
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dependa e heavy steel wire 
® \\ lectrically welded 
Cc e 
MSGILL lamp guards 


Here are two of the many McGill portable lamp 
guards that will withstand the hard wear and abuse 
of heavy industrial use. McGill 7000 and 650 series 
lamp guards last many times longer than ordinary 
guards because of exclusive design, heavier and 
better quality material and superior workmanship. 
These models have pliable molded rubber handles 
and extra heavy steel wire cages that are electrically 
welded for strength and zine plated with chrome 
finish to remain clean and bright for years. Sockets 
are 660 watt 250 volt, either plain or waterproof. 
Such extras as cord seals, larger hooks and No-Rol 
ears to prevent cage rolling add to the safety and 
convenience of using dependable McGill portable 


lamp guards. 


proven dependable 
® 


Cctiaeins wevetler switch 
rubber hook i — 4 


Nees 








Model 7000-SR with Rubber 
Handle, Reflector and Levolier 
Mi Switch. 
Model 650-SR with Curved 
Rubber Handle. This exclusive 
handle design permits hanging 
portable cage down so that light 
is free from any possible handle 
obstruction. 


Model 5000-SR Model 5025-SLRG Model 2006 Model 5500-SRG 
Convenience Outlet, Grounded Vaporproof Guard. Grounded, No Outlet, 
Reflector and Switch, Concentrating Lens. Closed End Cage. 


ye | 


Send for the new McGill Catalog No. 49-A 
describing the complete line of McGill C ® 
Lamp Guards, Sockets and Switches. - 
McGILL MANUFACTURING COMPANY, INC. electrical specialties 
250 N. Campbell St., Valparaiso, Indiana 
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NEWS FOR THE INDUSTRY 





Oakes Takes 
AW Lead 


HOLYOKE, MASS.—In a meeting 
held early in the summer by the Oakes 
Electrical Supply Co., a committee of 
three utility men, from different com- 
panies, and one wholesaler, began to 
formulate plans on an Adequate Wir- 
ing program and organization for 
western Massachusetts. 

John M. Newton, Sr., president of 
Oakes Electrical Supply, spoke on the 
subject, “More Power Ten Years 
Hence.” Some 17 nearby top utility 
men were present at the meeting, 
whose purpose was to explain how to 
use the ever increasing capacity the 
utilities were planning to generate 
Would the volume of new construc- 
tion have enough electrical capacity 
built into it to handle the growing 
use of appliances, was another prob- 
lem posed at the meeting held in the 
Oakes conference room 

The distributor also sought to boost 
its home community and attest to the 
good business health of New England 
Mr. Newton remarked that, “. . . per- 
haps we talk too loud and too long 
about the textile industry moving 
South.” In support of his remarks Mr 
Newton cited building permits and 
Dodge Reports for New England a 
a good indication of the area's eco 
nomic growth. 

Joining the 17 utility representatives 
were ten men from the Oakes com 
pany. In his talk Mr. Newton said that 
new construction called for the wiring 
of more and larger motors, more and 
better lighting, more electric clocks, 
water heating, clothes drying and more 
electric house heating. All these items, 
he reminded the utility men, as well as 
his own sales force, take conduit and 
fittings, wire and cable, safety switches, 
circuit breaker, receptacles, fuses and 
other electrical equipment items. 

“You are going to be able to gener- 
ate and hope to sell double the power 
in the next ten years,” Mr. Newton 
stated. He stressed that if all concerned 
would talk up and try to sell the good 
job of adequate wiring, “no one will 
be interested in the ten cent job.” 

John M. Newton, Jr., spoke on 
what the wiring program meant to 
not only those directly connected with 
the electrical industry, but such indi- 
rect, but necessary, businesses includ- 

(Continued on Page 109) 
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WHOLESALERS AND UTILITY management men se after a luncheon 
party given by Oakes Electrical Supply Co. An upsh f the meeting wa 
that a committee consisting of three utility men, from different companie 

and one wholesaler, were appointed to work for Wiring or 
ganization in western Massachusetts. President 

sixth from left in the second row 


MINK STOLES ARE MODELED by salesmen 

ner of the J A. Williams C mpany Pitts! 

ing its 55th year of business. A total of 48 al 
wife “‘Victors’ Vacation trips to New York 

and Europe breaks tradition with the annual Septen 
for the wholesale salesmen. Contests between th 
eral lines division are an every year event witt 
'54 activity features the same substantial cash prize 


tives of the vacations and mink stole 





*AS WE GO TO PRESS 





Arthur W. Hooper Named 
Executive Director of NAED 


Arthur W. Hooper, editor of ELECTRICAL WHOLESALING since 
1952, is leaving the publication to become executive director of 
the National Association of Electrical Distributors, succeeding 
the late Charles G. Pyle, Sr. In announcing Mr. Hooper's ap- 
pointment, Lester E. Barrett, NAED president, said, “He 
possesses the vision, diplomacy, aggressiveness and virility the 
post of executive director of NAED requires.’ George Ganzen- 
muller, managing editor of ELECTRICAL WHOLESALING since 
1952, has been named executive editor and will have direct 
responsibility for editorial operation of the magazine. 




















THE DOOR 


iS ALWAYS 


OPEN 


PRE 
ff * 


ae ee Ses 


, 


SO Reef 


Beg 


a 





- 
> 


he ; 
Qs 


is 








TO THE MAN WHO SELLS 


ROCKGESTOS 


AND CABLE 


Ave 


(N.E.C. TYPE AVA) 


Practically everywhere you look, there’s a pros- 
pect for Rockbestos Wires and Cables. In Steel 
Mills, Coal Mines, Manufacturing Plants, Com- 
mercial and Industrial Buildings. 


Wherever there’s a “hot spot’, A.V.C. is 
needed to assure safe, dependable service. Or 
corrosive fumes, oil and grease — A.V.C. is built 
to take it. Or a capacity shortage — A.V.C. car- 
ries from 30 to 50% more current, size for size 


... lets you increase capacity without increasing 
cable size. Saves customers the cost of buying 
and installing new conduit. 


And the door is always open in these plants to 
the man who sells Rockbestos. Prospects know 
the name Rockbestos as the first company to 
make asbestos insulated wires . . . the only com- 
pany that specializes in solving their difficult 
wiring problems. 


ROCKBESTOS prRopuctTs CORP. 


Outer Felted 
Asbestos Wall 


Varnished 
Cambric 


Inner Felted 
Asbestos Wall 


NEW HAVEN 


4. 


CONNECTICUT 


NEW YORK « CLEVELAND « DETROIT « CHICAGO 


PITTSBURGH « ST.LOUIS * LOS ANGELES « NEW ORLEANS 


OAKLAND, CALIFORNIA « SEATTLE 
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ing realtors, banks, landlords. John M 
Turnbull, told why he felt the Na- 
tional Electrical Code fell short of 
achieving wiring adequacy in the na- 
tion’s building. 


Distributor Conference 
Held At Nela Park 


CLEVELAND, OHIO — The first 
annual Home Lighting Fixture Dis- 
tributors Conference to be held any- 
where took place September 9 and 10 
at the General Electric Lighting Insti- 
tute in Nela Park. 

Forty-three representatives from 36 
firms in the electrical wholesaling field 
attended the two-day conference. The 
talks were held, it was explained, “in 
view of the demand which had been 
created for ‘Light for Living Through 
Light Conditioning’.” The chief objec- 
tive was to help the electrical trade, 
particularly the distributors, to make 
the most of an unusual opportunity 


prabphewagi a 14 «ngage ond k (1) installation of public address, intercom and 


sound systems 

(2) production, maintenance and repair of elec- 
Highlighting the program were talks ‘tronic eauipment 

and an open-forum discussion con- 


dise light conditioning at the point 
of sale. 


ducted by speakers including: Harry It's easy — and you have mo investment! Alpha 
2 er Te ‘ aP eae. backs you with the GREATEST NUMBER of IN 
Berken, Central Queens Electric Supply STOCK wire items in the industry . . . no order 
Corp., Jamaica, N. Y.; Charles Thoma, too large or too small . . . shipment within 24 
Virginian Electric, Inc., Charleston, hours . . . drop shipments if required . . . special 
W. Va.; Ed Anixter, Englewood Elec- wire constructions Sak EVERY ITEM you need to 
tric Supply Co., Chicago; Halsey Dick- penetrate this lucrative electronic market. 
son, Leidy Electric Co., Phillipsburg, 
N. J.; and A. M. Tischendorf, Niagara 
Mohawk Power Co. 

Halsey Dickson suggested the crea- 
tion of a “task force” charged with the Write now for your 28-page Alpha 
responsibility of carrying on with Electrical Wholesaler Catalog 
progress made at this annual meeting EW-10, which includes your 

cost sheet. 
Square D Strike Settled; 
Lasted 108 Days © 785 wire items 

DETROIT, MICH.—Square D Com 
pany and union negotiators agreed to 
a settlement of the strike on Septem- e complete easy-to-read 
ber 29. The work stoppage lasted 108 specs 
days and was marked by violence and 


e 56 illustrations 


@ unique Item 


—— Identification Chart 


The union involved in the strike 
was Local 957, Independent, United 
Electrical Workers. 

The Federal Bureau of Investigation 
had moved in to investigate the strike 
on September 21 after Communist lit- 
erature had been found in an automo- 


First in Quality Wire for over 30 years 


bile in which five men were arrested A 
The CIO United Auto Workers had IW 
proposed an arbitration program a few IK A L 2 co 4 P. 
days before the strike ended. That = 


union was not directly involved in the 430 BROADWAY, NEW YORK 13, N. Y. 


dispute 
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SPEAKING OF SELLING 





By J. Warren Jeffries 
Mill-Power Supply Co. 


How | Do Love That Game 


M Y name is Jeff Francis Sorrelle Edwards; that’s what my Ma named 
me. Some folks call me other names. I'm a drummer. Sometimes re- 
ferred to by my bossman as a Super Salesman, and I'd like to give 
you my idear on how to sell. 

Now, I ain't braggin but I gor it all figured out—this here thing 
of sellin. A lot of fellows have different ways of sellin. Arch Black, 
he’s a brother peddler, sells with samples. Rastus Fellow, another one, 
with his magic tricks and pictures of beautiful women; then, there's 
others that tell them dirty jokes and some by playing that game (where 
you chase a little whité ball) called golf. Now that last one is not bad 
—if 1 know’d how to play. But what I do—and here it is—I play 
checkers with my customers! I always tote a checkerboard with me. 
Now, I ain't the best checker player in this world, but how I do love 
that game. It wern’t exactly my idear—though I like to take credit for 
it. You ain't never met my boss, but that’s the way he got his job. 
Now this is my approach—you may want to vary it—but, when I 
go up to one of them purchasin agent’s doors—I don’t throw my hat 
in—I throw my checkerboard in. If it’s not throwed out, then I enter 
and say “Good Mawning” (I always say that even if it’s snowing and 
thunderin’ outside at the same time). 

Then, I get to the point with “You don’t know nobuddy who don’t 
want to play checkers, do you?” When I see that big smile, then | 
know he’s in for “easy pickin,” as us sharecroppers used to say. 


Then perlite like, I ask “Red or Black”? Then we starts to play, and 
I'd like to poke this in rite here—don’t ever jump three or four of his 
checkers when you can jump only one—and if you should ever get 
in the embarass’n position of hav'in six checkers left to your cus- 
tomer’s two—here’s where the art comes in—manuver around to let 
him jump all six of yours at one time; that’s impressive, and that 
oughta get the order. Let me tell you—that’s sellin! 

There's not but one thing wrong with it. Last year I lost 40 pounds— 
I didn’t eat reglar. My wife left me—said the kids were always hungry 
too. But, my motto is “stick with that checkerboard.” Sleep with it— 
it's better’n sleepin alone. 

If any of my compediters should ever read this—don’t be “copy cats”. 
Be fair and think of somethin yourself. Don’t carry a checkboard, why 
not take a pool table? 





Do you have something to say about selling—any phase of it? If you 
do, we invite you to put it down in writing and send it to ELECTRI- 
CAL WHOLESALING, 330 W. 42nd St., New York 36, N. Y. Don’t 
write more than 650 words, less than 500. If we accept your piece, 
we'll pay you $15. P.S. Send along one of your latest pictures, too. 


THIS 





FEATURING 
YOUR HOUSE 





AND YOUR 
SERVICES 





TO YOUR 
CUSTOMERS 











This is the second of a series of adver- 
tisements featuring you—the T&B 
Distributor—and your services. Here’s 
graphic evidence of the pledge of 
support we offer ycu as part of the 
T&B PLAN. Trade magazines in 
which this ad appears will be circu- 
lated to more than 45,000 of your 
customers including: 25,000 electri- 
cal contractors, 10,000 plant engi- 
neers and electricians, and 10,000 
purchasing agents in key manufactur- 
ing plants across the nation. 

Through advertisements of this 
type, T&B will continue to broadcast 
to the user, the value of the many 
services performed by you, the T&B 
Distributor. 


ye eK, 


N. J. MacDonald 
Vice President 


THE 
THOMAS & BETTS CO, 


Incorporated 
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20 Butler Street, Elizabeth 1, New Jersey 
INCORPORATED Thomas & Betts Ltd., Montreal, P.Q. Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 


ENGINEERED 1427 
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Type SE-U 
Entrance Cable 


Type RR 
Direct Burial 


Type RH 
Building Wire 


nets ee 
COLLYER line... 


... Wires and cables of customer- 


satisfying quality. Send for 
samples and price information. 


Collyer 


COLLYER INSULATED WIRE CO., 245 Roosevelt Avenue, Pawtucket, Rhode Island 


112 








Crusade for Confidence 
(Continued from page 45) 





lived through this era of shortage. 
eOut the Window—Product identi- 
fication and pride of selling a product 
have gone completely out the window 
By that I mean name identification 
and the spending of money by dis- 
tributors to promote that name identi- 
fication has disappeared. The prime 
reason being that these salesmen that 
have been calling on these purchasing 
agents for the past 10 years have only 
been interested in procuring materials 
for the purchasing agent involved. It 
was not a question of whose material 
it was; it was a question of what 
material and where could he get it 
Price wasn't a factor. These purchasing 
agents had no desire for name prod- 
ucts. They knew no background of 
what it meant to procure products 
that were backed-up by reputable con- 
cerns. They didn’t recognize nor re- 
spect the selling that was done by a 
manufacturer or distributor. The main 
thing was to get the goods. 

What do they hear now from these 
purchasers? One thing: “What is the 
price?” All the ideas of basic selling 
for 12 years were scrapped. Ninety 
per cent of your sales force which was 
operating during those 12 years prob- 
ably never heard of pride in product 
Therefore, today the only thing that 
is uppermost in the salesman’s mind 
when he is confronted by a customer 
is price 

Haven't we lost sight of the most 
important item in so far as our sales 
force is concerned, that is, educating 
them to what we sell, whose material 
we sell, and why we sell it. If we 
haven't done that, can we criticize 
them too drastically? If we have been 
doing no more than meeting the price 
that these salesmen bring in, then I 
say all of us as executives, as leaders, 
as people who are responsible are the 
ones to be criticized rather than the 
salesmen. I compare this whole prob- 
lem to a large river that cannot be 
controlled by one large dam, but that 
can be controlled by a series of small 
dams which in turn create enough re- 
sistance to make it manageable. 

e Courage to Say ‘“No’’—Unless we, 
as leaders, constantly build up through 
the educating of our sales force the 
necessary obstructions against the ma- 
jor ills that confront us today, we will 
only continue to have something con- 
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® * 
fronting us that will always remain Th LARK 
completely unmanageable. These ed- p ine now inc ( es 
Rene 


ucational obstructions that I recom 
mend be built constantly have a tre- 
mendous amount to do with confidence 
and pride and respect and the courage 
tO Say, “No.” 
There was plenty of warning that 
our sales force had to get into con 
dition for competitive selling. Most 
of us realized that tais might be pain rN ealaule In 
ful. Certainly it required giving up < 
comfortable habits. Despite the warn ’ 
ings, many firms still are foundering ELECTRIC SWITCH DIVISION 
trying to serve the market with a pre — “2 
World I approach 
You have noticed that I have re : General Purpose Switches 
ferred to this matter of confidence not 
by addressing it in terms of you but 


rather us. Because, I believe sincerely Fuse Pullout Main-Range-Lighting 
Combinations 


Fuse Pullout Service Entrance Switches 


that the elimination of present prop 
lems in the wholesale distribution of ; Door Pullout Service Entrance Switches 





goods requires the same exhibition of ; 
« ] Toggle Type Service Entrance Switches 


confidence by the manufacturers as by 
Fuse Cabinets and Branch Circuit 


the wholesaler. If we, as manufacturers 
Attachments 


did not believe in the economies pos 
sible through wholesale distribution 
we would not channel our products + J Outdoor Service Entrance Switches 
along that system. But I will admit 


Outdoor Safety Switches 


Fused Lighting Panelboards 
frankly, we, too, must do more than 


believe in it—we must demonstrate 
confidence in your operation. I think Magnette Circuit Breaker Panelboards 


Dead Front Distribution Panels 


e alre: hat thi nfidenc« 
you can see already th s confidenc Quichiog “Do-ien” Ponsibesrds 
isa two-way street 
e Who'll Do the Separating 


a year ago we all heard or read state 


About : 4 Nofuze Lighting Panelboards 


ments that claimed the economic pe 

riod we aa now "ek vet would The manufacturing facilities of the American Electric Switch 
separate the men rom tne 2»0YS In . : 

eparate Corporation have been acquired by the Clark Controller Com- 


business. It might be more accurate to dA i § Clarl 
: any, an merican is now a div 
suggest that the men—not the economy ore . ivision © ark. 


; cet—wi arate them : 
or the market—will separate the The integration of these two organizations, each with more than 
selves from the boys ; : 
; 25 years experience in the manufacture of high quality elec- 
trical products, combines a wealth of engineering know-how, 
production and service facilities. American equipment now 


becomes an important part of the Clark line. 


We all know from early experience 
in establishing our businesses that we 
need customers who respect our ability 
to supply their demand in a manner 
that will benefit and bring credit to 
both buyer and seller. We need a cru- 
sade to command again the respect 


Increased Availability 


j ‘ nities and our cus- f 
of our communitie ‘ Large factory stocks, complete stocks in strategically located 
tomers. h ie E 

‘ll al b bl warehouses, plus stock on shelves of distributors throughout 
sre will always be problems pop- id al , 

_There aabea heen P POF the country, now assure availability of this equipment for fast, 

ping up in the trade channel carrying a é 

; efficient delivery. 
goods from manufacturer through the 
wholesale distributor to a customer. ate to Olenatt 
The wholesale firm that can point and ofe fo Distributors: 

P . . - This announcement to your customers 
will constantly point with confidence maten Clediedhanneients aneuleh eaten 
to its efficient execution of all basic ee ay ng 
functions is in a strong position to meee ee ee = you to handle 


command attention from both sup 0 


pliers and customers /he CLARK (3) CONTROLLER Company 


We need a crusade of self analysis 
ENGINEERED 


in order to build a stronger position mnstenten Ghienen - 1146 E. 152M ST., CLEVELAND 10, OHIO 


for the electrical wholesale distributor 
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Your Salesmen Know 


Forcelain Poducts 
7) 


Wireholders . 
ll Best! 


1980 
1933 i 1927 
Popular One-piece 
Light Duty i screw and 
Size bail. 


Copper-bail 
reinforced. 
Round Base. 

1931 

Tough 

Heavy Duty 


1982 
Copper-bail 
reinforced. 
Oval Base. 


1986 
Steel-boait 
reinforced. 
Rigid screw. 


1929 
Popular 
Standard Duty Size 


4 Size 
A 


LL PORCELAIN 


1984 

Steel-bail 
reinforced. 
Screw-assembled 
“Semi-Fioat” action. 


METAL REINFORCED 


45 STYLES AND SIZES TO CHOOSE FROM 


The best and broadest line 
boosts volume — profits! 





Your customers get what they 
in Porcelain Products’ 
and 


sizes to choose from! Quality, 


want, 
wireholders—45__ styles 
too—sharp, clean threads, that 
speed installation — large, 


smooth wire-ways that protect 


ELECTRICAL PORCELAIN SINCE 


conductors. A name that sells! 
All this at low cost! 

Accepted everywhere, known 
everywhere! You profit from 
the value of the old established 
name—Porcelain Products, 


Inc. A good name is priceless, 


1894 


inCc-—— 


Porcelain Products, luc. 


FINDLAY, OHIO 


There is and always will be room 

for improvement in our sales effort. 
But, above all else, we must first have 
confidence in our men, the materials 
they sell and our firm's ability to do its 
job efficiently. In planning this crusade 
for confidence, let’s not overlook the 
life blood—the salesman. 
e No Sugar-Coated Pill—It hardly 
seems necessary for me to remind you 
that all of us in the electrical industry 
have a lot at stake in finding a sound 
solution to the current ills of the in- 
dustry. However, I sincerely believe 
that the solution will not be found in 
a sugar-coated pill that will act as a 
cure-all. Nor do I believe that a stand- 
ardized ready-made plan can be found 
to put this industry on a “royal road 
to success.” 

But I do believe we will all make 
more and better progress if we will 
first regain confidence and then use 
our brains and initiative to meet cur- 
rent day conditions. There is still no 
substitute in business for courage, hard 
work and common business honesty. 

It is only through the full use of our 
native intelligence and good will that 
we can survive and make progress. 
That we must make progress goes 
without saying—-for the man that 
doesn't go forward slips backwards, 
sometimes at an alarming rate. 

Much study and research is being 
devoted to analyzing distribution in 
terms of its ability to serve mass pro- 
duction. This is the time for full-func- 
tioning wholesalers to strengthen their 
position and speak with new confi- 
dence about the contribution they 
make to our economy. 

I suggest the first step to be taken 
in correcting the short-circuit in our 
business is a return to a confident at- 
titude toward our business, toward our 
functions and toward gaining courage 
and the ability to have guts in selling. 





BLINDFOLD TEST for disassembling 
is performed by model Gwen 
Lake Michigan Club 
on page 61. 


starter 
Sheppard at 
meeting. See story 
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Christmas Lighting 
(Continued from page 55) 





year after year until today it comprises 
about 25 per cent of the Christmas 
lighting market. 

Another trend the dealer will be 

interested in is the high rate of family 
formation and the bumper crop of 
babies. He'll be more interested, of 
course, when you tell him that means 
more houses to light up and more 
children to provide the basic reason 
for doing so. Some say that, without 
children, the Christmas spirit of gay 
decorations—Santa and his reindeer, 
manger scenes, Christmas trees and 
outdoor lighting—would be almost nil 
were it not for the fact that the home- 
owner population of the United States 
are all little children at heart when it 
comes to Christmas. 
e He Listens—Now the dealer be- 
comes interested. You've got him in 
a corner because he can’t refute the 
logic of your salesmanship. But then 
he tries to back out by throwing an- 
other objection your way. “I'd like 
to buy now,” he hays, “but I just don’t 
have the room to store the order.” 

If that’s his trouble, what’s to stop 
him from taking enough Christmas 
merchandise to set up a display in his 
own showroom or in his window? It's 
never too early to jump the gun on 
Christmas. A seasonal display like that, 
set up around the early part of Novem- 
ber might evoke some small banter 
from customers about rushing the sea- 
son, but Christmas has a way of creep- 
ing up at a hare’s pace. If the dealer 
doesn’t think so, just ask him when he 
started his own personal Christmas 
shopping for his family last year. He'll 
probably tell you that he didn’t get 
around to it until the very last week 
and the reason for it was that the time 
flew by so quickly he didn’t realize it 

Setting up a display of Christmas 
lighting merchandise early enough in 
the season accomplishes two things 
for the dealer. First, it ties in nicely 
with the manufacturer's local and na- 
tional advertising at a time when em- 
phasis is so very much a part of his 
over-all promotion. The ads at that 
time will be increasing in intensity, 
and the sooner the customer has the 





opportunity to inspect the Christmas 
merchandise first hand the better will | 
be the dealer’s chances to move them 
out of stock. 

Second, it gives the dealer the op- 
portunity, well in advance, to get an 
idea of what will be a fast mover and 
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“ FLAME-PROOF — Bronco 60 Certified bears 


the flame-proof approval number P116BM of 
the United States and Pennsylvania Bureaus 


of Mines. 
PROOF OF CONTENTS — Jacket is certified 


by a registered professional engineer to con- 
tain not less than 60% Neoprene by weight. 


PROOF IS BRANDED—*...60°% Neoprene 
by weight...” is vulcanized into the jacket 
along with type, size, number of conductors, 
voltage, and “P116BM” every two feet. 
OIL-PROOF — The rich Neoprene jacket of 
Bronco 60 Certified will not swell and crack 
when doused in oil. 

OZONE-PROOF — Around electric motors 
and generators Bronco 60 Certified resists at- 
tack of ozone. 

SUN-PROOF — Rays of the sun can’t break it 
down. In fact, Bronco 60 Certified is proof 
against all of rubber’s natural enemies. 


Sold nationally only through leading Electrical Wholesale Distributors 


PietiSOMUPUG iam liasaim §=6LOS ANGELES 58, CALIF. 





For Increased Fan Sales 
Offer the Big “‘Buffalo’’ Line 


NV-BREEZOS .. . Quiet, Efficient, Sturdy! 


Contractors, dealers, wholesalers are enjoying bumper sales, and pleas- 
ing many more customers with these versatile propeller fans! Low in 
first cost, quiet, and very durable, NV-BREEZOS are easily installed 
in walls for free air delivery—or can be used efficiently against up to 


14,” system pressures. 8”, 


Bulletin 3865. 


BREEZ-AIR .. . The 
Attic Fan In Top Demand 


Now’s the time to get set for the 
thousands of home owners in your 
area who are top prospects for cool 
comfort on those hot nights! Better 
write today for our price and in- 
stallation sheet FM-20 on the com- 
pletely NEW Breez-Air. In 24”, 
30”, 36”, 42”, 48” and 54” sizes to 
suit every installation, they are the 
finest and most efficient fans in 
the long Breez-Air history! 


12”, 16”, 18”, 20”, and 24” 


sizes. Write for 


BELT-AIR ... The Big-Job Fan 


At Propeller Fan Prices 





Not only is the new Belt-Air im- 
proved in quietness and perfor- 
mance, its size range is increased to 
include 24” to 120” fans—for jobs 
up to 250,000 cfm! And, like the 
NV-Breezo line, it is available in a 
variety of protective coatings for 
special fume exhausting applica- 
tions. Write for all the details on 
these husky, quiet, EASILY in- 
stalled fans which can greatly in- 
crease your range of satisfied cus- 
tomers—and your sales. Don’t 
delay. Write today! 


BUFFALO FORGE COMPANY 


214 Mortimer St. 


Buffalo, New York 


PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 


Panel Breezo Fans 
Breez-Air Attic Fans 


116 


Belted Vent Sets 
“L” Breezo Fans 


Belt-Air Fans 
“NV” Breezo Fans 


what won't, merely by observing his 
customers’ reactions to the various 
pieces of decorative and lighting mate- 
rials he has on display. It will certainly 
guide him in the ordering of Christmas 
products from you in the very near 
future 

There are many more ways in which 
to get the dealer interested in early 
delivery of Christmas lighting—meth- 
ods which you personally feel will 
stimulate action on his part. But in 
all your contact with him it would 
be wise to keep in mind the basic 
argument of early buying for this 
shortest of all selling periods—*Pro- 
tect yourself—it’s later than you 


think.” 





NEWS 


(Continued from page 107) 











Baldwin-Hall Moves 
To New Quarters 


POTSDAM, N.Y.—A 60 by 160 
foot building is being constructed in 
the western outskirts of this town to 
house the new headquarters of Bald- 
win-Hall Co., Inc. At one time the firm 
was located in Syracuse 

Baldwin-Hall moved to Potsdam in 
September, 1953. It had been situated 
at 52 Market St. The one-story build- 
ing includes offices and warehouse. 


Room Air Conditioner 
Power Factors 


WASHINGTON, D. C.—Inter-in- 
dustry accord on recommended mini- 
mum factors for room air conditioners 
has been reached with the release of a 
report by the Joint Committee on Air- 
Conditioning and Refrigerating Equip- 
ment. The report establishes recom- 
mended minimum power factor values 
based on unit size, calling for a mini- 
mum of 75 per cent for 4% hp. room 
air conditioners, 80 per cent for 2 hp. 
units and 85 per cent for %4 hp. and 
larger. Power factors are to be meas- 
ured at Underwriters Laboratories max- 
imum normal load test conditions— 
104° F db and 80° F wb on both sides 
of the unit and 120,208 or 240 volts 
depending on the unit voltage rating ) 
at the unit service connection. These 
minimums are to be 
with the 1956 


recommended 
effective starting 
models 

The Joint Committee is composed 
of representatives from the Air-Con- 
ditioning and Refrigeration Institute, 
the Edison Electric Institute, and the 
Nat'l Electrical Manufacturers Assn. 
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W. D. Steele Resigns 
As Benjamin President 

DES PLAINES, ILL—Walter D 
Steele tendered his resignation as pre 
ident of the Benjamin Electric Manu 





facturing Co. at a meeting of the | 


board of directors in September. Hoyt 
P. Steele has been elected to the presi 
dency. Walter D. Steele, with his res 
ignation, ended 60 years service in the 
electrical industry. 





Other new officers are: C. F. W 


Alfvin, vice president and treasurer; 


R. Allen Benjamin, secretary; J. H 
Fall Ill, vice president and general 
sales manager; George A. Hamm, con- 
troller and 


assistant secretary; 


G. Klingel, assistant treasurer; James | 


R. Chambers, sales promotion and ad 
vertising manager 


Marcus Moves Operations 
RAHWAY, N. J.—Marcus Trans- 


former Co. 
turing operations to an enlarged plant 


has transferred manufac 


in this city. The move consolidates | 


under one roof the operation of two 
former plants in Hillside, N. J. The 


office area has been tripled and the | 


erection of another building within 
six months, for additional manufactur- 


ing and storage facilities, has been 


planned 


Graybar Appoints 
Operating Managers 


NEW YORK, N.Y.—According to 
an announcement made by W. E. 
Henges, Graybar Electric Co., Inc., 
president, the following appointments 
have been made. 

H. D. Epps is the new district op 
erating manager at Pittsburgh. He 
started with Graybar in 1930 as a 
bookkeeper at Atlanta. He rose from 
the positions of voucher clerk, assist- 
ant accountant, head of stock main- 
tenance, becoming operating manager 
at Miami in August, 1944. Receiving 
the title of district supervisor of train- 
ing, Mr. Epps was at Jacksonville 
from July, 1949 until March, 1953, at 
which time he returned to his former 
position at Miami. He served in that 
capacity until his Pittsburgh appoint- 
ment. 

C. A. Rettenmayer is district operat- 
ing manager at Minneapolis, replacing 
A. C. Wehman, who has retired. Mr 
Rettenmayer started as a selector at 
Dallas in July, 1925. He advanced to 
office salesman six months later. Mr 
Rettenmayer has held the positions of 
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Miss 
Mary Asping, assistant secretary; Fred | 
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It’s Locked For Sure 
.. . When It’s “Eagalok” 


New Eagalock devices designed to lock easily, and once 
locked, will not disconnect under severest shock or vibra- 
tion conditions. Continuous flow of electricity saves Time 


and Money. 


EPTACLES BRASS SOCKETS 





/ 











EAGALOK ARMORED DEVICES 
With Cord Clamps 
INTERCHANGEABLE WITH ALL 
STANDARD LOCKING DEVICES 


CAPS and CONNECTORS 








e cord hole to take heavy wire 


double wipe phosphor bronze 
ly riveted through bakelite 
. terminal 


e Extra larg 
e Connectors have 
contacts, secure 

e Plenty of room for 
screws. 

e Heavy duty black bakelite, 4 
|. knurled for easy remova 


Ss) LABORATORIES 


wiring large 


mored with plated 


stee TER 
wRi 
e LISTED BY UNDER or Write for 


bber for full details oF alok” line 


Jo 
Ask your “hnowing complete 


literature §$ 





el 
— el 





rosswne 


EAGLE means an organization of trained engineers, 
production experts and experienced factory em- 
ployees, quality-conscious. AH EAGLE products 
are sturdily built—attractively boxed. Prices are 
kept low by 3 modern plants that basically produce 
all materials whether plastic, screw shells or screws. 


SOLD THROUGH 
WHOLESALERS 
ONLY 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 NEW YORK 


“Perfection (s uot an tecideat 


7 





head of stock maintenance, head of- 
(Ag fice salesman, branch operating man- 
ager, assistant district operating man- 


ager, and district operating manager. 


He served in Dallas, Houston, Fort 
Worth, San Antonio, and St. Louis. 
F. P. Hoeffler is district operating 


manager at St. Louis. He joined the 
company in September, 1919. His 
career has been spent in the Graybar 
offices at Cleveland, Toledo, Akron, 
Pittsburgh and the New York Ex- 
ecutive offices. He has been a service 
man, service supervisor, office sales- 
man, head office salesman, branch 
operating manager and district oper- 
ating manager. While in New York, 
Mr. Hoeffler served as assistant on Vice 
President E. W. Cashman’s staff. 


Failure Study Shows First 
Five Years The Hardest! 

NEW YORK, N. Y. — “Business 
failures are human failures,” says Dun 
& Bradstreet in a analysis of 8,862 
commercial failures during 1953. 
Slightly more than 50% of the fail- 
ures studied revealed lack of man- 
agerial ability. Add to this a lack of 
experience and the total human factor 
becomes 89.4% of the total. 

The principal evidence of human 
weakness in management is found 
under the heading of “Inadequate 
Sales,” which varies from 55.5% for 
commercial services to 52.7% for 
manufacturers, 48.8% for wholesalers 


/ .. With built-in and 52.4% for retailers down to 


29.7% in the construction field. 
H , While the path of a commercial 
0 ing tray Tray pushes up easily to ; _— tsp “9% 
fold Tristand, pushes down failure is paved with good intentions 


‘ easily to set up. Holds mixed with bad judgment, Dun & 
Stand and tray are all one unit—no stand rigid. 2 : 








Bradstreet reports that business in gen- 
loose parts. Quick easy set-up and ; eral is holding its own on a long-term 
take down. Extra-light weight but statistical base. In the 53-year record 
of failures per 10,000 concerns, the 
peak was 154 in 1932, and the low 
3 benders, ceiling brace screw, pipe ebb was 4 in 1945 when the shortage 
of materials insured a fast turnover of 
; inventory for profit. The 1953 rate 
tomer - pleasing value that’s easy Folds up for easy carry- was 33 as compared to 29 in 1952. 
to sell—order today! -o Dak Ae it’s extra Wood is at the top and bottom of 
the failure rates in 1953 per 10,000 
business concerns in manufacturing 
The Ridge Tool Company e Elyria, Ohio, U.S.A. with furniture leading with 186 and 
lumber lowest with 13. In retailing, 
appliances, radio and television as a 
group were highest with 116 per 
10,000 and farm equipment lowest 
Pacific Coast States were highest in 
failures per 10,000 with an average 
of 86.9, and California leading with 
108.9. Middle Atlantic States were 
second as a group with 58.6, influ- 
enced by the higher level of New 


strong, rigid. Full size vise base — 


rest, lots of tool slots. Here’s cus- 





ELECTRICAL WHOLESALING—October, 1954 





JEROME EPSTEIN has been appointed 
to vice president in charge of the new 
lighting fixture department and show- 
room of the Standard Electrical Supply 
Corp., Chicago. Mr. Epstein, an illu- 
minating engineer, was formerly with 
the Great Northern Mfg. Corp. Presi- 
dent Seymour Kout made the an- 
nouncement. Standard Electrical Sup- 
ply is located at 2150 W. Belmont 
Ave., Chicago. 





York with 88.6. West North Central 
States were lowest as a region with 
10.4 per 10,000 failures, and South 
Dakota lowest with 2.3. 

The first five years are the hardest 
according to the Dun & Bradstreet 
analysis of the concerns which failed 
in 1953 with nearly half dropping by 
the wayside in the second, third and 
fourth years of operation, or a total 
58.5% failing with loss to creditors. 


The ‘Average’ Worker 
Is 39.7 Years Old 

NEW YORK, N.Y.—The average 
age of the American working man is 
39.7 years. Men of 40 and over com- 
prise the majority of workers in the 
skilled trades—carpenters, brickmas- 
ons, machinists, painters, plumbers, 
tool and die makers. 

According to a survey recently com- 
pleted by the Metropolitan Life In- 
surance Co., from statistics gathered 
in the 1950 census, a greater number 
of employed young men below 40 are 
found among farm hands, service sta- 
tion attendants, linemen and service 
men of utility companies. 

The census figures show that the 
average age of women workers is 36.4 
years. This is more than 10 years high- 
er than the average age of the largest 
women’s group, secretaries and sten- 
ographers, where the average was 25.8. 

{In an article about some basic facts 
on the typical electrical wholesaler's 
salesmen (EW, May ‘54, p. 66) the 
average age was also 39.7 years. The 
salesman had been in the electrical 
wholesaling business 12.8 years and 
had been working at his present job 
9.5 years.} 
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MEDIUM 


LATERMEDIATE 








FOR 
DECORATIVE 


CANDELABRA 


PLUS THIS HANDY WRENCH, exclu- 
sive with UNION, supplied with all 
sockets, one wrench per carton at no 
extra cost. Molded of eye catching 
red plastic. 


AND in MEDIUM BASE SOCKETS cap 
threads are completely “MOLDED-IN” 
—providing smooth running, trouble- 
free threads that can’t be stripped. 


ALL UNION SOCKETS and STREAM- 
ERS available for prompt delivery from 
factory or warehouses. 


UNION INSULATING COMPANY 
PARKERSBURG, WEST VIRGINIA 





FULLMAN Latrobe 


micYaratee] ie wgefeltia rt: 


1», Set ys 
eels 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
* 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


a 
ADJUSTABLE 


GANG FLOOR BOXES 


1-2-3 AND 4 
° 
FLOOR JUNCTION 
BOXES 


UTILITY OUTLETS 
s 
NOZZLES AND 
FLOOR BOX 
ACCESSORIES 
° 
INSULATOR 
SUPPORTS 
e 
PIPE AND CONDUIT 
HANGERS 
e. 
ARMORED 
CABLE SUPPORTS 
-* 

CABLE CLIPS 
s 
STAPLES 
a 


FISH WIRE 





R. A. Gross New President 
Of Gross Distributors 
NEW YORK, N.Y—Robert A. 


Gross is the new president of Gross 
Distributors, Inc., succeeding his 
father, Benjamin Gross, who has re 
signed 

The new president has been execu- 
tive vice president of the company for 
the past three years. Gross Distribu- 
tors handles major appliances and tele- 
vision. Prior to becoming executive 
vice president he served the company 


Robert A. Gross Benjamin Gross 


10 years in each of its departments. 
He also has had retail experience. 
Former President Benjamin Gross 
is a veteran of 32 years in the appli- 
ance, radio and TV distributing busi- 
ness in the metropolitan New York 
area. Mr. Gross continues as_ board 
chairman and will serve in an advis- 
ory capacity. He will devote his time 
to the executive committee and the 
board of governors of the National 
Association of Electrical Distributors. 
Mr. Gross also continues to serve as 
board chairman of the Ketay Instru- 
ment Corp., manufacturer of precision 
devices and miniature motors. 


Frontier Electrical 
Formed In Buffalo 

BUFFALO, N. Y.—Frontier Elec- 
trical Supply Inc. has been organized 
and is located at 3234 Main St. The 
firm is a wholesale distributor of elec 
trical supplies 

Otto Raiser, who will work in the 
construction and layout field, is presi- 
dent of the new company. John Shanor 
is vice president, and field representa- 
tive. Nelson Zimpfer is secretary, spe- 
cializing in lighting problems and fix- 
tures. Thomas Shapiro is treasurer, 
general manager and purchasing agent. 


Correction 
Harold J. Lutton is the new general 
sales manager for the apparatus and 


Y F A y Teast 

Pullman Manufacturing Co. semiy. division. Cualaiiaas’ Wie 
nr emnneenienieretie, AY AI seeeeeionenssninmeseoerensieesensenaanenee” © 2 —eveanmnemninnie tric Supply Co. In the September issue 

1209-1215 JEFFERSON STREET Mr. Lutton’s name had been mispelled 


LATROBE. PA. (EW, p. 128) 
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Simplet To Continue 
Under Same Name 


CHICAGO, ILL.—Simplet Electric 
Co., recently sold to Ideal Industries, 
Inc. of Sycamore, Ill, will continue 
under the same name and _ location. 
The firm now operates as a subsidiary 
of Ideal Industries. 

Frank H. Merrill, a vice president 
of the Appleton Electric Co. for many 
years, sold his interest in 1934 and 
organized the Simplet Electric Co. 

Arthur Merrill is retiring but Frank 
will remain with Simplet. His office 
is located at 366 Broadway, New 


York, N.Y. 


Section 5 Loans Clarified 
By The REA 


WASHINGTON, D.C. — New 
emphasis on power-use promotion as 
a protection for REA loan security has 
stimulated interest by borrowers in the 
so-called section 5—or consumer facili- 
ties—loans available from REA. The 
U.S. Department of Agriculture’s Ru- 
ral Electrification Administration has 
provided the following information 

Section 5 of the Rural Electrification 
Act authorizes the Administrator to 
make loans financing the wiring of 
premises and the acquisition and in- 
stallation of electrical and plumbing 
appliances and equipment for con- 
sumers in rural areas. Such loans may 
be made to any REA borrower provid- 
ing, or about to provide, rural electric 
service 
@ General Attitude—REA’s general 
attitude is that wherever consumer 
financing is available to an adequate 
extent, it should be used. However, 
REA is making these loans and will 
continue to make them where a lack 
of consumer credit exists, particularly 
where such credit is essential in the 
conduct of a power-use program aimed 
at improving the financial security of 
the borrower. The REA policy is to 
hold section 5 loans, to an individual 
cooperative, to not more than $50,000 
per loan. Exceptions have been made 
for larger amounts where a definite 
need has been shown. Notable 
examples are a $100,000 loan to the 
Blue Ridge Electric Membership Corp., 
Lenoir, N.C., and a $300,000 loan to 
the South Kentucky Rural Electrical 
Cooperative, Somerset, Ky 
® Terms—Sections 5 loans are made 
for a period not to exceed 5 years 
They bear interest at 
year. The 
eligibility is that the borrower, to pro 


per cent per 


primary requisite for 
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the architect 
“I like the design 
possibilities.” 


the lighting engineer 

Variety in size, shielding 
and number of lamps gives 
me complete flexibility.” 


the contractor 
“Easiest installation of 
any recessed fixture.” 


the maintenance 
man—"Easy hinging 


the owner—‘Good-looking, 
good lighting . . . and 
surprisingly low in cost.” 


and HAY 


new 5600 Series Recessed Lighting 


2' x 8’ 


Variety in size and in 
number of lamps 


f+ ic , Oo 3 or 4 lamp rows; 4 ft. x4 ft 


or 10 k rows Rapid start 


Wrela:tia-tab amie liil ey) 


For any type of ceiling construction 
... plaster, aluminum grid and others 


“The big five” on any lighting job, range 
from the man who pays the bills to the 
architect who picks the fixture 

Garcy’s 5600 Series, by design, provide 
the kind of desirable features that make 
‘em happy, and keep them that way 

Design and lighting flexibility win a 
pleased nod from architects and engi- 
neers. Easy installation in any type olf 
ceiling scores with contractors. Easy 
maintenance is a big feature for those 
concerned with upkeep. And the man 
who pays the bills is mighty happy with 
the handsome appearance and long-life 
construction details 

‘Quality 


5600 Series fixtures Fas the knack of 


by design’”’ in Garcy’s 
pleasing everyone. Send for bulletin 
L-146. 


units 


slimline or 


THREE TYPES 
OF SHIELDING 


(Hinged plastic pictured above) 


Hinged louver 
j 


Alba-lite glass in hinged frame 











Quality by Design 





Garden City Plating & Mfg. Co., 1740 N. Ashland Ave., 


Chicago 22, Ill. 


In Canada: Garcy Co. of Canada, Ltd., 191 Niagara St., Toronto 





Turn a “CRYING NEED” 
into Whopping Sales 


ne W “Pencil Point” pea TOOL 


@ ESPECIALLY BUILT FOR 
SMALL AND MINIATURE WORK 


Thermo -Tip 


Now, the growing trend toward smaller and 
smaller parts and connections in electrical 
and electronic equipment meets its answer 
with all-new IDEAL Thermo-Tip. Every plant 
and industry that does small or miniature 
soldering has needed a tool built expressly 
for this kind of soldering. No other solder- 
ing tool or method has fully met this need, 


The low-cost IDEAL Thermo-Tip is so fast 
that some joints can now be soldered in less 
than 1 second! Using light, slim “pencil” 
electrodes, with leads to a separate trans- 
former, it provides exactly the kind of pin- 
point heat and pinpoint accuracy needed for 
close quarter work. 


It gets into small, tight spots easily, elimi- 
nates damage to delicate resistors—conden- 
sors and other parts . . . insures safety to 
operator and work. It positively prevents 
“cold flow” joints, because its resistance 
heating principle requires that metal be hot 
before solder will flow. 


@ Show the IDEAL Thermo Tip, and how it 
meets the special job requirements of 
small soldering and it will sell itself! 
This is not just a “one unit" seller. 
Most larger plants need many Thermo 
Tips for production line work. 


Here’s a real and growing market, an item 
not duplicated by any other—a “deal” you 
can easily turn into big sales volume. 


T NOW: 
OpAY FROM YOUR 
ESENTATIVE! 





ST 
ORDER T 
IDEAL REPR 


zp IDEAL INDUSTRIES, 





INSTANT HEAT... 
PINPOINT ACCURACY! 
NOTHING TO HOLD 
BUT AN ELECTRODE 

“PENCIL” 


both 








TIPS SCREW IN TO FIT THE JOB 
DOUBLE METALLIC 


== 


DOUBLE CARBON 


OTHER TIPS AVAILABLE 








PENCIL THIN 
FOR EASIER SOLDERING OF 


@ Electronic Circuits and Parts 
e Aircraft Connectors 

© Pin Type Plugs 

@ Wire-To-Wire 

@ Terminals 

@ Radio and TV Chassis 

@ instruments 

© Printed Circvivs 





| | 1047 Bae aaa: 
NC. SYCAMORE ILLINOIS 


| vide electric service to rural areas, must 
be authorized, under applicable state 
law, to finance consumers’ equipment. 
It is the borrower's responsibility to 
| establish the estimate extent to which 
| the funds would improve repayment 
| capabilities. Also that the necessary 
| consumer financing cannot be obtained 
from regular commercial or financial 
sources. 
@ Electrical In Use—Restrictions are 
that the equipment must be pre- 
dominately electrical in use and pri- 
marily for the improvement, electri- 
cally, of the farming operations or 
family living standards. These restric- 
tions are also subject to limitations 
according to REA policy. 

Rewiring of farmsteads is permitted 
under Section 5, if everything else is 
in order. REA does not maintain a 
list of approved or acceptable farm and 
household appliances 
that may be financed under section 5 
loans. Items that are known to impair 
| service on rural systems, though, or 
| that are inconsistent with good operat- 

ing practices, will not be financed with 


equipment of 





these funds. 

The REA has standards to govern 
handling of section 5 funds by the 
The repayment records of 
REA borrowers and their con- 
sumer members has been good. 
Altogether, REA has loaned $20,959,- 
700 under section 5. More than 
$10,000,000 been repaid on 
principal, while less than one-half of 
is overdue more than 30 


borrowers 


has 


1 per cent 
days 


Energy Sales To Increase 


By 8 Per Cent in 1955 

NEW YORK, N.Y.—In 1955 the 
electric energy sales increase will ex- 
pand eight per cent, as compared with 
a six per cent gain estimated for 1954 
By 1970, sales of electric energy may 
be expected to total nearly 1.2 trillion 
kwhr. as compared with 405.6 billion 
kwhr. in 1954 and 437.6 billion kwhr. 
in 1955. 

According to Electrical World, Mc- 
Graw Hill publication, 
mean an increase of some 199 per cent 
in total sales of energy in the next 16 


this would 


years. These predictions are based on 
the fact that Americans will continue 
to strive for and achieve an improved 
standard of living, which will bring 
with it a continued rapid rise in the 
use of electrical energy 

Despite the 
cession (1954 shows an 8 per cent 


current economic re- 


decrease in industrial production ), sales 


| to all customers will increase this year. 
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Ohio Plant Finds Electric 
Heating Economical 


CLEVELAND, OHIO — The first 
company in Ohio to install electric 
heating has found this method of plant 
heating to be not only economically 
feasible, but more desirable than its 
old central unit system. 

The Melin Tool Co. installed elec- 
tric heating in its plant in August, 
1952. The plant has an area of 6,267 
sq. ft. Metal casement windows run 
the length of the shop, starting five 
feet from the floor and extending all 
the way up to the 15-foot ceiling. It 
is estimated that is about 1,500 sq. ft. 
of glass in the plant. Windows are 
claimed to be a heating system’s worst 
enemy. 

Approximately 8,700 cubic feet of 
space was freed by replacing the old 
central unit system with ceiling mount- 
ed electric units. Unit heaters spotted 
at strategic points eliminated “cold 
spots” and gave uniform heat wall to 
wall. Many heat sources at different 
points in the plant produce faster heat 
recovery than one source at the back 
of the plant. There was also no com- 
bustion products with electric heat. 
Each unit has its own thermostat. 
Therefore, if desired, areas in the plant 
can be zone heated to individual re- 
quirements. There is no furnace to 
maintain, no ducts to clean. Mainte- 
nance on the old system ran to $1,000 
a year. 

Close cost figures were kept on the 
system's operation since the Melin 
Tool firm was the first company to 
use electric plant heating in the area. 
The total annual cost for the fuel type 
system was $4,103. The total annual 
cost for the electric system was $3,821. 
The plant pays an average incremental 
electric rate of 1.8 cents per kilowatt 
hour. 


FORMER FURNACE room is now a 
soluble oil storage room, tool room 
and stock area. Boiler and stoker sys- 
tems are gone. Ceiling mounted elec- 
tric heater is located in upper right of 
photo. 
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ARMORED BUSHED CABLE 
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FLEXIBLE CORD 











TW BUILDING WIRES 
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FIXTURE WIRE 





WEATHERPROOF WIRES 


HEATER CORD 











THERMOSTAT CABLES 


| 


TELEPHONE WIRES 





ANNUNCIATOR CABLE 


ALARM AND SIGNAL WIRES 








MACHINE TOOL, CONTROL AND 
SWITCHBOARD WIRE 


MINE SERVICE WIRES AND CABLES 
PARALLEAD TV LEAD-IN WIRES 
ARMORED GROUND WIRE 


UNDERWRITERS’ LISTED ARMORED 
THERMOSTAT CABLE 


ARMORED BUSHED LEADED CABLE 
Oll BURNER IGNITION CABLE 
NEON SIGN CABLE 
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‘ Electrical Equipment Ranks 
Va We J Third in Air Freight 
. CHICAGO, ILI Electrical parts 


and equipment placed third among the 
10 top cargo items carried by United 


9 Air Lines during the first eight months 
of 1953 


According to a company survey, 


ranked by total weight flown, the 10 


leading = air freight commodities 
shipped via United in the period were 
machines and machine parts, cut flow 


1 


rs, electrical equipment, wearing ap 
parel, auto parts and accessories, print 
ed matter, aircraft parts and acces- 
sories, film ry stock and live 
animals 
superintendent of cargo sales 
electrical equipment has ranked 


third for the past three years 


Electrical Women Meet 

SI LOUIS, MO The St. Louis 
Chapter of the Electrical Women's 
Round Table began their 1954-55 
meetings on September 21 at the Mark 
Twain Hotel. New officers are: Chair- 
man, Mrs. Jesse I. Nohl: Vice Chair- 
man, Miss Jo Coquelin; Secretary, 
Mrs. Mable Murphy; Treasurer, Miss 
Marian Enke. The Electrical Women’s 


i) 4 


Round Table is a national organization 


incorporated in New York in 1927 
It the only independent organiza- 


tion of women in the electrical in 


#600 MCM — #6 Facts About Figures 
On Consumer Credit 
7 SIZES CAN NEUTRAL NEW YORK, N.Y.—Largely with 


the help of “on-the-cuff” buying, 





Americans, since the end of World 
War II, have purchased 37 million 
new passenger cars, 34 million refrig- 
erators, 33 million television sets, 28 
million washing machines, 24 million 
vacuum cleaners, and 10 million 
ranges 


#1000 MCM — #14 


Without instalment credit, it is un- 





likely that manufacturers of autos and 
FUSE CLIPS other consumer goods would ever have 
‘ developed as broad a market as they 
have in the last 9 years. In the case of 
consumer durables alone, credit has 
provided the funds for purchase of 
more than $100 billion worth of goods 
since the end of the war, according to 
the McGraw-Hill department of 
MANY SIZES AND TYPES TERMINAL BLOCKS economics 


Excluding long-term mortgage 

WRITE TODAY for your personal credit, the amount of consumer credit 

80-page colorfully illustrated copy. outstanding at the end of May, 1954, 

was $27.5 billion. In 1929, consumers 

Meine) 86574606 Sie) Rae a eee ee ae owed less than $6.5 billion of this type 


of debt. The term “credit,” as used 
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J. E. MANESS, better kn 

‘Buck"’ to his many friend 

two Carolinas, has been prom« 

field representative in and around 
Charlotte by the Mill-Power Supply 
Co. He has been with the company 
for the past 10 years and has been 
consistently promoted from the st 
ping department right on up t 

last position in charge of the quota- 
tion department. Sales Manager B 
Merritt made the announcement 





here, means an advance of purchasing 


( tf og | | -~ : - 
power or an advance of goods and = 52 Veit ae Ss 
services themselves in exchange for a 


> 


promise to pay lates a - = "- 


= 
‘ ~- 
Ya - Nees ene’ : 
Instalment and non-instalment con we we Wee = Wwe = © - le 


sumer Credit is distributed primarily by \y 
private banks and finance companies 
These institutions must have consider 
able resources to supply funds to the 
borrower. The commercial banks, in 
addition to making their own con- 
sumer loans, also supply the finance 
companies with money 

© Government Agency — The CHECK THESE MARS | Every MARCUS Transformer, whatever its 
Federal Reserve Board, which is cur- B “PLUS’ FACTORS FIRST! 
rently responsible for supervising the eatay Btelaatel : 
oF » igher Dielectric : 
fixing of interest rates and bank reserve Strength! and constructed to far exceed its particular 


class and for whatever purpose, is engineered 


requirements, is the government Greater Copacity for specification demands. Underwriters Labora- 


nCY Te a ° . : Overloads! 
agency most directly concerned with Grecter Protection tories, Nema and AIEE standards are only a 
consumer credit. It is the Federal Against Surges! : Nae Ss 
Reserve Board which collects and pre- Quieter Operation! starting point for our development engineers. 
Better Protection 
" Against Moisture! 
of credit outstanding, the amount of Proven Dependability! 


credit extended each month, and the 


pares statistics to indicate the volume The proof of performance is evidenced in 


thousands of installations all over the world 


' Capacities from because MARCUS Series “5000” class B 
amount repaid. It must have up-to- 1to 3000 KVA 


date figures in order to make policy 
pte b, cama Met. © DISTRIBUTION ‘ 2 
decisions on interest rates, reserve © GENERAL PURPOSE tion but operate at Class B temperatures. That 


requirements, etc © UNIT SUBSTATION —m : eae : 
we rare ha ie ia « PHASE CHANGING safety factor plus constant research are your 
, : so sage wen nest © ELECTRIC FURNACE 

on consumer credit represent as com- + RECTIFIER 
pletely as possible the short- and inter- ° WELDING formers means longer life, and uninterrupted 
Tg : e MOTOR STARTING ‘ a 
mediate-term indebtedness of con- « SPECIAL trouble-free performance. 
sumers. They measure the volume of 
credit used to finance the purchase of 


commodities and services for personal 


consumption and to refinance debts 

originally incurred for the same type “Mark of Quality” — a 
é af s 

of purchases. . 


a Ss “ ad serie { divided 
wag UTE te at Cons Lf GS TRANSFORMER CO., inc. 
debr: LY Ss RAHWAY, NEW JERSEY 
— 


Instalment and non-instalment 


“Plus” Transformers approach class H insula- 


assurance that the MTC Seal on your Trans- 








credit. These categories are further aceauiedsian, wi Stacad Galen 
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Every user of fluorescent lighting is a live prospect for an extra 
supply of quality-made Sylvania Fluorescent Starters. For, Sylvania 


offers the most complete starter line available today . . . 
standard type fluorescent lamp. . 


made for every 


. every condition. 


Remember, Sylvania starters are fully guaranteed for an entire year. 


ETL certified... 


UL and CSA approved. 


...and Sylvania’s Complete Lighting Line 
means PROFITABLE SALES, too! 


a... Electric Products Inc., 


University Tower Bidg., St 


ELECTRONICS 


7 


Point out to your customers that Sylvania 
is a pioneer in Fluorescent Lighting. Teday, 
Sylvania leads the entire industry in the 
number of “firsts” achieved in this special- 
ized field. Available in every wanted type, 
size and style of lamp. 

In light bulbs, too. Sylvania quality is well 
known. Where longer light and lower 


maintenance are important factors, always | 


recommend Sylvania bulbs. For full infor- 
mation on any Sylvania product, address 
Dept. 4L-2710 Sylvania TODAY! 


1740 Broadway, New York 19, N. Y. 


in Canada: Sylvania Electric (Canada) Lid 


RADIO 


Catherine Street, Montreal, P. Q 


TELEVISION 





broken down by the purpose for 
which the credit is extended and by 
the kind of institution holding the 
credit. 

@ Instalment Credit — This series 
covers all consumer credit held by 
financial institutions and _ retailers 
which is scheduled to be repaid in 
two or more instalments. The volume 
of instalment credit outstanding in- 
cludes the finance charges and the cost 
of any insurance in the contract 
Instalment debt. amounted to $20.9 
billion—76.0% of all short—and inter- 
mediate-term consumer credit—at the 
end of May , 1954. 

The four principal classes of instal- 
ment debt covered are: (1) auto- 
mobile paper, (2) other consumer 
goods paper, (3) repair and moderni- 
zation loans, and (4) personal loans. 

The first two types of credit repre- 
sent credit extended to the consumer 
for purchasing consumer durable goods 
and are secured by the items bought. 
Automobile paper accounts for 36% of 
total consumer credit, and other con- 
sumer goods paper represents 19% of 
the total. 

Repair and 
cover both FHA-insured and non- 
insured loans made to finance improve- 
ments and maintenance of owner- 


modernization loans 


occupied homes. These loans are used 
to finance the purchase of equipment, 
such as furnaces, hot water heaters, 
and storm windows, as well as to pay 
for major alterations or additions. 
These account for about 5% of the 
total. 

Personal loans include all instalment 
loans not covered in the previous three 
categories, but which are extended to 
consumers by institutions. 
Most of these loans are for the pay- 


financial 


ment of medical, educational or travel 
expenses and payment of personal 
taxes or insurance premiums. Personal 
loans add up to 16% of total consumer 


debt 


e Noninstalment Credit — Non- 
instalment consumer credit is divided 
into 3 classes: (1) Single payment 
loans, (2) charge accounts, and (3) 
service credit. These account for 24% 
of all consumer credit 

Single payment loans are made to 
individuals for such purposes as the 
payment of personal taxes or life in- 
surance premiums. This type of loan 
is scheduled to be repaid in one pay- 
ment. Most of this debt is held by 
commercial banks; but pawn brokers, 
mutual savings banks, and loan associa- 
tions hold quite a bit of it. Single 
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COPY OF TESTIMONIAL to R. A 
Balzari, former secretary of the Pacific 
Zone, National Association of Electri- 
cal Distributors. Mr. Balzari served in 
that position from June 1, 1940 until 
December 12, 1953. The testimonial 
is signed by former NAED President 
R. M. Johannesen and Alfred Byers, 
executive secretary 





payment loans run about 8% of the 
total. 


Charge accounts represent the out- H U BB & L B 


standing balances owed retailers for aot et a 

purchases made by consumers. This C; d Sl “Sew a 

type of debt accounts for one-tenth of UW. MARK y Dare. we 

all consumer credit. 4.-WIRE : gil wu 
Service credit is the amount owed 4 ‘ 


by individuals to professional people ELECTRIC AL WON ne 


wis 
and service establishments—the largest TORS : vy <i 
part is owed to doctors and hospitals CONNECTO 7413 Connector 


The amount owed to public utilities Wherever portable electrical ap- . body 
paratus is used, Hubbel! Twist- 7 


; ; Lock is recommended for 2, 3 or 
service credit. And the rest repre- | g.wire systems. 


sents debt owed for personal services, Twist-Lock 3 and 4-wire sizes 


sc i ' : are available grounded and not 
as 4 ys yeing, education, , , : 
<7 oe ay a pees grounded. Mobile cafeteria trains, an entirely 
and recreation, In total, service 


, new idea in feeding large numbers of 
credit represents about 6% of con employees, are now employed at the new 
sumer credit . Torrence location of the El Segundo 

The monthly figures are based on a : . <= Division of Douglas Aircraft Company, 
combination of techniques. In some ™ // — 2 Inc., California. The food is transported 
cases, samples are used; sample data P ¥ to all parts of the 214-acre plant, pip- 
are received from banks and from a a ing hot and ready to serve, by means of 
retail outlets, for example. In other = Ta = 12 three-car trains 
areas, where little current information a : Hubbell Twist-Locks play an impor- 
is available, straight-line extensions of s tant part in this operation. When the 
battery-powered train pulls up to its 
station, the operator Twist-Locks the 
unit to a plant outlet to supply power 
for refrigerators, ovens, etc. In addition, 


. apes nck ew Pee each car is inter-connected with 4-wire 
credit series was revised, it was founc “tite rubber Twist-Locks. 

cover and chain used : , 
to close face of 7408 Here is another practical modern 


estimated consumer debt by nearly ‘ when not in use. application showing the versatility 
$1.75 billion. There was an over- Galt net shown) and dependability of Twist-Lock, 
estimation of nearly $1.5 billion in \. 23 first and still the finest self-locking 
charge accounts, while all the other war connector made. 

components were grossly understated 

Instalment credit, alone, was under 

estimated by more than $2 billion 


There is still a tremendous possi Hubbell sales engineers Do it better Do it 

will gladly consult with 
you on special problems. 
If all the error had been in one direc Write Dept. D-1 today for 


tion the last time the series was revised. help or information: 
it would have totaled more than $4.5 
billion—nearly 18% of the total con 


sumer credit estimate. 
aie ae - 


accounts for a substantial part of 


past trends are used. Finally, estimates 
are made, based solely on trends in 
somewhat related credit series 

The last time that the consumer 


that the old series of figures under 


Electrically! 
NATIONAL ELECTRICAL 
WEEK, OCT. 18-24 


bility of error in the present estimates 
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HARVEY HUBBELL, INC. 
BRIDGEPORT, CONNECTICUT a 
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Wood Screws—Phillips or Slotted; 
flat, round and oval in steel, brass, 
silicon bronze, aluminum and stain- 
less steel; sizes 3/16” No. 0 to 7” 
No. 30. Stove Bolts—slotted steel 
in round and flat head styles. 


Packaging: Wood screws and stove 
bolts in attractive, new, confusion- 
proof, soil and moisture resistant 
green boxes with easy identifica- 
tion label. Bulk screws packed in 
indestructible steel ,cans with re- 
placeable lids. Your order quickly 


and accurately filled. 


Attractive new wood screw catalog 
in color and samples, free upon re- 


quest. Box 1360-Z. 





SCREW COMPANY 


STATESVILLE a NORTH CAROLINA 


WOOD SCREWS e STOVE BOLTS 
Factory Warehouses 
New York, N. Y. * Chicago, III. 


Los Angeles, Cal Dallas, Texas 








CALENDAR OF EVENTS 











New Jersey Council of Electrical Leagues 
18th Annual Convention 
Ambassador Hotel 
Atlantic City, N. ] 
October 15-16 
Exhibits, meetings, banquet 
National Safety Council 
{2nd National Safety Congre« 
Exposition 
Chicago, Il] 
October 18 
Exhibits, meetings, awards 
National Association of Electrical 
Distributors 
Board of Govern 
Hershey Hotel 
Hershey, Pa 
October 24 
Meetings 
National Electrical Contractors Assn. 
Jung Hotel 
New Orleans, La 
October 0 
Conferences 
National Motel Show 
Morrison Hote 
Chicago, Il 
November 
Exhibits of construction and maintenance 
of motels, recreational, restaurant, 
laundry facilities, furnishings, cleaning 
equipment 
National Hotel Exposition 
39th Exposition 
Kingsbridge Arn 
The Bronx, N. Y 
November 8-] 
Exhibits 
American Standards Association 
Fifth National Conference 
Hotel Roosevelt 
New York, N. ¥ 
November 15-1 
Industry, national engineering associa- 
tions, technical societies, consumer 
groups 
National Retail Show 
Store Modernization Institute 
Ist Show 
Madison Square Garden 
January 11, 1955 
Fixturing and equipment exhibits 
National Housewares Mfgrs.’ Assn. 
Winter Housewares Show 
Navy Pier 
Chicago, Ill. 
January 13-20, 1955 
Exhibits, conferences 
Nat'l. Asn. of Home Builders Chicago, 
Chicago, Il 
January 16-20, 1955 
Conferences, exhibits 
Southeastern Electrical Wholesalers 
Fifth Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga 
February 
Panel discussion, speakers, meetings 
Board of governors February 2nd 
Philadelphia Home Show 
Commercial Museum 
Philade phia, Pa 
February 14-19 ) 
Exhibits, special 5,000 sq. ft 


yourself section 
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Essex Electrical League 
Oth Electrical Industrial Exposition 
Olympic Park 
Newark, N. J 
March 8-10, 1955 
Exhibits 
Southeastern Electrical Exchange 
’2nd Annual Meeting 
Boca Raton Hotel 
Boca Raton, Fla 
March 21-23, 1955 
Conterence 
Chicago Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Ill 
May 10-12, 1955 
Exhibits limited to products in electri 
cal construction, industrial, industrial 
lighting and 
fields 
(Not open to public) 


industrial appliance 


Materials Handling Exposition 
International Amphitheatre and Exhibi 
tion Hall 
( hicago, Ill. 
May 16-21, 1955 
Theme is “Obsolescence,” includes ex 
hibits on automatic factory displays, 
conferences 
NATIONAL ASSOCIATION OF ELEC. 
TRICAL DISTRIBUTORS 
17th Annual Convention 
Conrad Hilton Hotel 
Chicago, IIl 
May 22-27, 1955 
Speakers, committee meetings, panels, 
conference booths, awards 
Nat'l. Industrial Service Assn. 
22nd NISA Convention 
Hotel Statler 
Los Angeles, Calif 
June 6-10, 1955 
Trade group of motor repair shops, com- 
mittee meetings, discussions, reports 
Edison Electric Institute 
Annual Convention 
Los Angeles, Calif 
June 13-16, 1955 
Conference 
National Housewares Mfgs.’ Assn. 
Summer Housewares Show 
Convention Hall 
Atlantic City, N. J 
July 11-15, 1955 
Exhibits, conferences 





iS 


oN 


“Oh, | didn’t mind waiting—helped 
myself to a drink, a cigar—-nosed 
through your files to while away the 


” 


time— 
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NEWEST DISPLAY 





Trine’s newest display simulated 
wood grain background perfect for 24 
proven best selling push buttons—all 
different—in assorted finishes on solid 
brass. Size 15%” x 22%” x 3/16” 
thick. Easel for standing: eyelets for 
hanging. Packaged Deal includes sam- 
ple display and introductory ‘‘back-up’’ 
stock of 39 assorted push buttons 
(packed in individual, colorful Trine 
boxes) for a total of 63 push buttons. 
You pay only for push buttons. Label- 
ed shipping carton for mailing 


Write for 
catalog 


TWIN CONTACTS 
locked in by 
new retainers 


on Trine 
PUSH 
BUTTONS 


New interior design of Trine 
Push Buttons features re- 
tainer that locks twin con- 
tact (self-cleaning) mechan- 
ism securely to button hous- 
ing. Never loosens 


always holds tight . . . com- 


pletely trouble free 
eliminates service call 
backs. Favored by contrac- 
tors for its permanent instal- 


lation features. 


FEATURES TWIN CONTACTS. 


arsenite 
and for your customers 


TRINE 


on ebony 
plaque 


Your name or your 
customer's name en 
graved—or shipped 
without engraving 


Attractive double 
price card for easy 
selling price 
ecard with spaces 
for retail prices 
detachable cost card 
with complete Dis 
tributer - Dealer 
price information 


MANUFACTURING CORP. 
"twvere ot,  W. V. 





BLACK WIZARD 


vinyl electrical tape 


In a dramatic counter display 


Attracts attention, encourages self-service, allows for 
easy visibility. For jobs that require high dielectric 
strength, insulation and protection against abrasion, al- 
cohol, oil and water, Black Wizard Vinyl Electrical Taps 
meets the highest standards. It is a strong, thin, non- 
raveling, plastic backed tape that wraps easily, has excel- 
lent resiliency and provides complete electrical insulation. 

For the smaller job, whether electrical or non-electrical, 
the 54" x 12’ or 34" x 20’ size rolls give all-around service. 
Twelve rolls are packaged in a counter display which serves 
as an excellent merchandising and selling tool. 


405 Say 


The professional mechanic and 
electrician with a steady load of 

‘x wiring and repair jobs will find 
rN the 34" x 66' size roll convenient. 
It is packaged in its individual 
transparent, plastic container 

which serves a double function. 

Use the tape—then use the box, 

for storing small parts, 

nails, screws, etc. 


VERNON CHEMICAL & MFG. CORP. 
151 MOUNT VERNON AVE., MOUNT VERNON, N. Y 
MOUNT VERNON 


sale franchise d fy 





PEOPLE IN THE NEWS 











Robert C. Harper has been ap- 
pointed western regional sales man- 
ager for lighting of Sylvania Electric 
Products Inc. The region comprises 
California, Washington, Oregon, Mon- 
tana, Idaho, Utah, Nevada and Ari- 
zona. William L. Friend has been 
transferred from Emeryville, Calif., to 
Los Angeles where he will serve as 
district sales manager. Robert W. 
Thunen succeeds Mr. Friend as dis- 
trict sales manager for San Francisco 
Mr. Harper's offices are at 215 Market 
St., San Francisco 

R. C. Connell is vice president of 
sales of the Norge division, the Borg 
Warner Corp. He had been director 
of sales since November, 1953 


Walter R. Miller is exclusive fac- 
tory representative for Ridgid pipe 
tools in North Dakota, South Dakota, 
Wisconsin and the upper Michigan 
peninsula. Mr. Miller succeeds Everett 
C. Bliss of Chicago, who has retired 
William L. Parcell, sales manager 
of The Ridge Tool Co., Elyria, Ohio, 
made the announcement. Carl Peter- 
sen succeeds Mr. Bliss in Illinois 

George C. Blew has been pro 
moted by the Chelsea Fan and Blower 
Co., Inc., to the position of company 
representative in Kansas City, Mo 
He had been service manager at the 
Chelsea home office in Plainfield, 
N. J 

Richard C. Piper is sales manager 
of Markel Electric Products, Inc., Buf- 
falo, N. Y. He had been sales manager 
of LaSalle Products, Inc., an afhliate 
of Markel Electric Products, Inc., since 
1949 

Walter G. McKie, general sales 
manager of Rochester Gas and Elec- 
tric Corp., Rochester, N. Y., is chair- 
man of the Home Lighting Education 
Committee of the Better Light-Better 
Sight Bureau. 

Parker H. Ericksen has been ap- 
pointed to the newly created post of 
executive vice president of the Crosley 
and Bendix Home Appliances divi- 
sion, Avco Manufacturing Corp. 

John A. White, Jr., and S. E. 
Gardner have been appointed repre- 
sentatives in field offices for the Pitts- 
burgh Reflector Co. Mr. Gardner, 
from his headquarters in Los Angeles, 
covers the entire southern California 
area. He was transferred from the 
Chicago area. Mr. White, from the 
company offices in New York City, 
covers northern and central New Jer- 
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RICHARD G. ROBBINS is vice presi- 
dent and general sales manager of the 
Pittsburgh and Chicago plants of Hub- 
bard and Co. He covers the eastern 
and mid-western territory. Mr. Rob- 
bins has been with Hubbard since 
1923 





sey. Prior to this appointment, Mr 
White was with the General Electric 
Supply Company, metropolitan New 
York, as a lighting specialist. 

Russell C. Bowen is central re- 
gional manager, distributor sales, for 
the Phelps Dodge Copper Products 
Corp. Mr. Bowen, formerly of the 
New York office, makes his head- 
quarters at 100 West Monroe St., Chi- 
cago. He directs the sales of the 
company’s products to 
distributors in the Chicago, Milwau- 
kee, Minneapolis, Detroit and Cleve- 
land district. 

Charles W. Fuhrer is 
sales manager of the Diamond Expan- 
sion Bolt Co., Inc., Garwood, N. J. He 
continues to cover New Jersey as well 
as Carrying out special sales assign- 
ments throughout the country. 

James J. Dugan is Detroit district 
manager of the Federal Pacific Elec- 
tric Co. 

Charles C. Shackford is product 
engineer of the electrical wire division 
of the John A. Roebling’s Sons Corpo- 
ration. Announcement of his appoint- 
ment was made by Charles R. Wentz, 
electrical wire division manufacturing 
manager. Mr. Shackford succeeds B. 
R. Hubbard, who has resigned. 

Centric M. Giles is sales repre- 
sentative for Cummins power tools 
in the Philadelphia, Baltimore and 
Washington, D.C. area. Mr. Giles is 
district sales representative for the 
John Oster Manufacturing Co., which 
is now making the Cummions and 
Maxaw power tool line. 

Harris W. Gehl is sales representa- 
tive for Pyle-National industrial and 
railroad electrical products in Dallas. 
Raymond B. Saunders is a sales 
representative in New York City. 


electrical 


assistant 
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1, AN EASY ONE MAN JOB 


2. JUST DUNK IN DETERGENT- 
WATER MIX 


3. SWISH IT AROUND 


| 4. SET IT UP TO DRY — 


THAT'S ALL 


GrateLite regains its 
brand-new lustre every 
time—is automatically 
de-staticized by the 
detergent—and stays 
clean longer: bugs 
and dust drop 
through the open- 
ings—can’t collect. 


| PLUS 


High efficiency 
Low brightness 
Fine diffusion 
Excellent shielding 
Noise reduction 
Air-conditioning 
diffusion 


|... the secret’s in 


the sight-saving 
cubes and only 
GrateLite has 
them! 

Write for free booklet 


“The GrateLite Story” 
today. 


*U. S. & Can. Pots. Pend 
Trademark Registered 


THE EDWIN F. GUTH CO. - 


ig hha. a3 





JACKSON INDUSTRIAL 
Wi 


| 


QUALITY 
mar pays oF NPROFITS... 


The Jackson line of Industrial Reflectors 
is complete to handle any industrial 
lighting job. The established quality and 
our prompt service make your 
selling profitable. 
Manufacturers of 
REFLECTORS 
YARDLIGHTS 
INCANDESCENT MULTILITES 
VAPORPROOF UNITS 
WEATHERPROOF SOCKETS 
BROODER LIGHTS 


SOLD ONLY THRU 


WHOLESALERS JAC 4 $ 0 N 


fleQereyc At 


COMPANY 





900-910 W. VAN BUREN STREET 


WITH NEW INSTANT START 
FLUORESCENT 
LIGHTING 


NO BLINK * NO FLASH + NO WAIT 


is a line of bathroom cabinets for every application 


These are the features you can sell - - - 


High fashion, chrome capped, shielded fluorescent, 
U L approved 

One piece seamless body—strong and dustproof 

Mar proof door 

Guaranteed plate glass mirror 

Chromed, piano-type hinge 

Recessed tooth brush holder 

Automatic interior light 


Don't miss a sale—you'll have the right cabinet for every 

need when you feature the PACKARD line. That's why it 

will pay you to act now—get this line working for you 

Investigate now—see why this is the line with the features 

that get the sales. For more business—for better business— 

sell PACKARD 

Write for new 1955 catalog. Available through authorized 

wholesalers everywhere 
Hinged door model illustrated is 2403FL. available 
in all sizes. Other styles: Shelf Door « Sliding Door 

« Vanity « Ranch Style + Top Lite 


Packard casinet DIVISION 


WINTON MANUFACTURING CO., 3350 N. Crawford Ave., Chicago 41, Illinois 
“The Whlost Complete Cabinet Line in the Industry 





OBITUARIES 











Samuel D. Bernstein 

Samuel D. Bernstein, vice president 
and purchasing agent for Joseph Kur- 
zon, Inc., electrical distributing firm 
of New York City, died during the 
weekend of September 4th and 5th 
He suffered a heart attack while play- 
ing golf 

Mr. Bernstein, who was 46 years 
of age, had been with the Kurzon 


organization for 30 years 


H. W. Hoover 

Herbert W. Hoover who helped 
develop a homemade vacuum cleaner 
into a multi-million dollar business 
died on September 26th. He was 76 
years old and had been ill for several 
weeks 

Mr. Hoover was president of the 
Hoover Company from 1922 to 1948 
and had been chairman of the board 


W. |. Patterson 

W. I. Patterson, founder of the 
Steel City Electric Company and well 
known in the electrical industry, died 
on Monday, August 30th. Mr. Patter- 
son, who was 89 years of age, was 
board chairman and active in the busi- 
ness and ifs expansion program 

Steel City Electric Co., was incorpo- 
rated on May 11, 1904 by W. I. Pat- 
terson and several associates in Pitts- 
burgh, Pa. Mr. Patterson had been an 
electrical contractor since 1886. The 


W. |. Patterson 


company began manufacturing Oopera- 
tions in 800 sq.ft. of rented space in 
downtown Pittsburgh. It was not long 
before operations required more space 
and another building was rented in 
Allegheny—now North Side Pitts- 
burgh—the present site of the plant 
Because of Mr. Patterson's interest in 
engineering and manufacturing prob- 
lems, every possible means of improv 
ing the company’s products by better 
design and production methods was 
constantly pressed forward, even dur- 
ing the Depression years 
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MANUFACTURERS NAME 
SALES REPRESENTATIVES 











Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa., has appointed the 
Paul Lumpkin Co., 222 Builders Bldg., 
Charlotte, N.C., as sales representative. 
The territory includes the states of 
North Carolina, the southern part of 
Virgina, and northwestern South Caro- 
lina. 

Columbia Cable & Electric Corp., 
Brooklyn, N.Y., has named Riecher 
Electric Sales Co., as sales representa- 
tives in the Detroit area. The address 
is 8319 Mack Ave., Detroit, Mich. 
Slater Electric & Mfg. Co., Inc., 
Woodside, N.Y., has named Griffin & 
Griffin, 931 W. Peachtree St., N.W., 
Atlanta, Ga., as their representative 
for Georgia and Alabama. 

Accurate Manufacturing Co., Inc., 
Garfield, N. J., has named the M. J] 
Cleary Co., 1730 Pine St., St. Louis, 
Mo. This firm will cover the eastern 
half of Missouri, the southern section 
of Illinois, taking in Peoria and every- 
thing south thereof, and all of Arkan- 
sas and the western section of Tennes- 
see. Michael Curry, 224 Mississippi 
St., San Francisco, Calif., will cover 
the northern part of California 





NEW LITERATURE 











Home Lighting — Latest trends in 
home lighting are illustrated in a 16- 
page consumer brochure. Contains 28 
full color illustrations of home inte- 
riors. Additional information from 
Lightolier, Inc., Jersey City 5, N. J 
Ballast—Latest specification bulletin 
concerns constant wattage ballast for 
rapid-start fluorescent lamps. Includes 
revised dimensional diagrams of the 
new lower and lighter rapid-start bal- 
last with electrical specifications, wir- 
ing diagram and ballast features. For 
further information write Sola Electric 
Co., Chicago 50, IIL. 

Incandescent Equipment—Bulletin 
“F” is a handbook on lighting equip- 
ment for indirect lighting, strip light- 
ing, interior spot lighting and interior 
flood lighting. Also cataloged is acces- 
sory equipment for these applications 
including louvers, roundels, wire 
guards. Copies may be had by writing 
to the Pittsburgh Reflector Co., Pitts- 
burgh 22, Pa 

Industrial Relays—Detail 
tions on a complete line of industrial 
relays, plug mounted for advantages 
in assembly, inspection, servicing and 


descrip 
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RELIANCE TIME SWITCHES 
For Every Circuit Control Application 








RUGGED 50 AMP. “BADGER” 


Sturdily built switch designed for dependable 
control of heavy loads under severe operat- 
ing conditions. Heavy gears, slow speed 
synchronous motor. Omitting device, op- 
tional. 








VERSATILE 30 AMP. MODEL “W" 


An extremely simple, compact switch in a 
variety of types including Type W-33, for 
2-circuit control. Astronomic dials available 


in three types. 


NEW 20 AMP. MODEL “400° 


The new Reliance Model “400” has the 
features and quality of many higher-priced 
switches. Includes standard Reliance heavy 
resistant silver-to-silver 


duty motor, pit 
contacts. 


RELIANCE TIME SWITCHES 




















RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 MEAD ST. 


RACINE, WISCONSIN 








are built to give 
extra long-life 
service 


A special bronze alloy of the highest conductivity and 
strength is used in Sherman's extra heavy Rigid-Type 
Ground Fittings Rugged bodie provide maximum 
strength and additional stock for ttra threads 
extra thread length, plus long l 


lock washers provide more cl 


GF13B for 
Fits %4 to | pipe < 


GF23 for 


ible to 


jround wires 


BATTLE CREEK, MICHIGAN 


Electrical Fittings for Wire and Cable 








SS IY 


PrRoDUcCcTS/ 
BUILT TO SERVE YOUR CUSTOMERS BETTER 


Sold Exclusively through 
Electrical Wholesalers 








SAVE TIME ON WIRING INSTALLATION JOBS WITH 
KEYSTONE WIREWAYS AND AUXILIARY FITTINGS! 


Next time you’re figuring a wiring installation job, you'll 
find it pays to specify Keystone Wireways and Auxiliary 
Fittings. They’re quality built from end to end .. . designed to 
permit quick, easy, economical installation of wiring for main 
power lines, feeders, branch circuits, meter boards, service 
boards, loadside switches, etc. And they’re available in both 
flanged and flangeless styles in the most complete range of 
sizes and lengths ... 24%” x 24%" x 1’ through 8” x 8" x 5’... 
to meet your exact requirements. 
FREE CATALOG describes and 


illustrates the entire line of Keystone 
Wireways and Fittings, Cutout Boxes 


Pull Boxes, Outlet Boxes, Switch) KEYSTONE MANUFACTURING COMPANY 
| 





Boxes, Covers, and Bar Hangers 
Contains complete specifications and 23328 SHERWOOD AVENUE 


prices. Send for your free copy today! CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 


mainvenance are now available. Di- 
mensional drawings, wiring diagrams 
and specifications are provided for 
plug mounted classes A.B,FS, and Z 
relays. Data sheets can be had from 
the Automatic Electric Sales Corp., 
1033 West Van Buren St., Chicago 
7, Ill. 

Conduit Fittings—lllustrations, spe- 
cifications and prices of electrical con- 
duit fittings are contained in catalog 
no. 102, published by the Producto 
Electric Co., 932 Rogers Pl, New 
York 59, N. Y. 

Transformers—Most recent specifi- 
cations on constant wattage mercury 
vapor lamp transformers for outdoor 
industrial and commercial use are 
included in a new bulletin. Three 
sections: general characteristics; per- 
formance; specifications. The bulletin 
consists of four pages in black and 
white and is pre-punched for easy 
binder insertion. Copies available 
from Sola Electric Co., Chicago 50, 
Ill. 

Lighting Fixtures—Four-color, 50- 
page catalog contains information on 
built-in lighting fixtures. Technical 


section is accompanied by dozens of 
sample illustrations. Copies will be 
mailed on request by The Kirlin Co., 
3435 East Jefferson Ave., Detroit 
Mich 

Wiring Devices—Over 1,400 elec- 
trical wiring devices, lamps and 
specialty products are contained in a 
56-page catalog. Included among the 
new products added this year are a 
complete line of armored locking de- 
vices which are interchangeable with 
all standard locking devices. Aiso new 
are a line of 3-way toggle switches 
dryer receptacle and dryer cord, newly 
designed range receptacles and cord 
sets, and a variety of wiring devices. 
Catalog available on request from 
Eagle Electric Mfg. Co., Inc., Long 
Island City 1, N. Y. 

Connectors—" Distribution and Serv- 
ice Connectors” is the title of a 22- 
page catalog. It is said to be of special 
value to utility purchasing agents, en- 
gineers, line foreman and other oper- 
ating personnel. Pages are bound in 
loose-leaf style in making changes and 
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additions. The reference catalog is 
published by The Thomas & Betts 
Co., Inc., Elizabeth, N. J. 


Electron Tubes—The seventh edition 
of the “CBS-Hytron Reference Guide 
for Miniature Electron Tubes” con- 
tains information on all miniature 
tubes regardless of make. Twelve 
pages of data include: 329 miniature 
types of which 79 are new; and 134 
basing diagrams of which 27 are new 
Larger protypes are also listed. The 
guide is published by CBS-Hytron, 
Danvers, Mass. 


Wire, cable, conduit—Comprehen- 
sive 24-page catalog deals with wire, 
cable and metal conduit. Includes 
specifications for bushed armored 
cable, armored leaded cable, bare 
armored ground wire, flexible steel 
conduit, non-metallic sheathed cable 
(types NM & UF), TW building 
wire, service entrance cable and drop 
cable. It provides, in addition, Na- 
tional Electrical Code requirements 
and valuable statistical tables. Copies 
may be had from Ettco Wire and 


Cable Corp., Brooklyn 37, N. Y. 


Bathroom Cabinets—Complete line 
of fluorescent bathroom cabinets plus 
certain specialties is contained in the 
1955 edition of combined catalog no 
2000. Includes descriptive information 
and lighting curve component data 
Catalog is published by the Winton 
Mfg. Co., 3350 N. Pulaski, Chicago, 
Ill 

Wires, cables—Folde. gives informa- 
tion and specifications on wires and 
cables for the radio, electronics and 
television industries. It can be had by 
writing the Chester Cable Corp., 
Chester, N. Y. 

Residential Wiring—tThe first “Resi 
dential Wiring Handbook” since 1946 
is now ready for distribution. Tne 32- 
page manual contains standards for 
home wiring systems that have been 
brought into line with current and 
anticipated future usage of electricity 
in the average home. Explanatory ma- 
terial has been expanded to include 
some discussion of the growth in the 
use of electricity. For additional in 
formation consult the Edison Electric 
Institute, 420 Lexington Ave., New 
York 17, N. Y. 

Power Outlets—Information describ 
ing a complete new line of weather- 
proof power outlets incorporating 
circuit breakers is available in a new 
catalog. The units are manufactured 
by Midwest Electric Products, Inc., 
Mankato, Minn 
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Neh ae oy 4) dial! 


Now INTER-MATIC time switches 


are easier to read than: your watch 


Black on yellow is the most legible color 
combination known. That's why it's used 
on traffic signs and airport markings 

Inter-Matic has developed the new E-Z 
See dial, using new, larger numerals in 
instantly readable black on yellow colors 
With the Inter-Matic ‘‘pull out, twist to set 
feature, it is the fastest setting dial ever 
used in a time switch 

Contractors and sign men will save val 
Wreleli-MElatiie 1 time. The E-Z See dial is 
standard equipment on all models and 
raelailelial se witl a ther outstanding 


‘ Cc) aay mec? tir 
features to make Inter-Mat he finest. ti 


write 
for Bulletin TS68 for full information and prices 


the most 
DEPENDABLE 
time switch 


on the market 


INTERNATIONAL REGISTER COMPANY 
2624 West Washington Boulevard e Chicago 12, Illinois 





FURNAS 
ELECTRIC 


FOR STARTER CAPACITY 
NEVER USED? 


THE ANSWER TO THIS QUESTION COULD 
SAVE hard-earned dollars needlessly 
thrown away. 


When choosing from the widest range 
of starters in the 1-50 hp range, you 
save by selecting the starter matched to 
the job—with no wasted capacity. 

Furnas Electric starters—nine of them 
in the 1-50 hp range—are designed and 
built to match most applications. 


Save 2 5 /, TODAY 


LIKE THIS 


Here’s an example of typical savings you 
can earn through proper starter selec- 
tion: for 10 hp service, for example, 
you'd select Furnas Electric Type YE 
rated for the job. This saves you up to 
25% on initial costs and 40% on space 
over a YF size 2 (rated 25 hp) normally 
selected for 10 hp service. 


All of the nine Furnas Electric sizes 
offer worthwhile savings. 


(portant reatures 


Furnas Electric starters give you these 
additional benefits. Dual Voltage Coils— 
matched to motor voltage. Thermal Over- 
load Protection. Shallow Case for easy 
wiring. Durability to stand up under 
rough service. Arc Resistant Terminal 
Board. Arc Quenching Silver Contacts. 


lok RANGE OF 


OTHER PRODUCTS 


Pressure switches for air and water ap- 
plications. Drum controllers far revers- 
ing, multi-speed and reversing multi- 
speed service. 

Write today for full story or contact our 
representative near you. Furnas Electric 
Co., 1069 McKee St., Batavia., Illinois. 


UNAS 











SALES AIDS 











Skil Corporation, Chicago 40, IIl- 
Five “new and improved tools” are 
being featured in the company’s 1954 
fall and Christmas merchandising and 
sales program. A complete assortment 
of blades for use on any standard 
portable or benchsaw is an additional 
offer of the homeshop line. Material 
includes sales literature. A free mer- 
chandising display will be given to 
dealers who purchase the homeshop 
tool assortment 


Weller Electric Corp., Easton, P 


Package of Christmas gift sales helps 
item in the Weller Jine is 
distributors and 
displays, 


a 


for each 
available to 
Colorful 
posters, envelope stuffers, newspaper 


dealers 
counter window 
mats, and similar material are aimed 
at selling the husband or wife of the 
do-it-yourself” market, without cost. 
Cartons are designed so that they may 
Side 
panels fold forward to give a 3-D 


be used as a counter display 
effect, while illustrating many of the 
homecraft and hobby jobs the tools 
are capable of doing. 

Lightolier, Inc., New York, N. Y- 
A new external house organ is pre- 
pared as an informational aid to the 
salesmen of lighting fixture distribu- 
organ is called the 
It is the first 


tors. The house 
“Portfolio News.” 
of a comprehensive new sales training 


includes meet- 


pa rt 


program which sales 
ings, a sales training film, booklets 
on salesmanship, sales tract. The house 
organ, which includes inventive ideas, 
stresses successful sales techniques used 
by distributor salesmen through the 
country. It is to be mailed directly to 
salesman’s home. The 


be used to intorm 


the individual 
paper will also 
readers about company news. 
CBS-Hytron, Danvers, Mass.—Four 
way tool is for a television serviceman 
It starts and spins out hex, standard 
or Phillips screws in a short time 
When not in use the sliding blade 
retracts and locks completely within 
the barrel. Leaves no exposed sharp 
edges 
Vernon Chemical and Mfg. Corp., 
Mt. Vernon, N.Y.—"‘Black Wizard 
Vinyl Electrical Tape” has been added 
to line of The tape, in 
,-in. by 20-ft, and %-in. by 12 ft 
sizes, is available in a counter display 
box containing 12 individual pack- 
ages of tape. Both the display box and 
the individual packages have a die 
cut, stand-up head of the “wizard.” 


ta pes new 


You Cid 
ont-FOR SAFETY,.. 
FOR SERVICE 


Yes, safety and service are the 
two big reasons why Kleins are the 
choice of the man on the pole. Look 
for the familiar Klein trade-mark 
on pliers and climbers, safety straps 
and belts, lag wrenches and grips. 
It has been a trade-mark of quality 
“Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York 


Write for your 
free copy of 
the Klein 
Pocket Tool 
Guide today! 
“Since 1857” 


ten 


mas K LE IN2is 


3200 BELMONT AVE. CHICAGO 18, ILL 
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e 
Kat @ 


UNIVERSAL PRESSURE TYPE 


ADJUSTABLE LUGS 


One or two bolt holes 
Wire sizes Nos. 14 1,000,000 CM. One 
piece construction — easily installed. Body is 
well proportioned to withstand excessive use 


with ample thread area. Makes tenacious 


grip on stranded conductors, forcing contact 
with each wire in strand, thereby insuring 


utmost in conductivity— bottom of tongue 


surface is ground. Not susceptible to release 


under vibration 


Write for dimensions and prices 


KRUEGER & HUDEPOHL, INC. 


THIRD & VINE STS CINCINNATI! 2, OHIO 


fe) 
INDUSTRIES 
MUNICIPALITIES 
INSTITUTIONS 


GROWING DEMAND FOR STANDBY 
POWER PROTECTION OPENS LARGE, 
PROFITABLE MARKET! 


in on the big growing market for 
slight Emergency Power Plants. Ex 
tactory as te > n planning 
Sizes from 500 watts to 50 K.W 
Transfers load automatically, when 
ever normal power fails ALSO 
Katolight A.C. Generators 500 W 
to 300 K.W., D.C. Generators to 
10 K.W., A.C. and D.C. Motor 
Motor Generator Sets and Ro 
tary Converters. Also, in big 
demand is Katolight’s line 
of Portable Power Plants 
from 350 W. to 50 K.W 


JOBBERS 
write today for 
information 


atolight corroration 


Box 491-92, Mankato, Minn. 
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BOOK REVIEWS 











Lighting for Color and Form 
Rollo Gillespie Williams 


| Pitman Publishing Corp., 


New York, N. Y. 

$8.50 

This book brings together a number 
of different but 
knowledge concerning lighting for the 


related branches of 


architect, designer, lighting technician 
and contractor. It is divided into four 


Light, Color Perception, and 


parts 
Rendition; 
of Colored Light; Psychological and 
Applica 


Production and Control 


Aesthetic Factors; Lighting 
tion Techniques. Part I deals with the 
factors underlying the sub 
book 
information on additive 


Part Il 


important characteristics and details of 


scientific 


covered in the Includes 


jects 
the latest 


color blending discusses the 


light sources and filters that are useful 
in the field of applied color and di 


rectional lighting. Part Ill defines 


principles and rules for the 


some 
artistic use of directional light, shade 
plus the psychological 


aspects in color lighting. Part IV deals 


| with practical application of the sub 


jects discussed, in relation to display 
architecture, photographic, motion 
picture studio, television studio, stage 
exterior and photochemical lighting 
The author is a Member and a Fellow 
of the Illuminating Engineering S 
cieties of the United States and Great 
Britain respectively 


340 pp. 


The Case Method at the 
Harvard Business School 

Malcom P. McNair 

McGraw-Hill Book Co. 

New York, N. Y. 

$5.00 

Presents a full description of the Busi- 
ness School faculty and explains the 
history, philosophy and organization of 
the case method in instruction. This 
book presents several different state- 
ments of the philosophy of the meth- 
od. Also includes a series of cases and 


commentaries by former students 
292 pp. 


Business Mathematics, Exercises, 
Problems and Tests 
Dr. R. Robert Rosenberg 
McGraw-Hill Book Co. 

New York, N. Y. 

$1.52 

Comprehensive text and 
revised for use by 


work-book 
has_ been those 
using business arithmetic on every 


level of ability 


Details the following | 


You Can Make A 
Good Wiring Job 


BETTER 


WITH 


UNIVERSAL 
PORCELAIN 
INSULATORS 








Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids... your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 


CLAY PRODUCTS Co. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 








LIGHT ror LIFE 


2 


Seats akan 


FOR GENERAL LIGHTING FOR INDUSTRIAL PLANTS 


ENCLOSED TYPE 





WITH HEAT & IMPACT 
RESISTANT LENS 
200 WATTS CAT. NO. 336B 


ELLIPTICAL OPEN TYPE 





300°500 Watts CAT. NO. 8070 
750°1500 W. CAT. NO. 8075 
ALSO AVAILABLE WITH INNE2 


ifthe | FLOODLIGHTS 


SYMMETRICAL OPEN TYPE 





300*500 Watt CAT. NO. 8080 
750°1500 W. CAT. NO. 8088 


300°500 W. CAT. NO. 337B 
750°1000 W. CAT. NO. 339B 





REFLECTOR OF ALZAK 
FINISH ALUMINUM. 











ALL REFLECTORS ARE STEEL WITH QUALITY PORCELAIN ENAMEL FINISH. 





MALLEABLE MOUNTING FITTINGS WIRED WITH HEAVY DUTY CABLE. 


-ELECTRIC MEG. INC. 


4223 W. LAKE ST 


MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Designed for use on loads 
too heavy for one-hole 
Jiffy clips. Made of all 
new zinc plated tempered 
steel to give strength and 
rigidity enough to support 
heavier pipes, cables, 
conduits, etc. Avaliable 
in sizes to fit pipes and 
condults from %-In. to 
1-in. Can also be had 
in Everdur, copper, brass 
or aluminum. 


6end for literature ond prices 
Specify MINERALLAC Sixars susumes 


MINERALLAC ELECTRIC COMPANY 
23 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 





CHICAGO 24 





FOR 
MODERN 
QUALITY 
FITTINGS 


Specify 


topics: addition, substraction, multi- 
plication, division; common and deci- 
mal fractions; payrolls; aliquot parts; 
depreciation; trade and cash discount; 
retail selling; interest; discounting of 
notes and drafts; instalment buying; 
insurance. Illustrations and new prob- 
lems have been brought up to date 


218 pp. 
Timestudy for Cost Control 


Phil Carroll 
McGraw-Hill Book Co. 
New York, N. Y. 
$5.00 

This is a simple and practical manual 
of timestudy and control based on 
The treat 
suited to 


predetermined standards 


ment is those 


especially 
small plants where motion study by 
the motion-picture method is too 
costly. The book shows how to select 
men for timestudy work, and it gives 
procedures from how and where to 
begin, to the application of the data 
in production control. Such topics as 
analyzing timestudy results, building 
standard data work sheets, getting in- 
centive performance and maintaining 
correctness in standards are also pre- 
sented 

301 pp. 

\t s! NCe . 


« 
a 


SPECIALISTS 











Altuantic (‘onpuit /ittines 


COMPANY 
MASSACHUSETTS 


BOSTON 


FL FOR SODERING 
BRAZING e WELDING 


L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE 
CHICAGO 31, ILL. 





1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 
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- * 
NEW, IMPROVED TYPE 


screw anchor 
expanders 








quickly set anchors in 
masonry of any thickness, 
holes of varying depth 


Here’s a brand new tool 
with a big market for you 
Answers the problem of 
setting screw anchors in 
masonry walls. New Green- 
Leg Screw Anchor Expander 
rapidly and securely sets lead 
screw anchors flush with the 
surface of masonry... re- 
gardless of its thickness, re- 
gardless of hole depth. Elimi- 
nates all guesswork 
positions anchor positively 
every time. Easily, quickly 
operated. Needed by elec- 
tricians, plant maintenance 
crews, builders, homeowners, 
to set screw anchors in 
masonry for holding meter 
boxes, fixtures, hangers, 
racks, etc. In three sizes. 
Stock now forextra 

sales. Write for de- 

scriptive literature 

and prices. 
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GREENLEE TOOL CO. 
1850 COLUMBIA AVE., ROCKFORD, oe , 
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NEW PRODUCTS 
YOU CAN USE 








Warehouse Racks 


The Frick-Gallagher Mfg. Co., 


Wellston, Ohio 

Heavy-duty warehouse racks have 
shelves 9 by 4 feet. Each shelf carries 
loads up to two tons, and racks of two 
or three shelves accommodate large 


item storage to ceiling height 


Hand Lift Trucks 

The Yale & Towne Mfg. Co., 
Philadelphia 15, Pa. 
Moving and storing of many types of 
multi-unit loads are accomplished by 
the pallet hand lift trucks. Models in 
clude hydraulic and mechanical lift 
multi-stroke trucks. Rubber tired, hard 
surface canvas, and aluminum wheels 


are available for floor protection 


Duplicators 

Duplicopy Co., 224 W. Illinois 
St., Chicago 10, lL. 
Automatic feed duplicators feature an 
easy turn handle operation said to elim 
inate the possibility of tension and 
whip. Over 1,377,000 copies were run 
to test new machine's ruggedness. An 
other feature is a patented moistening 
unit which eliminates adjustments 
flooding, giving perfect, sharper copies 
from the very first sheet 


Apparel Storage 

Precision Equipment Co., 3714 
Milwaukee Ave., Chicago 41, Ill. 
Employees’ apparel and valuables stor 
age units consist of steel box lockers 
The box lockers are 10-in. wide; 10-in 
high; and 18-in. deep 





CLASSIFIED ADVERTISING 


SELLING OPPORTUNITIES 


BUSINESS OPPORTUNITIES 


UNDISPLAYED RATE 


$1.20 per tine, minimum 3 tines. T 
vance payment unt average words « 

Box Numbers 

Discount of 1 


DISPLAYED RATE 


An advertising inch 


Send NEW ADS to ELECTRICAL WHOLESALING 
CLASSIFIED ADVERTISING DIVISION 

330 W. 42nd St., N. Y. 36, NOVEMBER issux 

closing October 27th 





SELLING OPPORTUNITIES OFFERED 


POSITION WANTED 








SALESMEN CALLING ON 


electric appliance dealers 
LIBERAL COMMISSIONS! 
Steady extra income potential 
NO COMPETITION! 

Fully protected nationwide territories available 
Sell as a sideline a fully tested and accepted line 
ef unique buying and selling aids for electric 

appliance dealers 
Box 1208, 217-7 Ave. N. Y 





Ye) 1ehmme ti elt 


OPEN ~ CLOSE Role <ielele) > GATES 
Electron ally 
COMMERCIAL, INDUSTRIAL 
\‘S Ttityiil ae Miata 
. Write ¢ tolog 
ROBOT APPLIANCES. INC 


_ 704) ORCHARD - DEARBORN, MICHIGAN 








An 
INVESTMENT! 


Productive advertising is an 
INVESTMENT rather than an 
EXPENDITURE. 


“Selling Opportunities” advertisers 
almost invariably report prompt and 
satisfactory results 

BE CONVINCED—send us your 
advertisement TODAY. 

















no 
short measur 


: 
a 
3 
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Guaranteed footage 
in every roll 


Be sure you are giving your 
customers their money’s 
worth! Recommend Chase — 
the complete line of top qual- 
ity Plastic, Friction, Rubber 
and Neoprene insulating 
tapes. Standard and A.S.T.M. 
grades, packaged individually 
or in 10-roll dispensers. Every 
roll is film wrapped to assure 
freshness, and footage is guar- 
anteed. For details write 
Chase & Sons, Inc., Randolph, 
Massachusetts, 


CHASE 


Tapes and 
Insulating Materials 
for the 

Electrical Industry. 





ADVERTISERS’ INDEX 


Abolite Lighting Div., 

Jones Metal Products Co. 94 
Acme Electric Corp. 12 
Adam Electric Co., Frank 78 
All-Steel Equipment Ine. 21 
Allen Co., L. B. 138 
Alpha Wire Corp. 109 
Amplex Corp. 49 
Anaconda Wire & Cable Co. 30 

101 
Appleton Electric Co. Second Cover 
Arrow-Hart & Hegeman Elec. Co., 

The 99 

Atlantic Conduit Fittings Co. 138 


Black Mfg. Co., M. 

Blackburn Corp., Jasper 

Blackhawk Industries 

Briegel Method Tool Co. 

Buffalo Forge Co. 

BullDog Electric Prod Co. 

Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co., Div. of the Cres- 
cent Co., Ine. 

Champion Lamp Works 

Chase & Sons Ine. 

Chester Cable Corp. 

Clark Controller Co., The 

Collyer Insulated Wire Co. 

Columbia Cable & Electric Corp. 
‘onduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Inc. 

‘onduit Pipe Products Co. 
‘rescent Ins. Wire & Cable Co. 

‘rouse-Hinds Co. 

‘utler-Hammer, Ine. 67, 


Eagle Electric Mfg. Co. 

Economy Fuse & Mfg. Co. 

Edwards Co., Ine. 

Electrical Construction and Main- 
tenance 


Federal Pacific Electric Co. 
Fullman Mfg. Co. 

Furnas Electric Co. 

Garden City Plating & Mfg. Co. 
Gedney Electric Co. 

General Cable Corp. 

Greenlee Tool Co. 

Guth Co., The Edwin F. 


Hazard Ins. Wire Works 


Hubbell Ine., Harvey 


Ideal Industries, Ine. 

Ilseco Copper Tube & 
Inc. 

International Register Co. 

1-T-E Circuit Breaker Co. 16, 


Products, 


Jackson Electrical Co. 
Jones Metal Products Co., The 


Katolight Corp. 
Kennecott Copper Corp. 
Keystone Mfg. Co. 

Killark Electric Mfg. Co. 
Klein & Sons, Mathias 
Krueger & Hudepohl, Ine. 


Mfg. Co. 


Leviton 


Magni Flood Ine. 

Marcus Transformer Co., Ine. 
McGill Mfg. Co., Ine. 
Midwest Electric Mfg. Co. 


Minerallac Electric Co. 138 

Mitchell Mfg. Co. 18 

Moe Light (Div. of Thomas Ind. 
Inc.) 


Multi Elec. Mfg. Co., Ine. 
Okonite Co., The 


Penn-Union Electric Corp. 96, 97 
Phelps Dodge Copper Products 
Corp. 88, 89 
Pittsburgh Standard Conduit Co. 
Plymouth Rubber Co., Inc. 
Third Cover 
Poreclain Products, Inc. Lk 
Prescolite Mfg. Corp. 22, 23 
Pyle-National Co., The 93 


Pyramid Instrument Corp. 43 


Reliance Automatic Lighting Co. 
Republic Steel Corp. 

Revere Electric Mfg. Co. 

Ridge Tool Co., The 

Rockbestos Products Corp. 
Rome Cable Corp. 


Royal Electric Co. Inc., The 


Sherman Mfg. Co., H. B. ; 

Slater Electric & Mfg. Co., Inc. 

Sorgel Electric Co. 

Southern Screw Co. 

Spang-Chalfant (Div. of the Na- 
tional Supply Co.) 

Square D Co. 

Steel & Tubes Div. 

Superior Elec, Co., The 

Sylvania Electric Products Ine. 


Thomas & Betts Co., The 110, 
Titchener & Co., E. H. 
Trade-Wind Motorfans, Inc. 
Trine Manufacturing Corp. 


Union Insulating Co. 
United States Rubber Co. 


Universal Clay Prod. Co., The 


Van Cleef Bros., Inc. 
Vernon Chemical & Mfg. Corp. 


Wadsworth Electric Mfg. Co. Ine. 
The 

Weaver Co., J. A. 

Western Ins. Wire Co. 

Winton Mfg. Co. (Packard 
Cabinet Div.) 


Youngstown Sheet & Tube Co. 
The 60 
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ITY SECTION 
H. E. Hilty, Mgr 
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For Top 
Performance 
Plus 
Economy 


Tougher! 
Faster! 
Neater! 


World's 
Largest Selling 
FRICTION TAPE 


PLYMOUTH RUBBER COMPANY, INC. 


ESTABLISHED IN 1896 


CANTON, MASSACHUSETTS 





For voltages up to 600 


There’s a BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user 


lf user wants Non-Renewable Fuses .. . 
Seil BUSS One- Time Fuses 


They save the ser time an 
he aw 


enyineering care m ifactur -——- 
= L 
— Aa 

7 a a 


he dey ended upon to operate 


trouble because the 


s do all prod 
BUSS Trademark 
Every BUSS One-T 


is intende 1 under 


lf user wants Renewable Fuses. . . 
Sell BUSS Super-Lag Renewable Fuses 
The big advantage of these f 
all other renew it le tuses co 
prevention of iseless interruy 


service caused by needless blows 


The reasons for this per- 
formance is found in the 
design of the fuse-case which 
assures good contact on the 
fuse link, even if the fuse is 
renewed by an inexperienced 
person and by the time-lag 
built into the link that pre 
vents the fuse from opening 


on motor starting currents or 
other harmless overloads. 


If user wants fuses that — abolish all needless 
blows, stop overheating in panels and switches, 
protect motors against burnout... 


Sell FUSETRON dual-element Fuses 


With rare exceptions, ordinary 
fuses or circuit breakers do not 
protectexcept against short-circuit 
but FUSETRON fuses provide 
TEN POINT protection 


Protect against 


Protect against needless blow by harmless overloads 


Protect again -edless blows caused by excessive heating lesser resistance 
results in much cooler operatior 

Provide thermal protection or panels and switches against damage from 
heating due to poor « 

Protect motors against burnout from overloading 


Protect motors against burnout due ro single phasing 
7. Give DOUBLE burnout 
. Make protection 


waste of space and money permit use of proper size switches 


» large morors without extra cost 


of small motors simple and inexpensive 
Protect against v 
ind panels 


Protect coils, transformers and solenoids against burnout 


FUSETRON 


dual-element FUSES save everybody time and 
money because they are made to PROTECT 


not to b low. 


If user wants SAFE protection on loads 


above 600 and up to 5000 amps.. 
Sell BUSS Hi-Cap Fuses 

On voltages up to 600, high speed 
operation on heavy shorts limits 
current to safe values. This mini 
mizes damage to equipment and cuts 
down dangerous stresses on trans- 


formers, 


If user wants Plug Fuses . 
Sell BUSS Clear Window Plug Fuses 
“an 


Their one-piece body and “safety” design 
guarantees protection, 

They are most convenient to use too, be 
cause rea Uy window and white backgro 
permits entire fuse strip to be seen. Ever 
sUSS fu 


poor tight a Diown I se 18 easy t 


If user wants to reduce blowing of 
plug fuses... 
Sell FUSETRON dual-element Plug Fuses 


FUSETRON Plug . wD 
fuses against short-circuits and overloads but 
unlike ordinary fuses they won't blow on motor 
starting currents or other harmless overloads 

They are the ty 
1953 National Electrical Code 


fuses protect like ordinary 
pe of fuses recommen led in the 


If user wants to make safe protection 
REMAIN SAFE as well as REDUCE 
blowing of fuses... 


Sell BUSS Fustats (have Type S base) 


FUSTATS like Fusetron Fuses have a dual Pn, 


element and therefore, stop aaa achy blow 
ing and they do more. a 
They have a type S base that prevents any ZN 


one from replacing them with a penny or 


substitute or using a size too large to protect 


FUSTATS fit standard plug 


that locks in place and 


fuse holders by means 

} ¥i of an inexpensive adapter 
ay 

t j needs never to be replaced 


SS 


— 


To protect motors and apparatus of 
voltages up to 125 against burnout. . 


Sell 0 to 14 ampere BUSS Fustats 
> BUSS 4 
A FUSTAT of the proper size installed to { 
handle only the motor current will reduce to a 
minimum the chanc e of a motor burnout trom 
any excessive over-current. In like manner it 


will protect solenoids, coils or transformers 


against burnout. 


— 
FUSTATS have the same degree of Underwriters’ approval for 
both motor-running and short-circuit protection as the most 
expensive devices made. They give all the protection it is possible 
to obtain with any device on the market. 


For protection of TV, Radio, Instruments, 
Radar, Avionics and Electronic Equipment... 
Sell BUSS and FUSETRON Small 
Dimension Fuses 


A complete line is available. Made 
in Dual-element (slow-blowing), Re 
newable and One-Time types in sizes 
from 1/500 ampere up 

And there is a companion line of 
BUSS Fuse Clips, Fuse Blocks and 
Fuse Holders to take them. 


BUSSMANN MFG. CO. Division McGraw Electric Co., ST. LOUIS 7, MO. 





